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t 1937—C'ipper Belt Lacer Co. 


CLIPPER SALES AGAIN INCREASE 
—REINFORCING STRIP CREDITED 


Good News for jobbers! 


Users of belt lacing hooks have been quick to appreciate the 


‘added CONVENIENCE and ECONOMY of the new Clip- 


per REINFORCING STRIP. 

Sales have increased substantially! 

The REINFORCING STRIP strengthens the carding—helps 
hold the hooks in perfect alignment—and preserves the unused 
portion of the card of hooks for future lacings (against even 
rough handling or carelessness). Card is cut easily and quick- 
ly with a knife—without waste. 

To help YOU build business, the SATURDAY EVENING 
POST and Important Trade Magazines are telling belt users 
everywhere the story of Clipper REINFORCING STRIP. 
It pays to stock a full line of Clipper Belt Lacers, Clipper Belt 
Cutters and Clipper Belt Lacing Hooks in all sizes. 


CLIPPER BELT LACER COMPANY 
GRAND RAPIDS, MICHIGAN, U.S.A. 


The Magazine for Distributors and Their Salesm 
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NEW Zeoy 


Super Duty 


SANDER 


Two months ago, Thor announced to its jobbers that it had 
under development a new. heavy duty sander that would 
set a standard for eliminating problems usually encountered 
in hard sanding jobs. 


With this announcement came inquiries and requests for 
information concerning this new development in a sanding 


machine. 


Today, just sixty days later, the new U 68 sander has been 
sold while still ia its original production run. Thor reputation 


INDEPENDENT PNEUMATIC TOOL CO., 600 W. JACKSON BLVD., CHICAGO 


TOOL MAKERS SINCE 1893 


NEW YORK 


~~ 2 


’ —_ 





in industry has made this unheard of achievement 
possible. 


This sturdily built tool, streamlined in appearance, 
guaranteed to stand up under the roughest treatment. will 
welcome the tough sanding jobs where other tools fail. 
Jobbers will find additional sales value in its heavy 
construction. Longer life plus a finer job in faster time give 
it a sales appeal that is hard to resist. No sanding job is 
too tough for this newest development in a portable electric 
sanding machine. 
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@ Industry is quick to recognize improved products 
and more dependable methods. 

The Link-Belt line of power transmission equip- 
ment affords improved manufacturing possibilities 
and the elimination of needless expense and mainte- 
nance. It is complete, including anti-friction and bab- 
bitted bearing transmission units, and a full line of 
positive drives—silent and roller chain drives, speed 
reducers and variable speed transmissions. 

Every Mill Supply Distributor should take note of 
this now and let this great quality line go to work for 
him. Send for Catalog No. 1500. Address Link-Belt 
Company, 2410 West 18th Street, Chicago. Offices in 
principal cities. 


5938 
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THAT STANDS OUT 
IN THE MINDS 
OF USERS 
















LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 


No Otner V-Beut co 


Here’s an example of the illustra- 
tions which will be used in the 
startling, dramatic Dayton Cog-Belt 
advertisements appearing in the im- 
portant industrial magazines dur- 
ing 1937. 

This campaign, a continuation of 
Dayton’s year after year advertising, 
will be read by the men you call on— 
the men you want to sell. As a result 
you will find it easier to secure a 





greater volume of Dayton Cog-Belt 
business than ever before. 

But this national advertising is 
only part of our cooperation with 
Dayton Distributors, which includes 
the most complete and effective line 
of selling helps in the industry. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 





‘Dayton 


COG-BELT DRIVES 
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AICHANDISE! 
Anat adds to your Gof 


Here is an attractive counter display that adds much 


the appearance of your store and yet displays its prod 


conspicuously to the interested purchaser. Its blue co 
coupled with the red bakelite handles of the Knife Sharpe 
ers and the natural colors of the abrasives gives a pleasi 
and lasting effect. @© Most important is the opportunity 

excellent profits in the continuous resale of these abrasi 
articles all of which are used in homes, ho 

workshops, machine shops, garag 


and repair shops of every descriptic 


ABRASIVE 


It will pay you to send in the coupon for particulars of this u 


TRADE MARK 


which will cost you less than $5 and bring you handsome profi 


Send Coupon Today.. 


m THE STERLING GRINDING WHEEL 
*\@lm TIFFIN, OHIO 


Without obligation please send full info 
tion about the Free STERLING Merchane 


Name 
Company 


Street and No. 
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(We'll add 1 or 2% to that 
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nt tateemenenent 

“Nobody's ever sold leather belting like 
this before, but here goes. We're so cer- 
tain that the new Research Belting will 
increase average machine production 
at least 1 or 2% over ordinary belting 
that we'll give you your money back if 
it doesn’t. 

“But it will. It has, on all types of drives. 
25% cost saving on a drilling machine. 
30% time saving on a grinder. $2.88 
extra profit a year on each loom. 15 
feet more an hour on spinning frames. 
More air from air compressors. 


“Figure it out. With Research Belting 
on all your drives — even at only 1 or 
2% increase — you'd make a pretty 
profit!” 


mnt 


.* 





Take advantag money-back” guarantee — you or your firm's purchasing 


manager will find the nearest Graton & Knight sales office or distributor 1n our in- 
sert in the belting section of Thomas’ Register. Why not call today to get Research 


Belting on one of your important drives where increased production can be measured? 


from the Home of Research, Worcester, Mass. 





WRITE FOR OUR HOME OF RESEARCH BOOK ON ECONOMICAL POWER TRANSMISSION 
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Steel mill production continues up and up. 
This means more business on hack saw 
frames and blades. Concentrate on the new, 
higher quality Millers Falls hack saw frames 
this year and watch your profits climb. It’s 
easy to convince your customers of the econ- 
omies afforded by these better frames— 
improved performance—less breakage of 
blades —less time loss— greater satisfaction 
for your customers and you. 


If you can use the attractive gold and red 
display fixture pictured above, we'll supply 
it FREE with a reasonable order of Millers 
Falls hack saw frames. Get yours 
now. Top it with No. 84, the new 


MILLERS FALLS 





eels 
ET 





MMW saa a. 
CREAMPIED Mass Se No 99 





hack saw frame that knows no equal — now 
equipped with the famous BLU-MOL mo- 
lybdenum blade. Then watch men who know 
tools stop, look and buy. 


Speaking of BLU-MOL molybdenum 
blades, if you’re not familiar with this fast 
selling, steady repeater in the hack saw field 
it will pay you to investigate promptly. BLU- 
MOL blades offer economies of interest to 
every industrial user. Every fair test brings 
a new steady customer. 

And don’t overlook TUF-FLEX, the amaz- 
ing new development in flexible, all hard 
hack saw blades. The teeth will not strip. 

Get complete information from 
our Representative, or write today. 


Millers Falls Company, Greenfield, Mass. 
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~ A HELICAL SPRING WASHER HAS ADEQUATE Live Action @ ONLY A HELICAL SPRING WASHER 


@ ONLY A HELICAL SPRING WASHER HAS ADEQUATE Live Action @ ON 


Liv 


WASHER HAS ADEQUATE 


SPRING 


ONLY A HELICAL 









istance indicated by dotted lines? This 
action .. . far greater than that of any 





emer device . . . is why only a helical Spring 
Washer will keep machinery tight. The helical 
j Spring Washer with adequate Live tetion 
compensates for wear and looseness . . . for the 
life of machinery. Every correctly designed 
bolted assembly must include helical Spring 
Washers of adequate range and power. 


SPRING WASHER INDUSTRY 
616 WRIGLEY BLDG., CHICAGO, ILL. 


oaen oe WASHER HAS 
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W.eE Pruden Company, Inc 


Ohio Machinery & Supply Co 
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SKILSAWS—The fastest and most com- 
plete line of electric handsaws,—leads 
the field in quality and performance. 
A size for every sawing purpose, 


SKILSAW SANDERS—The only tool of 
its kind sold exclusively through dis- 
tributors. Sells easily because of the 
superior performance, — sands wood, 
metal, stone, and compositions. 


ALSO FLOOR SANDERS AND BLOWERS 


SKILSAW TOOLS ARE 


Inc. 


DISTRIBUTORS 


HAVE CHANGED TO THE 


IN THE LAST 


. 90 DAYS! 


AND HERE IS THE REASON WHY: 


SKILSAW Distributors are profiting by the con- 
that SKILSAW Tools 


cause of our aggressive program of advertising, product 


sumer acceptance have won be- 


development, and dealer cooperation! 


Our line is constantly expanding . . . broadening the 
Our 1937 advertising cam- 
paign is the largest in our history ... telling the SKIL- 
SAW story to 612,000 buyers! Our 24 field men 


working with distributors in 


market for our distributors. 


are 
part of the 
country helping to create new business and new 
profits for YOU! 


our every 


SKILSAW Tools are sold on a 
tion basis. May we have one of our representatives 
explain the details of the SKILSAW franchise? 


restricted distribu- 


SKILSAW, INC. 
3330 ELSTON AVENUE, CHICAGO 


210 E. 40th St., New York 52 Brookline Ave., Boston 
312 Omar Ave., Los Angeles 2065 Webster St., Oakland 


SOLD ONLY THROUGH 


SKILSAW LINE 
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SKILSAW DRILLS—A complete line of 
quality drills—I6 models. Advanced 
construction and engineering features 
have won for them instant consumer 
acceptance, 


DEFENDER DRILLS—These drills have 
gee to the low price field a qual- 
ity of construction and engineering re- 
finement, never before offered. Sell 
fast, at a good profit! 


ALSO HAND GRINDERS, BENCH GRINDERS 


PORTABLE 


BUS 
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RFCOGNITZ7FEDN 


ee ee 








nies 











@ Through leading trade publications Republic is telling 
to cost-minded men in industry the story of the futility 
of using inadequate materials where corrosion is a decid- 
ing factor in determining the life of ferrous materials. 

Help your customers fight corrosion by stocking and 
recommending Toncan Iron pipe and sheets—and gain 


their good-will and build profits for yourself. 


When writing Republic Steel Corp. for further information please address Department MS. 
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The Step-Child, Reciprocity 








Tur THEORY of reciprocal buying 
and selling is not new. It has always 
existed to a more or less limited de- 
gree. Its operation was sporadic and 
not neeessarily burdensome. During 
recent years conditions seem to have 
materially changed, for, as a result of 
a mad desire to corral as much as pos 
sible of the little business that was 
being placed during the depression, we 
adopted a step-child and ealled her 
“Reciprocity.” 


Reciprocity became all too popular 
in our buying and selling activities. 
We worked the poor girl overtime, but 
she could take it, for she has beeome 
healthy and strong; and, to some, she 
is beautiful. Though we appear to be 
gradually working out of the depres- 
sion, we seem to have aequired so much 
respect for the step-child that we hesi- 
tate to give her up. She apparently 
has become a permanent member of 
the business family; but if we are not 
careful, the step-child will steal all our 
affections and eventually displace our 
natural offspring, “Good Judgment,” 
“Sound Policies,” and “Ethieal Opera- 
tions.” 


In many industrial plants the de- 
partmental heads who are or should be 
responsible for production and main- 
tenance costs, are no longer permitted 
to specify such of their requirements 
as will produce the best and most eeo- 
nomical results. They must aeeept that 
which is selected for them, as a result 
of a reciprocal poliey, encouraged by 
the Sales Department or insisted upon 
by the management. 


Many of the transportation com- 
panies practice reciprocity by trading 
tonnage for equipment and/or sup- 
plies. The manufacturer or distributor 
Whose incoming and outgoing freight 
amounts to the greater volume is given 
preference over the smaller shipper, 
and business placed accordingly. 


Under conditions as above outlined, 
the operating departments of both in- 
dustrial plarts and transportation 
companies are foreed to accept equip- 





A GUEST EDITORIAL 
By David C. Jones, vice-president, 
Lunkenheimer Company, ex-presi- 
dent, American Supply and Aa 
chinery Manufacturers’ Association. 


ment and = supplies which  ofttimes 
are inferior, unsatisfactory and = un- 


suited for the serviees for which used. 


Worthy of mention as one of the 
wreekers of well regulated distribution 
policies, is the practice of those manu- 
facturers who spread their orders for 
plant requirements among those of 
their own distributors located at dis- 
tant points—here, there, and every- 
where, without regard for the loeal 
distributors who have on their shelves 
the very merehandise 
needed. Sueh a practice is surely an 
injustice to the local distributor whose 
capital is invested in stocks to take 
care of the needs of consumers in that 
particular market. 


articles of 


Distributors who either solicit or 
aceept business of this character are 
parties to “territory jumping,” and by 
their acts they encourage practices to 
which they themselves would seriously 
object were they to find that outside 
distributors are eutting in on business 
to which the loeal distributor is right- 
fully entitled. Furthermore, distribu- 


tors handling business of this character 


are automatically, and possibly uneon- 
sciously, changing their status from 
that of legitimate distributors to that 
of mere merehandise brokers. Unless 
the practice be discontinued, the days 
of the stock-earrying distributors will 
be numbered. 


Reciprocal buying and selling de- 


stroys the orderly functions of pro- 
duction, operating, purehasing, and 
distribution. It is having the effeet of 
breaking down buying and selling pol 
icies upon whieh years of thought, ex- 
perience, and co-operation have been 
spent in developing. It is destroying 
the initiative of the engineer, mainte- 
nanee man, and the purehasing agent, 
whose ambition it is to select those 
articles of equipment and supplies 
that will prove satisfactory and eco- 
nomical in service. It is destroying the 
natural funetions of the distributor by 
encouraging or forcing him to aeeept 
business for shipment to points not 
within his logical field of endeavor, 
thereby causing him to lose respeet for 
all well defined and logieal territorial 
lines. It is diseouraging him from 
carrying sufficient stoeks to meet the 
immediate needs of the eustomers 
within his logical territory. It diseour 
ages the conscientious salesman who 
spends time and money in propagating 
the sale of an article of a specific 
make, only to find that a substitution 
has been made or an order placed 
through other channels—all because of 
reciprocal influences. 


Critieism is due the producer who 
accepts orders from a distributor for 
shipment to a loeality not recognized 
as the logical territory of the distribu- 
tor placing such orders, for in those 
transactions the producer disregards 
territorial assignments and is, there- 
fore, equally guilty, with the distribu- 
tor, of encouraging “territory jump- 


° ” 
ing, 


Who is responsible for the evil, and 
how ean it be eurbed or eliminated? 
We all are responsible—manufacturer 
and distributor, buyer and seller; and 
if we ean but bring ourselves to a full 
realization of the real meaning of the 
“wrecked policies” whieh business will 
surely suffer in the future unless cor 
reetive measures are adopted, we will 
make up our minds to east aside the 
step-child “Reciprocity” and revert to 
econdueting business along sane and 
reasonable lines — in other words, the 
“American way.” 
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WE STUDIED EVERY DETAIL OF 


your /jyohlemn_ 


_ distributor-cooperation calls for t 


more than just the willingness of a manufac- 
















turer. It requires long and constant study of dis- 


a 


tributors’ needs and many efforts to meet them 


until the most successful plans are devised. 


Republic is as well experienced in cooperat- 
ing with distributors as in the manufacture of high 
grade lines of mechanical rubber products. It has 
completely dovetailed its operations with many of 


the best known outlets in all sections of the country. 


Let us describe the history and expansion of 
our distributor-cooperative activities. It is the most 


convincing proof of how ably we can serve you. 










THE REPUBLIC 
5-POINT POLICY 


*% A line of rubber items sufficiently 
complete to permit effectively supplying 
the requirements of the trade solicited. 
*% A quality of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be expected. 
* A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


% Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day 
to day solicitations. 


; * Selling helps of reasonable amounts 
= woe so that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 


IC RUBBER 
Company 


YOUNGSTOWN - OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE. 


IeREPUBL 


. 
Manufacturers of HOSE (wy 


BELTING ® PACKING 
MOLDED PRODUCTS 
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Perhaps no class of our citizens, with the possible 
exception of heavyweight wrestlers, delves so 
deeply into the School of Hard Knocks as do sales- 
men. Rare is the peddler’s day that fails to add 
its black and blue tints to the long-suffering 
inner feelings. 

Fortunately, the brief case brigade is made of 
the stuff that can take it. Sense of humor and the 
proper slant on things seems to be what keeps 
most of the boys in the ranks from feeling too 
sorry for themselves. As one old timer tells us, 


“When I run into some particularly bad abuse, I° 


find that a checkup will usually show I’m really 
the one at fault. By setting myself straight, I can 
avoid that difficulty in the future.” 

So, before you find it necessary to imitate the 
picketeer above, we recommend devoting some 
serious attention to the feature on Page 18, en- 
titled, “Why I Lost That Order”. 





sty 





For Sale 


One of “those things” comes to 
light as the mud is washed out of 
Cincinnati supply houses. “Bud” 
Wirthlin, Wirthlin-Mann, tells of a 
gradual accumulation of empty wire 
rope reels over a period of years. 
Laborers had been hired to break 
them up—too expensive. They had 
been set out in front to be hauled 
away by the city—no soap, the city 
would have none of them. So, they 
were stored in the basement. Along 
came the Ohio last month, lifted 
the reels. The reels, not to be out- 


done, lifted the first floor right up 
to the second. Would anyone be 
interested in buying some well-sea- 
soned reels? Wirthlin-Mann or- 
ganization is just a little sick of 
seeing them around. 


Bald Head Row 


A prominent manufacturer in the 
supply field, in commenting on the 
national advertising campaign of 
the Industrial Supply Research Bu- 
reau, commented: “I thoroughly 
approve of the idea behind this 
movement but I hope that all dis- 
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tributors realize that it is perfectly 
all right to have dirty linen and 
unpressed clothes if they are sitting 
in the back row, whereas a front 
row seat calls for a little dressing 
up.” In other words, claims are 
being made that your service to 
industry is above reproach and it 
is up to every distributor to live 
up to the claims. 


Walsh-Healey 


Prompt repeal of the Walsh- 
Healey Act and the restoration of 
unrestricted bidding on government 
contracts was advocated in a recent 
report of the Committee on Manu- 
facture, Chamber of Commerce of 
the United States. The committee 
finds that “the direct effects of the 
Walsh-Healey Act are of such a 
character as to demonstrate the im- 
practicability as well as the impro- 
priety of any legislation of this 
character. Examination of the Act 
and consideration of the first expe- 
rience under it would seem to lead 
inevitably to the conclusion that the 
law should be repealed and nothing 
else of the kind should be at- 
tempted.” There is much more of 
the same in the report but you get 
the idea. Distributors to whom we 
have talked on this subject think 
the same thing but express it some- 
what differently. However, we do 
not mean to run down the Chamber, 
for after all, these distributors are 
a somewhat violent breed and they 
were not talking for publication. 


Convention 


Our Memphis friends report no 
flood damage. The convention 
scheduled for May 10, 11 and 12 
at the Peabody Hotel is definitely 
“on.” Although “King Cotton” is 
to be crowned the same week, the 
Peabody manager has assured Alvin 
Smith of 400 rooms. Meetings will 
start on Monday morning instead 
of Monday night. Executive com- 
mittees, ISRB and such will do 
their preliminary gathering the day 
before. The ducks, incidentally, 
still promenade the lobby, probably 
due to the fact that prohibition has 
not been repealed in Tennessee, The 
hotel manager assures us that he 
will honor reservations even at this 
early date. 











. Al Zieman (seated) formerly of Suelflohn and Seefeld, joins 
Cordes Supply, Milwaukee. With Mr. Spies (right) and Joseph 
Graf, store superintendent, he looks over plans for the fine new 
building the firm will occupy about April |. 







2. Stanley Sheldon moves to Chase, Barker, Boston, this month. 
Walter Padien replaces him as Manning, Maxwell and Moore 


p.a. 










3. The swell painting job Bud Wirthlin did on the front of Wirthlin- 
Mann, last summer in Cincinnati, will have to be done over. 
Flood wrecked it, and mistreated the interior considerably, as 
well. 


4. George C. Ruby, v.p. and sales manager of George F. Motter 
Sons Supply Co., York, Pa., gives the Eastern Industrial Adver- 
tisers Association some cold turkey facts about getting results 

: . from distributor-helps literature. 









. Queen City Supply, Cincinnati, thought they had a good flood 
picture here—but the water went four feet higher after the 
photographer rowed home. 





. Flood mop-up at Queen City Supply. Workmen straighten out 
a buckled floor. 
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Convention Committee Named 
By American Association 


To make arrangements for the 
Memphis convention of the Ameri- 
ean Supply and Machinery Manu- 
facturers’ Association, George H. 
Halpin, president, has appointed a 
committee consisting of Thomas 
Robins, Jr., chairman, of the Hew- 
itt Rubber Corp.; L. Tschirky of 
General Refractories Co.; G. L. 
Abbott of Alexander Bros., Inc., 
and S. W. Gibb of Yale & Towne 
Mfg. Co. The group will work with 
similar committees from the South- 
ern Supply & Machinery Distribu- 
tors’ Association, and the National 
Supply & Machinery Distributors’ 
Association in putting finishing 
touches on the program. 


Two Manufacturers Join 
American Association 


Two manufacturers have just 
joined the American Supply & 
Machinery Manufacturers’ Associ- 
ation, the Bethlehem Steel Co., 
Bethlehem, Pa., and Wailes Dove 
Hermiston Corp., New York, N. Y. 


Foresight Under the Most 
Trying Conditions 


Neil C. Hurley, Jr., secretary of 
the Independent Pneumatic Tool 
Co., tells this story of the remark- 
able foresight of two of his com- 
pany’s distributors in the flood area 
even while the water was still at 
its crest. 

Although allowed only three min- 
utes on the long distance ’phone 
the Graft-Pelle Co., Louisville, util- 
ized that time‘to call the office of 
Independent in Chicago and_in- 
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New subscribers to the Industrial 
Supply Research Bureau added 
$886 to the total available for ad- 
vertising. As of February 20, the 
following names had been added 
to the list published in MILL SUP- 
PLIES for February: Thermoid 
Rubber Co., Botfield Refractories 
Co., Columbus-McKinnon Chain 
Corp., Indianapolis Brush and 
Broom Mfg. Co., Linear Packing 
and Rubber Co., Inc., North Bros. 
Mfg. Co., The Upson Walton Co., 
T. B. Wood's Sons Co., Frick-Reid 
Supply Corp., Carey Machinery 
and Supply Co., Louis Hanssen’s 
Sons Co., Syracuse Supply Co., 
Farquahar Machinery Co., Ferry 
Cap & Set Screw Co., and Reich- 
man-Crosby Co. 


American Supply and Machinery 
Manufacturers’ Association names 
Thomas Robins, Jr., L. Tschirky, 
G. L. Abbott and S. W. Gibb to 
its convention committee. They 
will work with distributor commit- 
tees in polishing up the program. 


Late reports indicate most dis- 
tributors and manufacturers in 


Louisville, Cincinnati and other 
flooded areas are operating full 
blast. Cleaning operations, re- 
building and lack of power still 
hold back a few. 


David C. "Dave" Jones, vice-presi- 
dent, Lunkenheimer Co. and ex- 
president, American Association, 
comments with force on reciproc- 
ity in this issue. See page 13. 


Eastern Industrial Advertisers in 
Philadelphia hear George rot 
of George F. Motter’s Sons, York, 
Pa., tell how to get results from 
advertising through distributors. 
Other distributors helped supply 
ammunition for Ruby's blast. 


Joint distributor - manufacturer 
meetings proposed for Detroit and 
Cleveland have been postponed. 


Many annual sales meetings re- 
ported in January. Notable 
among them—R. C. Duncan Co. 
(3 days); Lewis Supply Co. (4 
days}; Hajoca Corporation (3 
days). Last named used new 
“trick"’ by installing an industrial 
exhibit for its own men. 





struct that supplier to forward im- 
mediately to a specified address in 
Indianapolis a stock of portable 
electric tools. Immediately, then, 
when the flood waters subsided, 
these tools were rushed to tempo- 
rary quarters established by Graft- 


(Continued on page 46) 
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March is @ big Month for Chester Dayton 

(above) of Charles C. Lewis Supply, Spring- 

field, Mass. It marks his fiftieth year with 
the firm. 


Extra flood service by J. M. Tull, Atlanta, 

consisted of two plane shipments of rubber 

hip boots to the City of Louisville. Boots 
arrived same day order was sent. 








Why I Lost 
That Order 


The truth hurts . . . but abil- 
ity to face facts is a swell 
asset for any salesman. 
Next time you lose a sale 
(God stay the day!) go into 
a huddle with yourself, hold 
a "truth meeting" wherein 
reasons for the failure are 
critically analyzed — and 
admitted. 


these 


Ask yourself 
questions, answer 
them honestly —and see 
technique 


if your sales 


doesn't improve rapidly! 


3. 


) 


or 


I lost the order because I was 
afraid the buyer would say 
—" 


. | called without knowing any- 


thing about the prospect’s busi- 
ness or needs. 


. L lost the order to a firm whose 


price was lower because I didn’t 
have enough facts to prove my 
product was worth the money. 


. | had neglected my prospect 


too long—a competitive sales- 
man beat me to it because he 
was there asking for the order. 


. I let myself get into an argu- 


ment with the buyer—which I 
won. That is why I lost the 
sale. 
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10. 


11. 


13. 


14. 


16. 


I too-willingly accepted the 
buyer’s objections. He says he 
won’t buy until after election, 
but is that really a reason? 


. I talked too much about my 


product and my company and 
not enough about what my 
product would do for the buyer. 


. I talked myself into a sale— 


then talked myself out of it. 


. I had nothing newsy or fresh 


to offer a buyer who has been 
hearing the story of our prod- 
uct for ten years. 


I tried to high pressure the 
buyer. If I had been willing to 
wait, he would have bought 
later—and willingly. As it is, 
I’ve shut the door in my own 
face. 


I failed to sell everybody in the 
buyer’s organization with whom 
I came in contact. Could his 
assistant—whom I ignored— 
have had more authority than 
I thought? 


. I went over the buyer’s head 


in an undiplomatic way. 


I let a ticklish credit situation 
beat me out of the order. If 
my credit department sent a 
curt letter which annoyed the 
prospect, I should have been 
salesman enough to re-win his 
good will. 


The buyer didn’t seem to have 
any confidence in me. Am Ia 
poor advertisement for my com- 
pany? Perhaps I’d better pay 
more attention to shoe shine, 
clothes pressing and clean col- 
lars. 


. I lost the buyer’s sympathy be- 


cause I spent too much time 
knocking competitive products, 
and not enough time talking 
the advantages of my own. 


I let the buyer scare me. After 
all, my business is as legitimate 
as his, and I should have called 
his bluff. I was not attempt- 
ing to impose on him; I was 
there to serve him. 























Hole Smoothers 


Reamers have an important place in production as 


well as in maintenance. Here are types, materials, 


jobs — showing you what to recommend where 


FReamers have just one job to 
do—finish a previously bored or 
drilled hole—but they may have 
to do it in any of several ways. 
They may have to finish to exact, 
predetermined tolerances; to pro- 
duce a smooth finish on the walls; 
to do both; or like a bridge reamer, 
it may just be used to bring holes 
in two members into alignment for 
riveting. Each job requires a spe- 
cific type of reamer, and when ma- 
terials, speeds, feeds, production 
requirements, and so on are con- 
sidered, the number is multiplied 
again. But all are similar in cer- 
tain fundamentals. 

Chatter is always a potential dif- 


by E. J. Tangerman 
Technical Editor 


ficulty in reaming, due to lack of 
rigidity in machine, jig or fixture, 
or faulty reamer design. Usually 
the reamer itself must compensate 
fer lack of rigidity in other parts, 
so its design is vital. A_ short, 
large-diameter hole at the surface 
of a piece permits use of a short, 
thick reamer that is inherently 
stiff. But if the hole is small in 
diameter, deep, or inaccessible, the 
reamer must normally have un 


evenly spaced or spiral flutes, have 
pilots at one or both ends, or have 


Reaming a V-8 cylinder head at Ford. 


& 
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a combination of these features— 
otherwise reamer trouble will ulti- 
mately be a headache to the man 
who sold them. 

Unevenly spaced flutes break up 
any tendency for synchronized vi- 
bration, slippage, and torsional de- 
flection. Spiral flutes do the same 
thing, providing that two or more 
flutes overlap within the hole be- 
ing reamed, and also that the angle 
of the spiral is not so steep that 
excessive end pressure is required 
to force the reamer through (ream- 
ers for tapered holes are an ex- 
ception here—a very steep spiral 
gives best results). The “hand” 
or twist of the spiral must be op- 





TYPES OF REAMERS 
posite to the direction of rotation, 


otherwise the reamer will pull itself 
through the work, and do a poor 
job. Pilots simply hold the reamer 
in alignment and support it. The 
pilot may rotate in the hole itself, 
but works better if it is as large 
as possible and guided in a hard- 
ened and ground fixture bushing. 

The service a reamer gives is a 
matter of materials, heat treatment 
and design, as well as selection. 
First, as to materials: high-speed 
steel and carbon steel are most com- 
mon. High-speed steel can be 
worked at higher speeds, but loses 
its initial keenness quicker than 
carbon steel. Carbon steel retains 
its keenness longer, but once that 
is gone, it breaks down before the 
h. s. steel. For extremely accu- 
rate, smooth holes on a custom-built 
job, carbon steel is the material. 
For tough material that “fights” 
the reamer, or for holes that need 
not be ultra-smooth but must be 
finished at production rates, h. s. 
steel is better. 















































Proper Design Counts 





Proper materials and heat treat- 
ment must be supplemented by 
proper design to make a reamer 
maintain its size over the longest 
possible working life. Lands and 
flutes must be in proper propor- 
tion, with flutes wide and deep 
enough to handle chips without 
clogging, yet not so wide the lands 
become too thin, hence heat too 
much, then dull and lose size. Width 
of the lands or margins at cutting 
edges should be 0.012 to 0.015 in. 
for machine-finishing, 0.004 to 
0.006 in. for hand-reaming where 
less heat is generated. Land width, 
as well as finish and keenness of 
cutting edges, determines smooth- 
ness of hole. This may mean that 
some customers will require ream- 
ers that are oil-stoned after grind- P aa — oS — 
ing. A 5-deg. rake or hook is neces- he a he he her A a 
sary on teeth also, for clearance, Machine Taper-Pin Reame 
except in aluminum and its alloys, 


where it should be greater. _~ Tee A 
. ; , : nti ——- it 
Next let’s consider various types — ae: 


means 
of reamers. There are solid ream- 


ers with various numbers of flutes, a 
adjustable reamers (also called ex- —— Ss oo 

pansion reamers), tapered reamers, 
bridge and car reamers, shell and 
inserted-blade types. The solid 
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reamer is of fixed diameter, gradu- 
ally becoming less as it wears and 
cutting edges are reground. The 
expansion reamer, on the other 
hand, has its lands cut apart so 
that a tapered device can be 
screwed in to spread them, thus 
compensating for resharpening or 
permitting exact adjustment to get 
a desired reamed diameter. A given 
reamer will not produce the same 
diameter hole in all materials—it 
will ream a smaller hole in bronze 
than steel. 

All sorts of shanks are available, 
tapered, straight, bit stock and 
hand. The tapered shanks have 
tangs so they fit an ordinary drill- 
press socket or sleeve, the straight 
shank fits a chuck (just like a 
small-diameter drill does), the bit- 
stock shanks are tapered squares 
which fit the ordinary brace, and 
the hand shanks have a square 
head so they can be gripped in vise 
or tap wrench. There are also 
shell-type reamers, in either solid 
or expansion types, which are 
reaming heads put on an arbor. 


Reamer Recommendations 


Factors that should influence 
your reamer recommendations are: 
material, hole diameter, amount of 
stock to be removed, accuracy and 
finish, first cost, maintenance cost, 
salvage value, and personal prefer- 
ence of the buyer. For “free-cut- 
ting” materials, light, for example, 
shell-type, reamers can be used; 
if instead it is tough or stringy, 
reamers must be heavier and pref- 
erably solid. The more resistant 
the material and the more stock to 
be removed, the more power re- 
quired to drive the reamer, conse- 
quently the more likely deflection 
and inaccuracy become, unless this 
is provided for. Conditions vary 
so much with the job that no defi- 
nite set of sizes can be given, but 
where tolerances are extremely 
close, say two to five ten-thou- 
sancths of an inch, no deflection 
whatever is permissible in the 
reamer. No matter how well a 


shell reamer and its arbor are de- 
signed, wear of the arbor, burrs, 
dirt or other foreign material will 
cause looseness and deflection. 

As the amount of stock to be 
removed goes up, more power is 





required, hence the reamer must be 


stronger and more rigid. Accu- 
racy and finish usually go together 
—because normally a hole that must 
be exact for size must also be 
straight, round and without bell- 
mouth. This is mainly a matter of 
cutting-edge support, meaning solid 
reamers up to the point where the 
reamer is large enough that it can 
accommodate an arbor hole without 
risking blade deflection. As di- 
ameter first the solid 
reamer, then the shell type, become 
prohibitive in cost, and it is neces- 
sary to resort to the inserted-blade, 
adjustable reamer, with its higher 
maintenance (necessary to 
provide continuous rigidity and ac- 
curacy). 


increases, 


costs 


Unless reconditioning is 
carefully and competently done, the 
first and replacement cost advan- 
tages of the inserted-blade reamer 
are lost, so insist when you rec- 
ommend them that their mainte- 
nance be in skilled hands. 

Salvage value on reamers is im- 
portant in shops where much ream- 
ing of various-sized holes is done. 
In these cases, it is possible for the 
shop to regrind the reamers for the 
next smaller size hole, thus dou- 
bling life, providing the next size 
comes within practical regrinding 
range. 

Now to that highly variable fac- 
tor—individual preference. Some 
shop managers and foremen insist 
that all holes in important parts be 
hand-reamed, sometimes in such a 





way that the work is not distorted. 
This means a hand reamer, turned 
upside down with its square head 
caught in a vise, while the work is 
twisted carefully down over it to 
remove a few thousandths. Other 
shops insist upon chucking reamers, 
requiring the straight-shank type. 
In adjustable reamers, some shops 
require that all adjustments be 
made in the tool room, hence pre- 
fer reamers hard to adjust without 
special equipment. Most of these 
have maximum tolerances of 0.001 
in., buy reamers that much over- 
them until a standard 
plug cannot be put into the hole, 
then replace the reamers. Another 
purchaser may want reamers read- 
ily adjustable for size variations 
(usually for 


size, use 


maintenance work) 
consequently wants a reamer which 
can beset 
dumbest 


easily by even the 


workman. 


Where Size Is Secondary 


On the 
builder or 


other hand, the car 
bridge builder is not 
nearly so fussy about size; he pre- 
fers a reamer that will not burn 
in the work and that is strong 
enough to permit it to be jammed 
into a hole at the beginning of the 
cut. He wants a combined crow- 
bar and reamer. When steel plates 
and fabricated forms are prepared, 
holes are drilled or punched in the 
shop, then the pieces are assem- 
(Continued on page 104) 


A tunnel-type boring machine doing five sets of oper- 
ations, including reaming, on Pontiac engine blocks. 
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W. T. Johnston & Co., 
wangled a temporary 
switchboard, but no heat, 
explaining gloves, blan- 
ket, and wind screens 
(from soaked displays). 


Service 
through Flood 


An account of the sufferings and services of in- 
dustrial distributors of Cincinnati and Louisville in 
the Ohio Valley's worst flood of all time 





by E. J. Tangerman 
Technical Editor 


I HAVE just completed a trip three deep, collapsed oil tanks, over- 


through the flood ravaged sections turned trucks—and over every- 
of Cincinnati, and Louisville. All thing a coating of yellow-gray mud 
through them were uprooted trees, —or more properly, slime. Not only 
smashed houses piled as many as was this flood 10 feet higher at its 


er 
Pe. OU oe 
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crest than the historic flood of 1884, 
but it lasted much longer — the 
river stayed above previous record 
levels for almost 13 days. 

In Cincinnati, power plants were 
out for a time, but interconnected 
power handled the load. In Louis- 
ville, the flood submerged three- 
fourths of the town, tore out power 
interconnections and submerged 
the power stations. Everybody 
burned candles or kerosene lamps 
and drank special water and many 
were without heat for two weeks. 

In such an emergency, the indus- 
trial suppliers had many vital de- 
liveries to make. Sometimes, the 
merchandise had to be gotten by 
boat from submerged warehouses, 
taken to a truck, then transferred 
to another boat for delivery. Com- 
munication was by written message 
or radio. 

But through it all, mill suppliers 
somehow or other got needed equip- 
ment to their normal customers, as 
well as to Government relief 
agencies and the Red Cross. Some- 
times it meant using a Coast Guard 
cutter to breast the current; at 
other times it meant a long row. 
Men worked at their desks or out- 
side for a week to 10 days straight, 
day and night; Sunday was just 
another dawn and dark with an 
eternity of leaden skies, rain, and 
rushing water between. 

And they anticipated needs, too— 
many put in rush orders for buck- 
ets, lanterns, hose and gasoline 
pumps to augment their stocks— 
one or two just reordered every- 
thing, doubling up. The demand, 
of course, was for rope, hose, buck- 
ets, brooms, mops, waste, power 
pumps, shovels, rags, and all the 


Johnston’s sign was just covered. Clean 
windows are replacements. Cable reels in 
the b t h d up the first floor, so 





they’re laying a new one. 
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other cleaning and mud-removing 
equipment; now it is shifting over 
to belting, paints, unit heaters and 
repair and replacement parts. But 
let’s survey the suppliers in detail. 














































Queen City Supply had 
plenty of water, which 
exchanged mud for paint 
and windows. That means 
Cincinnati a and much new 

Queen City Supply Company— 
W. E. Butler took a minute or two 
from the rush to tell me what hap- 
pened to them. The water stopped 
21 inches from the second floor, 
thus saving records, etc., but the 
first floor needs—and is getting—a 
new floor. The water made work- 
ing difficult, but Queen City kept 
very busy getting supplies to the 
relief agencies, utilities and govern- 
ment departments —lanterns, fire 
extinguishers, rope — all ferried by 
boat to the nearest high ground. 
Graybar Electric Company offered 
use of office space, so Queen City 
soon had two of its eight trunk 
lines working again, and shortly 
thereafter got its trucks going too. 





E. A. Kinsey Co.—They’re up on 
Fourth Street, which the water 


Last summer, J. B. Miller 
moved Mechanical Supplies 
Co. (below) up a block to 
escape floods. In his new 
place (bottom) he got only 
8 ft. of water. 


didn’t reach, so they only got 20 
feet of water in their used-ma- 
chinery warehouse. Throughout 
the flood they met buyers’ boats— 
the first demand was for rope, 
then lanterns, boots, brooms, 


See teen Go. at oo buckets, rags, hose and brushes, 


ter up to the top tier of shelves, in about that order. Sunday, 
but temporary offices in a ° 
florist shop and a doubled February 7, the demand was get- 
stock are carrying them through. ting around to belts. 
Wirthlin-Mann Company—They 
are down on lower Plum Street, 
and the water really took advan- 
tage of every opportunity. Not 
“Bud” Wirthlin was glad to only did it cover the first floor; it 
wade back to the old stand rose 4 feet above the second, ruin- 
as soon as water receded. It . é 
rose 4 ft. above the new hard- ing a brand-new hardwood floor in 
weed coset Goes. the office and wrecking “Bud” 


Wirthlin’s new store-front paint 
job he did last summer while on 
vacation. When I walked in Sun- 
day, Bud was supervising cleaning 
up, dressed in hip boots, sweat 
shirt, etc., and at the time was 
trying to get his heating boiler 
going to relieve the load on the 
salamanders. They’d just finished 
a 7-hour job of flushing out (with 
a fire hose and 75 pound pressure) 
a foot of mud off the first floor. 
You see, the 1884 flood, worst 
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previous one on record, only hit 
71.1 feet, and the 1913 flood made 
70. But the 1937 one raised the 
ante to 79.99 feet, and that put 
22 to 25 feet of water in Wirthlin- 
Mann. But they had established 
a temporary office uptown, and 
were already getting supplies to 
customers as they worked to get 
stock transferred from their own 
building. They labored diligently 
to get 800 kegs of nails above the 
75 foot level, figuring that was 
enough, but the Ohio soaked them 
anyway. The manufacturer has 
agreed to recondition them, 
though, if Wirthlin-Mann will pay 
che freight. 

Largest demand as the waters 
receded was for  firehose, fol- 


lawed by shovels and _ buckets. 


furniture. They established tem- 
porary offices on Fourth Street, 
and from there trucked supplies 
even to the water’s edge where 
they met the boats of buyers. Sun- 
day deliveries were made, and big- 
gest sales were on wheelbarrows, 
brooms, shovels, rope, belting and 
waste. 








Louteriile Courier-Journal Photo 


Said Bud for “The Cincinnati 
Times” of February 9, “I wish 
they’d move us out of here. If 
the city would buy our building 
(as part of an extensive proposed 
river-front park and _ boulevard 
system) we could save money in 
another location.” 


Vulcan Cooper and Supply Com- 
pany—H. O. Wentworth told me 
they too had about 4 feet of water 
on the second floor. They got 
stock and records out in time 
though, so their loss was chiefly 


24 





Belknap Hardware is at left in the aerial 
picture, Graft-Pelle just behind the power 
plant at right. Henry Pelle grins in front 
of their temporary offices, although the $500 
bond shown in the wreck of his desk floated 
out to meet him when he opened the front 
door. 
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V. N. Devou Supply Company— 
A. O. Schulze told me that the 
flood slowed up their business. 
The answer is that they sell small 
tools, and while the water was up, 
nobody thought about more tools 
—they were saving what they had. 


Doermann-Roehrer Company— 
The flood rose to about the top bin 
on the first floor, but enough warn- 
ing permitted records and every- 
thing of value to be moved up- 
stairs or taken to a temporary 
warehouse on higher’ ground. 
Bolts, elbows, etc., however, were 
under water. Temporary offices 
were rented in a florist’s shop and 
all items of stock reordered. Thus 
the company now has a better 
stock than at any time in its his- 
tory. About half the stock is in 
the old warehouse, half in the 
new. Reconditioning of soaked 
stock will be undertaken by all 
manufacturers except one, includ- 
ing such varied items as Allen 
setscrews and Walworth valves. 


Wm. T. Johnston Company— 
Howard Johnston told me that at 
one time their first floor almost 
met the second. It seems that 
they had about 150 empty wire- 
rope reels, and since they have 
more than 100,000 square feet of 
space in the building, were stor- 
ing these reels in the unused base- 
ment. When the water came up 
(it eventually covered the first 
floor), the reels lifted the first 
floor with it. But carpenters 
pushed it down again. Now, John- 
ston has a brand new floor, and is 
wondering what the devil to do 
with the reels. Once, long ago, 
they tried to break ’em up, but it 
took a negro a day to get one 
smashed. Then they tried leaving 
them out for city collection or for 
the use of woodhunters. But the 
city soon stopped that. Hence the 
cellar storage. Now Howard is 
trying to figure out if he can start 
a campaign for weaker reels, or if 
he can argue rope makers into 
taking the reels back. 

As the flood rose, Johnston 
moved first to the ninth floor of 
the Walsh Building for three days, 
then as that building was reached 
by the waters, they moved to the 

(Continued on page 120) 
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When Greed for Volume Snuffs Out Profit— 


What Price Prosperity? 


by J. A. Naylor 


J. M. Tull Metal & Supply Co. 
Atlanta, Ga. 


Tue AIR these days is filled 
with heart-warming optimism. 
Nineteen thirty-six was our closest 
approach to 1929 standards since 
the Depression began. Reliable 
sources forecast even better and 
more prosperous times during the 
next four years. In fact, the con- 
sensus of learned opinion is that 
business will improve steadily, and 
movements are on foot to “peg” 
this prosperity on a more or less 
permanent basis. A pretty picture 
indeed—BUT— 

As might be expected, a familiar 
serpent’s “ugly head” is rearing 
again. ~ With business conditions 
definitely on the upturn, with com- 
modity prices rising—actually, with 
every condition right for hewing 
to sound, sane trade practices, we 
find the old, destructive tactics 
reappearing. 

When there is sufficient business 
for everyone to share, it is difficult 
to understand why some concerns 
persist in giving away their legiti- 
mate — and necessary — profits. 
These acts of virtual business sui- 
cide include all of the old tricks of 
the trade: secret rebates, contract- 
ing on a cost plus basis, price cut- 
ting, dropping of odd pennies, ex- 
tended and illegal cash terms and 
even slashing of manufacturers’ 
resales. 

True, this demoralization has 
been assisted to some extent by 
unscrupulous manufacturers who 
quote the trade direct at a small 
margin. But the jobber must also 
share in the blame, for he has his 
own weak moments, namely, eager- 
ness to take the large orders and 
jealousy toward his competitor. 

The manufacturer sets up for his 
distributor a satisfactory margin 





“The conservative merchants of Orchard Street have asked us to 
discuss a problem with you.” 


of profit based on manufacturing 
costs. When price concessions are 
made by the jobber, they come out 
of his pocket. The vital need for 
a suitable margin has been ex- 
pounded time and again. The dis- 
tributor is aware of it. Even the 
consumer of industrial supplies is 
aware of it and, moreover, expects 
to pay a legitimate amount for ex- 
tra service and the availability of 
adequate stocks. When price cut- 
ting is indulged in, he laughs up 
his sleeve. 

All legitimate business concerns 
—even government agencies—ex- 
pect to pay the seller a profit on 
the things they buy. They well 
know that their own welfare and 
prosperity is bound up in a revolv- 
ing whole that includes those from 
whom they buy, and it is to their 
advantage to assist their fellow in 
business toward a satisfactory re- 
turn on investment. 

Why, then, can’t we settle down 
and give sober thought to the mat- 
ter of sanity in business? After 
all, what’s the sense of cutting off 
our noses to spite our collective 
faces? 
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Dove in The New Yorker 


Let’s get down to earth and be 
sensible. Let’s enjoy the fruits of 
the prosperity which will inevitably 
be ours in the next few years if 
we all pull together for the com- 
mon objective—a legitimate, profit- 
able margin on every sale. 








90 PROFITLESS PROSPERITY 


When prices are cut, itis 
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Keep Your 








Makers of special machinery constitute 
an active market. Above, Mr. Laiten tells 
Benjamin E. Jarvis, manufacturer, about 
a bearing that is well suited to his spe- 
cialty—razor blade machinery. 


T HAT every industrial plant 
with rotating machinery is a po- 
tential customer for ball and roller 
bearings is almost axiomatic. The 
most lucrative fields for this type of 
business are the concentrated in- 
dustrial centers, of course, and 
wherever an industrial distributor 
is fortunate enough to be serving 
such a market it will prove highly 
profitable to have one salesman to 
specialize on ball and roller bear- 
ings, in fact, devote his entire time 
to this specialty. 

In my own territory, where there 
are a good many large manufactur- 
ing and process industries, the fol- 
lowing are customers, listed in the 
approximate order of importance. 
Metal working industries—machine 

shops, foundries, machinery mak- 

ers, stamping plants, maintenance 
and repair shops, and brass, bronze, 
and copper working plants. 
Quarries, sand and gravel plants. 
Plastic industries. 
Food industries — packing plants, 
bakeries, dairy and ice cream plants, 
food processors. 
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the right places. 


Process industries—chemical, paint, 
drugs, soap works, tanneries, and 
gelatin works. 

Textile mills. 

Machinery dealers. 

Metal refining industries—blast fur- 
naces, smelting and refining plants. 

Paper —cardboard boxes, cigarette 
paper manufacturing. 

Laundries and cleaning plants. 

Municipal highway departments and 
waterworks. 

Public utilities. 

Clothing and shoe factories. 

Woodworking plants—furniture fac- 
tories, planing mills, box and sash 
factories. 

Tobacco plants. 

Hospitals. 

The plant engineer is generally 
“the man to see.” As a rule he is 
pretty well informed on the advan- 
tages of efficiency, minimum lubri- 
cation requirements, and vibration- 
less operation at either high or low 
speeds which are inherent charac- 
teristics of anti-friction (ball and 
roller) bearings. Because the pur- 
chasing departments are primarily 
cost-minded, it is better to tell your 
story where factors other than cost 
are given more weight. 

In these days of increased manu- 
facturing schedules, many plants 
are changing over to anti-friction 
bearings because they speed up pro- 
duction equipment, sometimes pro- 
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As manufacturers step up production, machine 
speeds go up. Ball and roller bearings fit this 
picture nicely, if you go after the business in 


by Richard Laiten 
Squier, Schilling & Skiff, Newark, N. J. 


viding a finer product, and usually 
bringing longer life, reduced power 
requirements, and improved main- 
tenance because shafts and gears 
are kept in better alignment. 


The Selling End 


There are only three fundamen- 
tals of good selling in the bearing 
business: Maintain close touch with 
your customers and prospects by 
calling on them regularly; keep in- 
formed on their maintenance prob- 
lems and production ambitions; and 
know the anti-friction bearings and 
their applications. 

In selling any specialty it is es- 
sential to keep in touch with the 
trade by frequent calls. Plant en- 
gineers are no more bearing-minded 
than they are conscious of the thou- 
sand and one other industrial items 
they requisition. Consequently there 
is much missionary work still to be 
done. Until you have cultivated 
your prospects to the point where 
they consider anti-friction bearings 
as an important possibility in con- 
nection with every mechanical 
power problem, and automatically 
link your name with the bearing 
problem, you'd better keep calling 
on them. 








It is always a good plan to go 
around and check up on the opera- 
tion of a new installation, particu- 
larly if it is for a brand new cus- 
tomer, and particularly too, if you 
had a hand in designing the instal- 
lation. Follow-up calls have a whole- 
some effect on the customer, and 
may lead to the sale of accessories 
such as lubricants, grease guns, 
belting, etc. 

Knowing the special requirements 
of your customers is a natural re- 
sult of calling on them frequently. 
You are at a decided advantage, 
when a bearing requirement comes 
up, if you know at least the A B C’s 
of a man’s business, Then too, it’s 
mighty useful to know when a plant 
expansion program is materializing 
—as many are this year. 

The third requisite to successful 
bearing sales, and probably the 
most important, is knowing the 
product well and the advantages 
of using it. 

Stories of how ball and roller 
bearings have accomplished out- 
standing results for neighboring 
plants will always command the 
attention of plant engineers. One 
such, which has proved effective 
in my territory, concerns a leading 
paint manufacturer, where the cost 
of modernizing three large impact 
pulverizers with roller bearings 
was paid for in eleven months by 
increased production made possible 
by stepping up the operating speeds 
from 2,400 to 3,600 r.p.m. __Inci- 
dentally, the 25 lb. can of grease 
furnished two years ago is still 
supplying lubrication, whereas 108 
gallons of oil were used every year 
in the old bearings. 


Selection 


Inasmuch as a large proportion 
of the bearing business developed 
by mill supply houses is for replace- 
ment, in maintenance work, the 
salesman does not need to investi- 
gate the highly technical aspects 
of bearing selection. All manufac- 
turers stamp the bearings with a 
model number, and issue Inter- 
changeability Tables showing how 
bearings of one manufacturer can 
be replaced by those of another. 

Several factors must be taken 
into consideration in selecting the 
proper bearing for a new job, and 
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while the bearing salesman does not 
need to be an engineer, due to the 
fact that factory engineers are 
always readily available for special 
requirements, he soon develops cer- 
tain rules and methods which guide 
him safely for practically all appli- 
cations. 

1. Shaft size. This, of course, is 
usually determined by the customer. 

2. Load. This is the most tech- 
nical of the several factors—too 
technical to be discussed thoroughly 
here. But it is readily handled by 
relating actual experience of the 
salesman with manufacturer’s data. 
The salesman must know the nature 
of the load, whether it is radial, 
thrust, or combined (i.e. at right 
angles to the shaft, in the same di- 
rection as the shaft, or a combina- 
tion of both). Also, sources of load 
(weight of gears, pulleys, etc., sup- 
ported by bearing, centrifugal 
force, out-of-balance conditions) ; 
tension required to transmit power, 
as in belt or rope drives; torque 
reaction, twisting effect of power 
input on bearings, and effects of 
bearing location (distance of load 
from bearing, distance between 
bearings). 

3. Speed is very important in 
choosing a bearing. For’ high 
speeds the single row type ball bear- 
ing is usually preferred, being made 
in different degrees of precision for 
speeds up to 30,000 r.p.m. Where 
absolute accuracy is essential at 
high speeds, as on the spindle of 
a machine tool, a solid housing 
should be used with the bearing to 
prevent any vibration between the 
outer race of the bearing and the 
housing. At extremely high speeds 
the lubricant is usually oil, pref- 
erably with a circulating system. 

4. Type of Housing for the bear- 
ing is determined by dirt, dust, 
and atmospheric conditions, and 
service requirements of related ma- 
chine parts. Housings for general 
purposes can usually employ a felt 
seal to prevent leakage of lubricant 
and dirt entrance. Above a speed 
of 2,000 r.p.m., however, there is 
a tendency for felt to become 
charred by the surface speed of the 
shaft. Above that speed mechani- 
cal seals are better. Under very 
dirty operating conditions as in 
woodworking plants where saw- 
dust is liable to bury the housing, 
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in chemical plants where pulverized 
chemicals are abrasive, or in metal 
working plants where grinding and 
turning operations produce abra- 
sive chips, it is necessary for the 
housing to have a seal which will 
throw the dirt away from the hous- 
ing. This seal is known as a flinger, 
and consists of a collar set in a 
groove at the end of the housing. 
The collar is attached to the shaft 
by a set screw, and rotates with 
it to throw off all damaging par- 
ticles. 

5. Heat condition is a factor be- 
cause machinery may warm up suf- 
ficiently to cause expansion of the 
bearing. If a standard size bear- 
ing is used in such an application, 
the balls expand and bind the bear- 
ing, oftentimes scoring either the 
shaft or housing. For such appli- 
cations specify a free-fit bearing 
which expands to the proper size 
when it heats up. 

6. Lubrication of 
bearings 


anti-friction 
generally is necessary 
about once every three months or 
even less frequently, which gives 
the salesman a potent talking point. 
Lubrication losses are very small, 
too, if an application is properly 
designed and maintained. 

Many users of ball and roller 
bearings make the mistake of treat- 
ing them the same as bronze or 
babbitt bushings, packing the hous- 
ing until grease oozes out of the 
ends. This causes a ball bearing 
to churn the grease, developing a 
high temperature which melts the 
grease, causing draining. This has 
two deleterious effects—the bearing 
may run dry, and the grease may 
damage material in process. The 
correct method of lubricating anti- 
friction bearings is to fill the hous- 
ing not more than one-third full, 
thus allowing room for expansion. 


Types of Bearings 


The two types of anti-friction 
bearings—ball and roller—are both 
made of high carbon content chrome 
alloy steel, and have the least fric- 
tion of any known bearing because 
the ball makes its bearing contact 
with a point, and the roller with a 
line. Ball bearings are unique for 
their fine operation at extremely 
high speeds, whereas roller bear- 
ings are used when a heavier load 
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is to be carried and the speed is not 
so high (limit about 2,500 r.p.m.). 
These are broad generalizations 
about the differences in application, 
and as will be noted below, there 
are features of each type which 
make them especially suited to cer- 
tain purposes. 


Roller Bearings 


Heavy duty, low friction service 
is the forte of roller bearings, be- 
ing used in railroad cars, locomo- 
tives, steam shovels, mining ma- 
chinery, derricks, rolling mills, 
speed reducer unit shaft mountings, 
etc., wherever a great load is to be 
borne, They have an advantage of 
compactness, also, 

An adjustable type is the tapered 
roller bearing which can be used 
for general applications where it 
is desirable to take up for wear 
occasionally. This bearing must be 
used in pairs, and will take a com- 
bined radial and thrust load. 

Spirally wound roller bearings 
are intended mainly for heavy load 
machinery operating at low speeds. 
They are very compact, operate with 
radial loads only, and should be 
used with a hardened shaft and 
outer race. 





The self-aligning bearing with 
concave rollers is used for general 


purposes wherever misalignment 
might become a problem. This 
type is capable of carrying heavy 
loads in a limited space. It handles 
combined radial and thrust loads. 
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The cylindrical roller bearing is 
again admirably suited to extremely 
heavy loads, where space is at a 
premium. Due to its construction 
this type cannot be used to bear 
thrust loads. It is made in iden- 
tically the same dimensions as ball 
bearings. 

Self-aligning spherical — roller 
bearings contain two rows of bar- 
rel-shaped rollers, and are intended 
primarily for heavy load applica- 
tions where it is desirable to handle 





A materials handling problem in the 
Faitoute Iron & Steel plant was nicely 
worked out by a special ball bearing 


equipped conveyor which feeds 
heavy steel bars to the saw with 
ease and accuracy. 


Fur dyeing plant (left) where ball 

bearings have substantially im- 

proved operation of the processing 
machinery. 


a thrust and radial load in one bear- 
ing. It compensates for any mis- 
alignment between the shaft and 
housing. 


Ball Bearings 


Due to the fact that the balls are 
perfectly round on all surfaces and 
follow a true path around the inner 
and outer races, ball bearings are 
quite vibrationless at all speeds, and 
because of the point-to-point con- 

(Continued on Page 116) 
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It's Happened Since 1929 


By Jesse Rainsford Sprague 


(Reprinted by special permission from the Saturday Evening 


Post, copyright 1937, 


T ur corporation president I 
talked with said: “Any man who 
is at the head of a business ought 
to overhaul his operations and see 
if he is doing anything now in the 
same way he did it before 1929. 
So many changes took place during 
the depression that he may find he 
has fallen behind the times without 
realizing it.” 

The president spoke of the 
changes in merchandising. He told 
of an incident that happened while 
he was on a visit to the village 
where he was born. It wasn’t an 
important incident in itself, he said, 
but it was a sample of what has 
been going on all over the country. 

He was being shaved in the vil- 
lage barbershop when a light truck 
drove up to the curb, and directly 
a man came in who spoke to the 
barber in a slightly Italian accent 
and asked if there was anything 
needed in the way of barbers’ sup- 
plies. The barber named a few 
items, and the Italian went to 
his truck and got them. He scrib- 
bled out a bill and handed it to the 
barber. The barber hesitated a 
moment, and then said, “I’m a little 
short today, Joe. How about pay- 
ing you next time you come 
around?” 

The Italian answered, “O.K., 
chief, I see you nexta week,” then 
went out and drove away. 

The corporation president asked 
the barber for particulars about 
Joe, the peripatetic wholesaler of 
barbers’ supplies. Joe had been in 
business about a year. He used to 
be a barber himself. He learned 
the trade in Italy and worked in 
different shops after he came to 
this country. Things got so dis- 
couraging during the depression 
that he decided to quit depending 
on a job. He took the money he 
had saved up, borrowed a little more 
from a cousin, bought a_ second- 


hand car and a stock of barbers’ 
supplies, and started out as a full- 
fledged businessman, The barber 
said Joe is a pretty shrewd sales- 
man and knows how to ingratiate 
himself with customers. He gets 
shaved every day at some barber 
shop whose proprietor buys supplies 
from him, and gives a liberal tip. 

The corporation president told me 
he was interested in Joe as a busi- 
nessman, and particularly in Joe’s 
future. There are thousands like 
him who lost their jobs during the 
depression and started businesses 
of their own. Those who have sur- 
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man without previous business ex- 
perience, sets himself up in busi- 
ness, 

“The first problem that Joe cre- 
ates is a credit problem. I presume 
when Joe first went into business, 
he went around to different manu- 
facturers and bought his merchan- 
dise for cash. That was all he 
could do, because he had no estab- 
lished credit with manufacturers. 
But now, Joe himself is granting 
credit. He sold the village barber 
a bill of goods to be paid for later. 
Presumably, he is doing the same 
thing with other barbers. And so, 





vived thus far; under pretty dis- 
couraging conditions, are apt to 
keep on going. And they have cre- 
ated a whole category of new prob- 
lems for business executives to 
solve. 

“T may not know much about the 
barbers’-supply industry,” the pres- 
ident said, “but I know enough 
about industry in general to tell 
what problems crop up when a man 
like Joe, the ex-barber, or any other 
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eventually, he is going to have a 
good share of his capital tied up in 
credit accounts, Every account may 
be absolutely good, but meanwhile 
Joe lacks cash to buy more mer- 
chandise. Then he will go to some 
manufacturer and say: 

“ ‘Mister, last week I sell plenty, 
but I charge a lot. Please let me 
have some goods on credit this 
time.’ Even if Joe doesn’t do any 


(Continued on page 110) 
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Clear All Tracks- 
Order Coming Through! 


by John J. Welch 


Associate Editor 


Ir is No accident that the 
Charles C. Lewis Co., Spring- 
field, Massachusetts, is known as a 
mill supply house that customers 
swear by—not at. Things just 
aren’t left to chance at Lewises. 
The books show a steadily growing 
list of new customers and ever-in- 
creasing sales to the old ones, prin- 
cipally because the firm has definite 
ideals of what a good mill supply 
house should be, and a specific plan 
of operation to achieve those ideals. 


The Lewis ideals: 

1, SPEED in turning orders into 
deliveries, and, 

2. COMPLETENESS of regular 
stocks. 


Anyone familiar with distributor 
management will realize that to aim 
at either of these objectives is to 
run the risk of saddling on suicidal 
costs. Orders can be run through 
the shop at a fast pace, but your 
system has got to be efficiency plus 
or the ideal of speed will require 
more man power than it’s worth. 
Stocks can be kept so complete that 
ninety-nine times out of a hundred 
you can say, “We’ve got it”’—but 
you’ve got to know stock control 
from A to Zyzzard or your house 
will collapse under the weight of its 
seldom-in-demand lines. 

Both of these ends are met and 
their hazards avoided under the 
smoothly rolling system used by 
the Lewis company. Prominent in 
this system is the Kardex method 
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Because every order gets an express routing 
through the office of the Charles C. Lewis 
Co., Springfield, Mass., the firm is noted 
for its speed in delivering the goods 


of maintaining perpetual inventory, 
which not only serves the function 
of preventing the company from 
going too long or too short on any 
item, but also gives an instant an- 
swer when the customer 
“Have you got it?” 


asks, 


System Promotes Speed 


Efficient arrangement helps get 
top service from the Kardex file. 
When an order comes in by phone 
(and 75 per cent of them do in this 
house) it is repeated aloud, the 
usual procedure in making a check 
for accuracy with the customer. But 
at the same instant, the girl oper- 
ator of the Kardex sets flying fin- 
gers to work, seeking out the card 
on the requested item, checking to 
see if sufficient quantity is in stock 
to fill the order. If not, and more 
must be obtained from the source 
of supply before the order can be 
filled, the customer is told then and 
there how long it will be before he 
may expect delivery. Such _ in- 
stances are rare, but nevertheless 
the facilities are always set up for 
giving instant appraisal of the kind 
of service possible on every order. 

The same room that contains the 
order department and Kardex sys- 
tem also contains the purchasing 
department —a_ distinct aid to 
speed. When back ordering is nec- 
essary, the process is completed 
right here in this room, requisition 
for the goods being made on the 
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source of supply at almost the same 
instant that the customer’s order 
for those goods comes through. 

The Lewis company finds it nec- 
essary to make only one copy of an 
order originally. From the order 
department, this slip next goes to 
the credit manager for checking, 
then “shoots the chutes” to the 
stock room. (In addition to the 
stock room, there is also a ware- 
house some distance away. If the 
order calls for warehouse goods, it 
is phoned over and sent out from 
there. If not, the stock room fills 
it, the shipping clerk making out 
his own slip for delivery check.) 
The stock room has orders everlast- 
ingly to watch that basket at the 
bottom of the chute, not to let or- 
ders pile up or gather moss for as 
much as five minutes. 

Up to this point, all office routine 
has been directed toward the end 
of rapidly making the order for 
goods fulfill its natural destiny— 
putting the actual goods on the 
truck and getting them started to- 
ward the customer who wants them. 
The secret of Lewis zip is that the 
staff regards orders objectively— 
as requests for merchandise; not 
subjectively—as mere slips of paper 
to be handled so many times per 
day before the five o’clock gong 
sounds. These folks don’t let the 
view of the forest become ob- 
scured by the trees. 

After the goods are sent on their 
way, and not until then, the rest of 











necessary office routine is taken up. 
The order now comes back to its 
place of origin, is priced, returned 
to the Kardex where the amount 
sent out is deducted from the stock 
record, thence to the billing depart- 
ment for extensions and billing. 
All billing goes on constantly, bills 
being sent out daily and copies go- 
ing to the salesmen. 

Everybody in the Lewis house 
swears by the Kardex system. “It 
cost a lot of money,” says Walter 
W. Peacock, manager of the mill 
supply department, “but we feel 
that it paid for itself inside of a 
year.” 

Some idea of just how valuable 
Mr. Peacock regards the Kardex is 
given by Ralph Smith, purchasing 
agent and head of the order de- 
partment. “Our standing orders 

















ing on dollars and cents in the bank, 
so can the order department remain 
alert to its standing on the thou- 
sands of items to be found in the 
mill supply stock room. 

In addition, visible information 
is there as to velocity of turnover. 
Disbursements month-by-month are 
listed, with comparative figures for 
three years ranging alongside each 
other. Minimum and maximum 
figures are posted on each card, tell- 
ing when to order, how much it 
is necessary to order. Digressing 
momentarily, it is interesting to 
note the graphic evidence which 
Kardex gives of the pickup in busi- 
ness that occurred during 1936. In 
a typical line the previous year 
there were periods of five months 
between reorders on the source of 
supply, while in 1936 these same 
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Smith. Here back orders are handled, 


around here are that, in case of fire, 
the Kardex system is to be rescued 
before anything else,” he said. But 
Springfield’s famous fire depart- 
ment, one of the best in the world 
for a city of its size, is just down 
the street and the boys are hoping 
it never comes to that. 

With this system an account is 
set up for each line in stock- 
something like a bank book. When 
a withdrawal of stock is made, the 
account is brought forward. When 
more stock is put in, the “deposit” 
is so recorded. Thus, just as an 
individual can watch his own stand- 


1. Every order originally crosses the desk of Ralph 
too—at the 
instant it's learned that back-ordering is necessary. 


3. After a brief detour 
past the credit man- 
ager, the order “shoots 
the chutes” straight 
down to the stock 
room. Homer Smith, 
shown here, doesn’t 
let orders grow whis- 
kers in this basket but 
sees that they are 
filled and ready for 
delivery immediately. 
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items were ordered every month, 
and twice in some months. Orders 
are now going through more often 
and for more substantial quantities. 

Where a line is moving out 
slowly, or scarcely moving at all, 
the Kardex system reports the cul- 
prit promptly. When a line has be- 
come obsolete but is not yet ready 
to be junked, a red tab is put on 
the card, noticeable at once when 
the drawer is open. When the man- 
agement determines that the space 
in the stock room is more valuable 
than the slow-moving line, a green 
tab goes on the card. This means, 
“Get rid of it for whatever you can 
get.” Lewis efficiency sees to it 
that few sleepers are privileged to 
tarry in this bustling house. 

The Kardex seems to be heart 
and soul of the successful Lewis 
system of putting snap into order 
handling. But it’s not quite that. 
It’s merely a darned good tool, ex- 
pertly used in the hands of a staff 
thoroughly trained, free of red tape, 
devoted to the ideal of speeding the 
order on its way. 


2. As Mr. Smith reads 
back the order to the 
customer, Lera  Har- 
rington, at the Kardex, 
checks to make sure 
that sufficient quantity 
is in stock. 








How’s Your 
Phone Personality? 


Mi. supply houses are partic- 
ularly dependent on orders they re- 
ceive by telephone. James C. Olsen, 
in an article in MILL SUPPLIES 
for January, wrote: “Your phone 
salesmen are a more important part 
of your picture than you may real- 
ize. They are your most frequent 
contacts with many of your cus- 
tomers.” 

Alert management, knowing that 
success depends on the best organ- 
ization of every phase of a busi- 
ness, will find a study of telephone 
practice and tested modern methods 
in dealing with the customer by 
telephone well worth while. Not 
only management, but especially 
those men on the actual firing line 
—the telephone order takers—will 
benefit by thinking over the specific 
problems of telephone practice. 


What It Takes 


In the first place, a telephone 
salesman should be well equipped 
for his job. Basic qualifications— 
of voice, personality, sales instinct 
—are needed; they are needed quite 
as much as actual technical knowl- 
edge of the mill supply line. But, 
what is not so generally appreci- 
ated, is that the actual fundamental 
qualifications for telephone work— 
voice, personality, practice—can 
without difficulty be developed con- 
siderably as aid to success. 

Since the only link between 
buyer and seller, in handling a 
telephone sale, is the voice, effective 
speech counts for even more than 
it does face-to-face. What are the 
essential aims a salesman should 
set for his voice—by telephone? 
Certainly these two: 

To make himself easily and ac- 
curately understood at all times. 
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by Miller Brand 
New York Telephone Co. 


To convey that important ele- 
ment, his personality. 

Take this matter of clear speech. 
A customer who has to say “What 
was that?” “How much did you 
say?” “When did you say it would 
be sent?” is not an entirely pleased 
customer. On the other hand, if a 
salesman speaks so that he can be 
understood easily the first time, he 
is going a long way towards mak- 
ing that customer friendly to him. 

There is no need to rush through 
a telephone conversation. Here, as 
elsewhere, it is well to keep in mind 
the old adage, ‘““Haste makes waste.” 
At an ordinary rate of speech, you 
can say 378 words on the average 
in three minutes, or over twice as 
many as Lincoln used in his im- 
mortal Gettysburg Address. Hur- 
ried speech—which is usually hard 
to understand—is no more neces- 
sary on the telephone than in ordi- 
nary conversation. In fact your 
own natural pace in speaking usu- 
ally saves time and gets better re- 
sults. 

So important is this matter of 
clear speech by telephone that a 
salesman who must depend on it 
day after day will do well to follow 
the example of the telephone opera- 
tor. The telephone operator is 
trained and also trains herself in 
effective speech. There are courses 
and printed material available 
which will help develop clearer and 
more effective use of the voice.* 

The telephone not only transmits 
the salesman’s actual words, his 
speech, but it also conveys his per- 
sonality—and a large part of his 
success depends on that very defi- 


*An excellent pamphlet on “good tele- 
phone speech” called The Voice with a 
Smile can be obtained on request from 
the New York Telephone Co., 140 West 
St.. New York City, Room 1000. 
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nite factor of a good personality. 
Again, only the voice can carry it— 
only the warmth of tone, the atti- 
tudes expressed in the salesman’s 
voice as he talks with his customer. 
Personality is not so much what 
is said as the way it is said. You’ve 
probably had this experience. You 
talk with someone by telephone and, 
the moment that person begins to 
talk, you know that here is a person 
genuinely courteous, considerate, 
and interested. A telephone call 
from a customer who wants to or- 
der a dozen light duty drills, a few 
dozen pins, a special valve—such an 
apparently routine call as this can 
be made to create a very definite 
feeling of goodwill. Add up the 
goodwill from hundreds of calls like 
that and you get one of the big 
reasons for business success. 


Courteous, Friendly, Brief 


Here is a rule that has stood the 
test for successful telephone con- 
tacts: Be courteous, friendly, brief, 
and give the other fellow a chance 
to say what he wants to say. 

The successful salesman makes 
the same effort to please a customer 
on the phone as he does face-to-face. 

Here is something for every ex- 
ecutive to consider. Speed of de- 
livery is one of the chief service 
appeals of the mill supply industry. 
Because the telephone is an essen- 
tial factor in creating speed, tele- 
phone selling should be made easy 
by adequate telephone equipment— 
by enough lines to the local tele- 
phone central office so that the 
telephone customer always “get in”, 
so that he is not stopped by a 
“busy” signal. Adequate telephone 
equipment and efficient personnel 
mean successful telephone selling. 











1. Hinge nails are: (1) nails that 
bend in the middle, (2) special- 
headed nails used with hinges, (3) 
nails with a special hinge that takes 
up crooked blows, (4) what chil- 
dren get if their fingernails aren’t 
cut often enough, (5) don’t know. 


2. Reversible dies are: (1) deaths 
that can be changed back, (2) a 
change of color that isn’t perma- 
nent, (3) dies that cut either right- 
or left-hand threads, (4) also called 
interchangeable dies, (5) dies that 
can be started from either side, 
thus have major cutting edges in 
the middle. 

3. Nut taps are: (1) what people 
hear at Spiritualist meetings, (2) 
a new kind of Ouija board, (3) 
done by woodpeckers, (4) long- 
shank taps for nuts, (5) gates to 
an insane asylum. 


(1) a new kind 
of candy, (2) a fire tool, (3) part 
of a slicing machine, (4) safety 
device for a slicing machine, (5) 
there isn’t any such thing. 


4. Slice bars are: 


5. A horse rasp is: (1) another 
name for the horse fly, (2) a dou- 
ble-ended, double-sided rasp, (3) 
a raspier rasp in a voice, (4) a 
very coarse rasp, (5) used for shap- 
ing horses’ hooves. 


6. A packer ratchet drill is: (1) 
a hand-driven drill holder for get- 
ting into corners; (2) used in pack- 
ing houses, (3) a drill that makes 
ratchets, (4) special polishing 
cloths, (5) no such thing. 


SANDY LIGHTS A WEDDING 


Old Sandy MacTwilliger, as 
canny an engineer as ever soaked 
a wet bearing, sort of got the rep- 
utation around home of being a 
little on the stingy side. Seemed 
as if Sandy’s kids all had shoes 
soled with old belting and his wife 
had to use waste for dust rags. 
Sandy himself had a big pipe that 
he used to haul out whenever any 
of the pipe-smoking boys came 
‘round, and he always seemed to be 


All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 


to page 102 for author's ‘list. 














out of tobacco. After he borrowed 
a pipeful—about half a can—he’d 
have to borrow as many as half a 
dozen matches to get it going be- 





cause he’d packed it so tight. When- 
ever he stopped smoking to go up 
to the front office, he’d soak down 
the bowlful to be sure none burned 


without being puffed. 
smoke that pipeful ’til 
salesman came in. 

I don’t mean that Sandy was 
tight, but one little story about him 
might make my point a little 
clearer. Once the Boss’ daughter 
was getting married, and she de- 
cided she wanted it to come off in 
her Dad’s office. She specified in 


And he’d 
another 
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particular that there were to be 
five rows of lights before the altar, 
so the Old Man so ordained. 

Now Sandy carried over his per- 
sonal ideas to the plant, and besides, 
he only had ten extra light bulbs 
in stock. So he borrowed the stub 
of a pencil from Mike Figger, the 
bookkeeper and sat down to figure 
out circuits on the back of his pay 
envelope. After a while, he sent me 
in to the Boss with this note: “As 
requested on even date, I will have 
five rows of four lights each before 
the altar, and to be certain of 
enough illumination, V’ll have 10 
rows of two lights each and ten 
single lights.” 

Well, the Old Man was tickled 
pink, but I knew Sandy had only 
ten bulbs and hadn’t requisitioned 
any more from the storeroom be- 
cause he’d used all the requisitions 
for spills to light his pipe. How 
did he arrange the lights? 

Take a pencil and figure out your 
arrangement —remember 10 
bulbs, and five straight 
four bulbs each, to say nothing of 
ten single lights and ten rows of 
two lights each. If you give up, 
look for the answer on page 102. 


own 
rows of 


WILL IT WORK? 


Every mechanic has his own ideas 
about perpetual motion. Sure, he'll 
tell you he doesn’t believe in it, but 
you can bet he has an idea stored 
away somewhere. Here's one that’s 
a standard. Apparently, if you can 
believe what you see, every time a 








9-lb. down, a_ 6-lb. 


weight 
weight goes up, and the weight dif- 
ferential of 3 lb. should be enough 


goes 


to keep the wheel in motion. What 


do you think about it? 
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WHEEL BRUSHES 


STEEL WIRE 
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WINDOW CLEANING 
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INDUSTRIAL USER 


© Each day sees him busier than the day before. Lack 
of time is his worst enemy. Buying brushes from 
several unrelated sources of supply wastes time... 
gains nothing. Standard Osborn Brushes meet 
most needs . . . provide uniformly high standards of 
performance with true economy in brush pur- 
chasing. Today, Industrial Users need Osborn Brush 
Service more than ever. That fact is recognized by 
BRUSH CONSCIOUS Salesmen of Osborn Distrib- 
utors. These men are rolling up profitable repeat 
business with standard Osborn Brushes. Their 
services are appreciated because they are saving 


their customers countless hours of valuable time. 


THE OSBORN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE e CLEVELAND, OHIO 


Sales Offices: New York e Detroit « Chicago « San Francisco 











Briefs 


Osborn Brushes 


The standard Osborn line is a “perfect set-up” for Industrial Distributors. With 
a right type and size of Osborn Brush for practically every industrial brush 
need, every plant is a prospect for one or more types of Osborn Brushes. Few 


industrial lines of any description provide comparable opportunities for repeat 


business and worthwhile profits. 









IXTEEN major classifications of 

industry are listed in this chart 
with the types of Osborn Brushes 
used in each industry. Note that 
each industry uses ten or more 
types of Osborn Brushes. 
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Lumber and Timber; Furniture; 
Cork Products: Matches; etc. 






































Fibre Push Brooms 


Ss 





Wire Push Brooms 


_ Upright Fibre Brooms 





Scrub Brushes—Hand and Deck Types 


Platers’, Wire Casting, and Moulders’ Brushes 
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Flue and Heater Brushes 
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Tube Brushes, Bottle-Cleaning Brushes, etc. 


$ Including Sanitary, Radiator, 
Misc. Brushes ( Roof Seushen. etc. ) 
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Cup Brushes, Circular and End Brushes. 


Expanding Reamer Bells Out 
Holes for Footings 


AN INSTRUMENT developed and 
patented by Roy Cramer, of Dallas, 
Texas, is used by Cramer & Com- 
pany’s crews to excavate bell-shaped 
enlargements at the bottoms of post 
holes, providing three times the foot- 
ing area for foundation piers without 
any increase in the diameters above 
the bells. Known as a foundation un- 
der-reamer, the device operates by ex- 
panding to twice the diameter of the 









































Foundation reamer for enlarging bot- 
toms of post holes (above) triples bear- 
ing area without increasing size of bore. 


hole after it has been lowered to the 
bottom and by contracting to carry 
each load of excavated earth to the 
surface. The reamer is operated by 
hand, but a power-driven auger is 
often used to dig the post holes. Ac- 
cording to Mr. Cramer, the reamer 
will work in holes of any depth. 
Thousands of foundations in Texas 
have made use of the device, and 
foundation footings of this type are 
shown on most Dallas plans. The 
reamer, incidentally, dug the footings 
for the first building that was erected 
at the Texas exposition, held last year 
in Dallas. 

By a consistent advertising cam- 
paign utilizing radio, newspapers, 
periodicals, billboards and direct mail, 
Roy Cramer keeps three estimating 
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from the Trade Press 


salesmen and a fleet of twenty trucks 
busy—in addition to other special 
equipment such as the auger and 
reamers.—Construction Methods and 
Equipment, February, 1937. 


Defective Tools Prohibited 


ONE LARGE PIPE LINE company 
prohibits the use of defective tools in 
and around its pumping station and 
in order to keep this ruling constantly 
in the minds of its employees installed 
a display tool board. This practice 
serves to avoid possible injuries to the 
workmen and prevent the damage 
often done to stud-belts by the use of 
a wrench that is sprung, or worn 
to a point where it slips and damages 
the shoulders of the bolt. All tools 
and other repairing equipment are 
kept in their designated places when 
not in use.—O/l and Gas Journal, 
February 11, 1937. 


Rubber Hose for High Pressure 


Service 


FLEXIBLE TUBES for conducting 
fluids under high pressure are de- 
manded by modern developments. 
Rubber is readily adaptable to this 
type of service. 

Before actual application of the 
hose can be made it is essential that 
the conditions of service be consid- 
ered and the type or design of the 
connections between the hose and the 
fixed member determined. The basic 
requirements of any fitting are: (1) 
Ability to hold, without leaking or 
blowing off and for any length of 
time, any pressure that the hose will 
withstand; (2) To distribute the 
stresses set up by bending of the hose 
so as to avoid any concentration of 
stresses that might lead to failure at 
the junction of hose and fitting; (3) 
The fitting must have a permanent 
grip without necessity of repeated at- 
tention or tightening; (4) ability to 
withstand external conditions such as 
corrosive atmospheres or abrasion, or 
impact from rough handling. 

In applying this coupled hose to the 
installation, attention should be paid 
to the following requirements: 

1. No curves or bends less than the 
radius of curvature recommended by 
the manufacturer, should be imposed 
upon the flexible hose connection. In 
general, this curve will be about one 
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foot of radius for every inch of diam- 
eter of the hose, with a 4-inch mini- 
mum radius of bend. 

2. Sufficient space or flexibility 
should be left between the two fixed 
coupling ends so that the hose will 
nut be called upon to take end pull. 
When installing the hose, care should 
be taken so that no oil leakage will 
be dropped on the hose cover. Rub- 
ber parts are designed to meet certain 
specific conditions. When oil is al- 
lowed to lie on the cover it may result 
in blotches which carry the oil back 
under the lip of the coupling to accel- 
erate slippage and possible coupling 
blowout. 

3. Where necessary for the assem- 
bly to take a considerable movement 
it is advisable that the maximum 
length be used so that the minimum 
distortion of the rubber parts will 
take place. In some cases, this will 
require a large loop which must be 
supported to hold it in its proper posi- 
tion. 

Industrial, automotive and chemical 
engineers are becoming more and 
more conversant with the versatility 
of the high pressure rubber hose with 
the result that it is today being ap- 
plied for many widely divergent uses. 
—Product Engineering, December, 
1936. 


Well Groomed Salesmen Sell More 


CULTIVATING the tailor is impor- 
tant to the man who wants to win 
laurels as a salesman. G. W. Henzel, 
president of the E. 8S. & E. Co., 
Albany, N. Y., so thoroughly believes 
in the importance of this matter in 
successful selling, whether it be bonds 
or electrical supplies, that he has in- 
corporated it into his sales program. 


(Continued on page 38) 








POWER TOOLS FOR BUILDING—Con- 
tractors are relying on power equipment 
as building volume rises and a skilled Jabor 
shortage develops—-American Builder and 
Building Age, lkebruary, 1937. 


WHAT, NO QUOTAS? ©. N. Cahill, Sales 
Director of the Autopoint Company, tells 
why he doesn't believe in driving men to 
meet an arbitrary increase in sales volume 

Sales Management, February 15, 19387. 


DISTRIBUTION “The pendulum is 
swinging back and in my opinion whole- 
salers are in a more secure position today 
than at any time during the last 7 years,” 
said W. EK. MeCollum in a convention 
address fully reported in Domestic Engi- 
neering, February, 1937. 


METAL WORKING REVIEW - Another 
year’s progress in metal working develop 
ment is traced in the Shop Equipment 
Review number, showing 737 new items 
announced in 1936 tmwerican Machinist, 
January 27, 1937. 


MATERIALS HANDLING— Basic elements 
of materials handling systems directed 
toward the end of economie production 
The Tron Age, P 7 


February 4, 1937. 
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USERS APPRECIATE THE WAY A 
“TOLEDO”? No. 999 CUTS OFF PIPE 


These two unretouched photographs prove the clean cutting of a “TOLEDO” No. 999. 
On the left you will see the knives cutting through the wall of the pipe and the chips 
curling out. On the right is the finished cut, straight, square-end and no burr. 2” pipe is 


easily cut off in 8 seconds, threaded in 22 seconds, smaller sizes relatively faster. 


It cuts 
and threads 1%” to 2” pipe. 


No other power pipe machine on the market today will produce such smooth, clean 
cuts, as the “TOLEDO” No. 999. The pipe is not squeezed apart as with roller cutters 
that throw up a heavy burr, consequently little or no reaming is required, and the 
threading dies start on the pipe easily producing a smooth, perfectly tapered thread. 
These are just a few of the reasons why the “TOLEDO” No. 999 is outselling all other 
small portable power pipe machines on the market regardless of price. Recommend a 
“TOLEDO” No. 999 to your trade. The difference is easily seen. Better still place a 
machine in your salesroom for demonstration, and watch your No. 999 sales grow. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
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Each month Mr. Henze! nas special 


contests. This is where the idea of 
the well-dressed salesman comes in. 
Whatever the contest, the prizes are 
designed to keep the men up to their 
best appearance. First prize may be 
an order on the tailor for a new suit 
and a second prize a pair of shoes. 
Another month, it might be a new 
hat and a pair of shoes or perhaps a 
half-dozen new shirts and ties. 

If he gave cash awards, Mr. Hen- 
zel feels that they might go for a 
party or be quickly dissipated in some 
other way. But with orders for mer- 
chandise, the men get something of 
value for their effort and Mr. Henzel 
is assured of a well-groomed sales 
force in the bargain. With merchan- 
dise orders he can see that a slightly 
worn hat or a pair of shoes are re- 
placed without offending the men by 
commenting upon it. As a matter of 
fact, they like the idea, because with 
additional cash bonuses these monthly 
contests are in the nature of prizes 
anyway and the orders help to solve 
their clothes problem.—Electrical 
Wholesaling, January, 1937. 


When You Strike a Dead End 
in Selling 


ALL OF US HAVE had experience 
with the prospect who, after long and 
careful cultivation, time and time 
again balks just this side of the dotted 
line. The salesman may know in his 
heart that the buyer needs the 
product. He is convinced in his 
own mind that he has made a well- 
rounded, capable sales presentation. 
He has been able, at least, to make 
the prospect listen attentively. But 
on every call he butts smack up 
against the same discouraging dead 
end: No order. And he feels baffled 
because he simply can’t put his finger 
on the reason why he has failed. 

I know one salesman who worked 
on one man for nearly two years in 
an attempt to get an order for adver- 
tising space. After dozens of calls, 
in each one of which he had ham- 
mered home one specific, important 
point—with no results—he went back 
again, with just 26 words to say. 
These were the words: “You know 
my whole story. I haven’t sold you. 
This time I have only one question 
to ask: Will you now give me a 
signed order?” 

He got it! 

One thing to do, then, is to keep on 
asking for the order on the chance 
that the man really is sold but won’t 
give you the satisfaction of saying so. 
Another is to challenge the buyer. 
Even the toughest buyer secretly ad- 
mires any salesman who refuses to be 
licked. Here’s how one man did this: 

“Mr. Pecksniff, I’ve been calling on 
you for 18 months. I haven’t sold you 
—but I still think I can do you a 
service by selling you. You need my 
product. You’re a difficult man to 
sell, because you never openly state 
your objections. Will you do this for 
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me? If I’m going to be licked on this 
zccount I’d like to know the reason 
why because it’ll teach me a valuable 
lesson in salesmanship. On the other 
hand, if you’re still open to be sold 
and are not buying because of some 
objection you've failed to state plainly, 
will you state it now and give me a 
sporting chance to answer it?” 

Now, there are very few buyers 
who, thus challenged, can very well 
get out of doing what the salesman 
wants them to do. Because of its 
superb diplomacy and_ directness, 
neither can they be angered by it. 
And best of all, in such a sally the 
salesman still retains control of the 
interview — the most important point 
of all in dealing with the tough guys. 

Whatever you decide upon as your 
last-resort tactics, remember these 
fundamentals: Never give a sign that 
you believe you’re hopelessly de 
feated. Never degenerate to the status 
where you’re begging for an order. 
And hold your temper in a crisis. 
Sales Management, February 15, 1937. 





Care in Sharpening Taps 


WHILE IT IS CUSTOMARY to 
sharpen taps free hand, the practice 
should be limited to sizes of } inch 
and under. Taps larger than % inch 
should be machine sharpened on cen- 
ters and indexed to preserve the orig- 
inal spacing of the flutes. However, 
the most important part of the tap 
is the chamfer, and incorrect grinding 
of that part ruins too many taps. 

The chamfer as ground by the 
maker is as shown in Fig. 1, not as 
in Fig. 2, which is generally the shape 
after being sharpened by the user. 
The strain on a tap in use is at the 
intersection of the chamfer with the 
straight part of the body, as at A. 
If the first two or three threads are 
given a chance to perform as they 
should, the remaining threads will 
take care of themselves. 

Sharp corners should be avoided at 
the intersection of the chamfer with 





Incorrect grinding of the chamfer is 
responsible for sending too many taps 
to the scrap pile. 
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the straight part of the body. The 
angle so formed should be blended by 
grinding the chamfer with a wheel 
having a slightly concaved face, as in 
Fig. 3. It then remains to relieve 
or back off the chamfer. This can 
be done free hand on the side of the 
wheel, using a hand motion similar 
to that in grinding drill points. The 
chamfer should first be given a light 
coat of prussian blue so that the oper- 
ator can see where the wheel touches 
and avoid dulling the edges.—Ameri- 
can Machinist, February 10, 1937. 


Sales Opportunities in Welding 


IN the fabrication of complete ma- 
chines for metal working, such as 
punch presses, drill presses, shears, 
and so forth, and of machine elements 
such as bases, frames, gear guards, 
crane trolley sides, flywheels, and so 
forth fusion-welding and flame-cut- 
ting processes are being widely used. 
Although such equipment at one time 
was cast, bolted or riveted, today cast- 
ings are used more sparingly, and 
there is an increasing use of shapes 
cut from rolled plates by the flame- 
cutting process, these shapes being 
welded together to form the final 
assembly. 

Another important trend is the 
widespread use of welding in the 
building of craft for inland water- 
ways. Many users of barges for coal, 
oil or gasoline are now specifying 
welded construction exclusively, and 
a number of tug boats also have re- 
cently been built with all seams in 
the plating welded. 

Some idea of the relative market 
for welding equipment and supplies 
for machinery, on one hand, and 
structural work, on the other, might 
be had by mentioning that a recently 
constructed housing for a huge engine 
required more than a ton of welding 
electrodes—enough for an all-welded 
structural framework of 200 tons of 
steel—The Welding Engineer. 


Monorail Crane System Speeds 
Shop Handling 


IN THE DESIGN of its new shop, 
and addition to its plant, Norton & 
Norton Electric Co., Ltd., Los An- 
geles, considered all factors with spe- 
cial attention to the arrangement of 
operations and to the handling equip- 
ment. A crane of the monorail type 
with three tons capacity runs entirely 
around the building, about 8 feet from 
all walls. It also runs out of the 
main building at the rear and into 
the annex, covering every regular 
shop operation. 

“The monorail crane is the best 
system we could find which would 
permit work to be handled from the 
truck and extend over practically 
every operation in the shop and back 
to the truck without any transfers,” 
said Tom Norton.—Electrical West, 
January, 1937. 














CONDOR PRODUCTS 
Effective — 


-in meeting industrial demand 

















-in paroducing fobber ppropit 


There’s a Condor Product especially made for every 
industry — Condor Compensated Belt for high speed, 
heavy-duty drives, Condor V-Belts for light or heavy 
drives, Condor Whipcord for Endless Drives, Condor 
Conveyor Belt; Condor Brewery Hose for the brewery; 
Condor Creamery Hose for the creamery —all these 
and a host of other related products to meet nearly 
every requirement in mechanical rubber products. 


One coordinated line kept 44 years young by constant 
research on a “factory scale” basis. 


Profit for you because it is a known and preferred line. 
Satisfaction for your customer —therefore repeat bus- 
iness and repeat profit for you. 





Compensated Belt Fire Hose 
Standard Belt Hydraulic Hose 
V-Belt Packers Hose 
Conveyor Belt Paper Mill Hose 
Acid Hose Sand Blast Hose 
Air Hose Sand Suction Hose 
Brewers Hose Spray Hose 
Contractors Hose Steam Hose 
Textile Mill Specialties Water Hose 
Creamery Hose Garden Hose 
Dredge Sleeves Chute Lining 

C. 1. Air Tubing Launder Lining 


Industrial Brake Lining and Brake Blocks 


OTHER MANHATTAN 


PRODUCTS 
Suction Hose Molded Rubber 
Oil Hose Goods 
Other Grades of Hose Oilless Bearings 
Packing 
Matting Belting of Every 
Pump Valves Description 
Tubing Molded Hose for 
Washers Every Service 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 


2 


<< 
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100= Average Monthly Sales, 1923-1925 














J ANUARY volume bounced to the highest level on the Sales 
Indicator since last October, reaching 109.8 as compared to 
December's 104.9. Several factors caused spots to appear in the 
picture. The auto strike pushed Middle Western business down 
from slightly above 100 to 86.9. Shipping strike again held 179 ME FERINAR APRA JUNE JULY AUG SEPLOCT. WOM DEC. 
Pacific Coast figures below normal. Significantly, despite a decline 180 

in average orders per working day—92 as compared to 106 in 
December—the average order's value climbed again, from $18.86 
to $21.90. 
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A “Caterpillar”? Diesel Engine carries the main 
responsibility for municipal water supply at Salem, 
Indiana. This service must be unfailing twenty hours 
per day —and twenty-four hours if necessary. Twelve 
thousand gallons per hour are pumped a distance of 
eight miles to the filtering and chlorinating station. 
Engine-operating cost averages only 16c an hour. 


Louis Languell, the superintendent, states that 


GATERPILLAR 


CATERPILLAR TRACTOR CO., PEORIA, ILLINOIS 





PER DAY 


“this ‘Caterpillar’ Diesel Engine was decided 





upon in preference to all other types of 
power. ... It is serving us faithfully and 
economically.’ It will pay you to find out about 
“Caterpillar” Diesel Engines covering a wide range of 
applications. There’s a dealer near you— with factory- 


trained service men and stocks of machines and parts. 


“CATERPILLAR” DIESEL ENGINES 
are available in five sizes: D17000—160 HP. D13000—125 HP. 
D8800—80 HP. D6600—60 HP. D4400—44 HP. 


SEL ENGINES 


WORLD'S LARGEST MANUFACTURER OF DIESEL ENGINES 





Modern Group Drive Adopted 
By a Southwest Flour Mill 


The Arkansas Milling Company, 
located at Arkadelphia, Arkansas, 
has recently completed an extensive 
rehabilitation program, the power 
transmission phase of which em- 
braced a conversion to Modern 
Group Drive operating technique. 
The engineer in charge of the mod- 
ernization program made a thor- 
ough study of the data issued by 
the Power Transmission Council, 
Inc., and applied the fundamentals 
recommended. 

This mill has a connected load of 
625 horsepower, with a combined 
capacity of 1,000 barrels a day in 
flour and corn meal. Nine eleva- 
tors, having a storage capacity of 
400,000 bushels, and complete sweet 
and mixed feed plants are included 
in this typical, medium sized mill- 
ing unit. The equipment through- 
out is of the modern anti-friction 
bearing type. 

Directly related to the change- 
over to Modern Group Drive, the 
power factor was raised from 60% 
to 85% with corre- 
sponding decrease in 
power consumption. 


Flour mills as a whole through- 
out the country afford a fruitful 
field for conversion to Modern 
Group Drive, and their manage- 
ment is quite power and operat- 
ing cost conscious. Full advan- 
tage should be taken of this in- 
dustry by all Club members with 
flour mills in their territory. 


Chuck Company Modernizes 
Group Drives 


Once again the value of the co- 
operative efforts of power trans- 
mission clubs has been demon- 
strated. Members of the Connec- 
ticut and New York Power Trans- 
mission Clubs, with the assistance 
of Power Transmission Council, 
Inc., made recommendations for 
modernization of the power trans- 
mission system in the plant of the 
Skinner Chuck Company, New 
Britain, Connecticut. This com- 
pany has put into effect these rec- 
ommendations, as discussed in an 
article by James N. Skinner, Gen- 
eral Superintendent of the com- 
pany, in the February issue of 





Conducted by 


VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


Factory Management and Mainte- 
nance, 

Originally, the plant was oper- 
ated by a steam engine. Later this 
was replaced by a 75 hp. motor 
which reduced expenses consider- 
ably. However, tests showed a rel- 
atively high power loss due to the 
excessive amount of transmission 
equipment, such as long shafts, 
plain bearings, rope drives, etc. The 
average day working load was 80 
hp., the night load, 54 hp.; and the 
no-load line-shaft load, 54.3 hp. 

Obviously, an improvement in 
the drive efficiency was warranted, 
and it was also evident that consid- 
erable savings could be made 
through the use of relatively small 
groups to allow for more efficient 
night operation under part load. 

In his article describing the mod- 
ernization, Mr. Skinner says: 

“Omitting some of the minor de- 
tails, the main lineshaft in the 


Detail and plan showing the use of pipe 
supports for M. G. D. where roof tru:ses 
are too light to support the drives. 





The improved power 
factor provided a 
basis in negotiating 
a new electrical con- 





ff? eve channe/ stringers) | 
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tract. The penalty oA [ ] 7 
previously imposed - “ 
iia a . +e a 7 Ori ll for 

was removed giving 6°r-" 384" C1 pipe 

this mill an economi- beam flange 


cal power cost, as 
well as both the sav- 
ings in power con- 
sumption and the 






3 ‘s tee/ pipe 





Bottom chord. 
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flexible production 
advantages inherent 
in Modern Group 
Drive operations. 





Detail of pipe supports — 
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DROP FORGED STEEL 


* BLOWHOLES - 
SHRINKAGE CAVITIES 
AND INTERNAL CRACKS 
DON'T EXIST IN VALVES 
FITTINGS and FLANGES 





. drop forged by VOGT 
HENRY VOGT MACHINE CO. be SAFE ~ Speciby 
cm, eee VOGT DROP FORGED 


MILL SUPPLIES ® MARCH 1937 43 





basement was taken down and ar- 
rangements were made to drive 
the shaft in each department by 
one or more motors. All rope drives 
between floors were discarded. 

“A vertical turret lathe and a 
multiple spindle drill were arranged 
for individual motor drive. 

“In the automatic screw machine 
and turret lathe department located 
in the basement at the front of the 
building the main shaft was taken 
down; two new ones were erected. 
These shafts, which are supported 
in ball-bearing hangers, are driven 
oy a 75 hp. motor. Some of the 
old countershafts were eliminated, 
but others had to be retained. 

“The old main lineshaft in the 
milling machine department was 
removed along with 20 counter- 
shafts, and two new shafts were 
put up. They are driven by one 
20-hp. motor and connected by a 
counter belt, but it is expected that 
when the load increases in the fu- 
ture the counter belt will be re- 
moved and another motor installed. 
All except six of the 20 machines 
in this department are driven di- 
rectly from one of the lineshafts. 
Shaft clutches were provided for 
five machines. 

“Part of the old shaft in the 
lathe room was removed and a 25 
hp. motor installed to drive the 
remaining long shaft and a shorter 
one. 

“In the assembly department two 
short shafts, driven by a 10 hp. 
motor, replaced the old, long one. 

“Similar changes were made in 
the gear cutting department, a 15 


v7 
—) — 


> 


>» bh 


* 


hp. motor being installed to drive 
two fairly long shafts. 

“‘As said before, the changes thus 
far made represent only a part of 
those that will ultimately be put 
through. Arrangement and layout 
in several of the departments are 
by no means ideal, but even so they 
represent a decided improvement 
over former conditions. 

“To date we have installed 40 
new ball-bearing hangers, 45 
pressed steel lineshaft pulleys, 326 
feet of 23/16 inch shafting, and 8 
new motors ranging from 5 to 30 
hp. The total cost of these changes, 
including allowances for the salvage 
value of the old equipment, was 
about $5,000.” 


Regrouping Reduces 
Power Consumption 15% 


“As the result of changes made 
in the power transmission system 
of the Amazon Knitting Company’s 
knitting department — regrouping 
machines, replacing babbitted bear- 
ings with antifriction bearings, and 
correcting shaft alignment — the 
friction load was reduced to such 
an extent that 15% of the power 
load is being saved in this depart- 
ment, and the power factor for the 
whole plant has been raised to 82% 
without the use of any corrective 
equipment,” says Mr. M. G. 
Holmes, Master Mechanic of the 
Amazon Knitting Company, Muske- 
gon, Michigan, in a comprehensive 
article appearing in the February 
issue of Industrial Power. 





STARTING A CLUB MEETING. Standing, is Archie Chandler, President of the 
Power Transmission Club of Philadelphia, snapped in the act of getting under 
way the regular January meeting of the Club. Those seated left to right are: 
Vic Hanson, A. P. (Pat) Homer, President of the Power Transmission Council, Inc., 
Herman Cope, Secretary of the Club; and R. H. Bowen. Mr. Homer was the 
principal speaker of the evening, and in his address he discussed in detail the 
program of the Power Transmission Council, Inc., and the important functions 


of the Clubs in that program. 
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He continues, “Improvements in 
the knitting department on the 
fifth floor are typical of the trans- 
mission changes carried out. Here, 
before modernization, 270 tubular 
knitting machines were driven from 
three shafts—each 200 feet long— 
by one 100 hp. motor which was 
only about 90% loaded at best. Also 
the friction load with the old type 
babbitted bearings was high and 
difficulty was experienced in keep- 
ing the long shafts in alignment. 
Due to the mill type construction 
of the plant a certain amount of 
shifting or weaving of the build- 
ing is experienced, and under the 
former conditions it was practically 
impossible to keep shafts aligned. 


“In remedying these conditions 
the long shafts were split up into 
six shorter ones (three 120 feet 
long and three 80 feet long), each 
driven by a 10 hp. motor. Alto- 
gether the total capacity of this 
department was reduced to 90 hp. 
The changes permitted operation 
of the smaller motors at full load 
and improved the power factor. Old 
hangers with babbitted bearings 
were replaced by ball bearing hang- 
ers, and the machines were ar- 
ranged in groups of 35 to 70 units. 

“Over on one side of the knit- 
ting department several winding 
machines are located. One group 
of 7 old winders is driven by a sin- 
gle 20 hp. motor, the power factor 
averaging approximately 80%. 
This contrasts with two new wind- 
ing machines which came equipped 
with their own small motors, one 
2 hp. motor being used on each end 
of each machine. The power fac- 
tor for these units is about 40%. 

“Grouping the machines in the 
knitting department not only per- 
mitted better motor loading and a 
better power factor but this method 
also reduced the first costs, fixed 
charges, and maintenance. If the 
knitting machines, for example, had 
been individually motored, 270 mo- 
tors of 4 hp. each would have been 
required. Only + hp. is necessary 
to operate the knitters but 3 hp. 
would be needed for starting. This 
would total 135 installed hp., and 
as it is 60 hp. does the work. Natu- 
rally the cost of 270 small motors 
would be considerably greater than 
the cost of the six 10 hp. units, and 
the power factor with the unit 
drives would be low—an important 
factor when the operating load is 
just about equal to generating ca- 
pacity. In addition maintenance on 
the small motors, stocking of spares 
and motor parts, and so on would 
have been too much for the exist- 
ing maintenance set-up.” 





WILLIAMS’ 
“SUPERRENCHES” 


A complete line for auto- 
motive and industrial use, 
in all standard and many 
special patterns. 


H. WILLIAMS & COQO., 


WILLIAMS’ 
“SUPERSOCKETS” 


5 patterns—Midget, Ban- 
tam, Standard, Heavy 
Duty and Extra Heavy 
Duty, with openings 3/16 
to 2 3/4”—for every in- 
dustrial need. Sold singly 
and in Sets. 


75 Sprin 
Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), ’ 
Lathe Dogs, Tool Holders, Eye Bolts, Hoist Hooks, Thumb Nuts © 


WESTERN WAREHOUSE & SALES OFFICE. C’ 


TEP up your profits with the wrench that steps 
up production! Williams’ “SUPERRENCH” 
fits the hand and fills the bill. It’s a trim, slim- 
jawed wrench that gets into tight places—with a 
erip like a bulldog. Forged from chrome-molyb- 
denum steel, heat-treated and chrome-plated, 


with heads buffed bright. Fully guaranteed. 


Also, a complete line of drop-forged Carbon 


Steel Wrenches—50 patterns—over 1000 sizes. 


street, NEW YORK 
chable Socket Wrenches, “‘C’’ Clamps, 
screws, Chain Pipe Tongs and Vises, Etc. 
AGO — WORKS: BUFFALO.N.Y. 


“SUPERSOCKETS: 


_ irom profit leader—favorite with all 


industry! 


Here’s why—‘Supersockets” 
are the world’s most flexible wrench -system— 
detachable sockets, handles and parts provide 
endless combinations. Thin-walled sockets mean 
fast, safe, dependable action in close quarters. 
Handsomely finished in chrome-plate over nickel 


—typical Williams’ quality—fully guaranteed. 


Check your stock today on these two live sellers. 
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staff of George F. Motter’s Sons 
Supply Co., industrial distributor in 


York, Pa., according to George C. 


Ruby, sales manager. 

The company has also completed 
distribution agreements on the fol- 
lowing lines: Victor hack saws, 
Holo-Krome screws, S.K.F. anti- 
friction bearings, Link-Belt trans- 
mission equipment, Waco lamps, 
and Bethlehem boiler tubes. 

A dinner meeting instituted the 
distribution of boiler tubes, when 





(Continued from page 17) 


Pelle in Louisville, from whence 
the distributor was able to supply 
customers’ requirements for elec- 
tric tools for rehabilitation work. 

Much the same plan was followed 
by The Vulcan Copper and Supply 
Co., Cincinnati, which had a ship- 
ment of “Thor” tools sent to Ham- 
ilton, Ohio, from where they were 
forwarded to Vulcan’s temporary 
home in the Queen City as soon as 
conditions permitted. 


Transmission Specialist, 
New Lines Added By Motter 


To specialize in the sale of trans- 


mission equipment, Paul S. Bowers, 
engineer graduate of the University 
of Maryland, has been added to the 


46 





Bethlehem Steel men covering the 
territory met with 22 members of 
the Motter company to hear E. A. 
Jones, special tubular sales repre- 
sentative, as speaker of the evening. 
Mr. Ruby continues to hold sales 
meetings every Friday night to dis- 
cuss various lines handled by the 
distributorship, and to hear manu- 
facturers’ men present the sales 
features of their products. 


Neal Co. Now Sales Agency 
On Gates V-Belts, Sheaves 


The R. C. Neal Company, Inc., 
Buffalo, has become sales agency in 
central and western New York on 
the Gates Rubber Company line of 
v-belts and sheaves. Ray C. Neal, 
president, states a most complete 
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line of sheaves and v-belts is car- 
ried in stock in the Neal establish- 
ments in Buffalo and Syracuse. 

Robert Appleton has been added 
to the Neal Company staff as engi- 
neer in charge of the Buffalo dis- 
trict. He will work exclusively on 
the Gates line. Larry Burmeister, 
factory sales engineer, will make 
his headquarters in Neal’s Syracuse 
office, where his services will be 
constantly available on the Gates 
line. 





Offices of F. E. Satterlee Co., Minneapolis 
distributor, have been moved from the first 
floor to the second, completely recondi- 
tioned and indirectly lighted with these 
pleasing results. The first floor has been 
remodelled for an elaborate display and a 
new stockroom. Pictures: Above left, main 
office and salesmen's desks; Above, book- 
keeping and credit office; Left, M. M. Crow- 
ley, secy-treas., W. W. Satterlee, president, 
and A. J. Burns, sales manager. 


New Trailer Exhibits Tools 
To Distributors’ Customers 


Because the consumer of indus- 
trial products is usually hard to 
induce into the distributor’s dis- 
play room, G. F. “Gus” Fischer of 
the New York office of Black & 
Decker has adopted a method of 
bringing the display room right to 
the customer’s front door. This is 
a demonstrating trailer, equipped 
with a full line of the company’s 
portable electric tools and acces- 
sories. 

The trailer is a personal venture 
of Mr. Fischer’s, intended solely 
as a sales help for distributors in 
the New York metropolitan area. 
He attaches it to his car, and has 
started to tour his distributors on 

(Continued on page 53) 
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I hear your company is away 


out in front in industrial rub- 





ber goods business. What line 
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are you stocking ? 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS © PACKING 
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DISTRIBUTORS 


‘\ 
W s.HAys, 


NEWLY APPOINTED 
EXECUTIVE SEC- 
RE TARY, WAS PRES- 
ENT FOR THE FIRST 
TIME AT THE EX- 
ECUTIVE COM- 
MITTEE MEETING 
OF THE POWER 
TRANSMISSION 
ASSOCIATION, 
HELD FEBRUARY 
23 8 IN NEW 
YORK CITY, 





In AN ARTICLE EXPLAIN- 
ING THE SUCCESS WHIH 
THE M.}.WILCOX COMPANY 
TOLEDO, HAD ACHIEVED 
SELLING INDUSTRIAL PAINT, 
C.J. STANLEY VICE PRES- 
IDENT AND GENERAL MAN- 
AGER OF THAT COMPANY 
WAS QUOTED AS SAYING: 
“WE FEEL THAT THE SUPPLY 
HOUSE IS THE LOGICAL 
OUTLET FOR PAINT FOR 
INDUSTRIAL PURPOSES, AS 
EVERY INDUSTRIAL PLANT 
1S A USER OF PAINT 
FOR SOME PURPOSE. 
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Len Years Ago IN MILL SUPPLIES 


neenongene stare one cee 
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Jv. A BOOKLET ENTITLED THINKING 
THRU" C.D, GARRETSON, PRESIDENT 

OF THE ELECTRIC HOSE AND RUBBER 
COMPANY, OF WILMINGTON DEL- 
AWARE, ANALYSED DISTRIBUTORS’ 
PROBLEMS AND URGED CONFIDENCE 
AND COOPERATION BETWEEN MANU- 
FACTURERS AND DISTRIBUTORS. 













SAATS MGR. 








ANNOUNCEMENT WAS MADE OF THE AP- 
POINTMENT OF J:H. SCHROEDER TO SUCCEED 
R.E.BUCHHOLZER AS SALES MANAGER AND BUY- 
ER OF THE FORT WAYNE PIPE AND SUPPLY COM 
PANY. NOW VICE PRESIDENT, GENERAL MAN- 
AGER AND SALES MANAGER, MR. SCHROEDER 
HAS COMPLETED 25 YEARS OF SERVICE WITH 
THE SAME ORGANIZATION. 














NEWS TEAS 


James M<GRAw, INCORPORAT- 
ED, RICHMOND, VIRGINIA, EXPECTED 
TO MOVE APRi Ii TO ITS NEW 
HOME AT NINTH AND CARY. 

eee 0 + ee oe 

"THe SOUTHERN SUPPLY COMPANY, 
BALTIMORE, HAD JUST BECOME 
SETTLED IN ITS NEW BUILDING AT 
CALVERT AND SARATOGA STREETS. 

-—™ -6 - = 
MONG THE DEATHS RECORDED 
WERE THOSE OF LOUIS HANSSEN, 
PRESIDENT OF LOUIS HANSSENS SONS 
DAVENPORT, |OWA, AND OF BENJAMIN 
CARPENTER, PRESIDENT OF GEORGE 
B. CARPENTER AND COMPANY, CHICAGO, 
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ARMSTRONG 











Each ARMSTRONG Tool For you too, it is just sound business to cash in on the 


universal acceptance of ARMSTRONG Tools, on the 40 years 


you sell, sells dozens more of uninterrupted advertising, the impeccable ARMSTRONG 


reputation for consistent tool quality ... on all ARMSTRONG 


Each ARMSTRONG TOOL HOLDER vou sell is Lines, each a complete line that needs no fill-ins 
. : = : : ee follow-up each ARMSTRONG TOOL 
certain to give complete satisfaction—to sell your MSTRON a. A hes ——_- 

oi hk oa na daa tee AR G HOLDER you sell with other ARMSTRONG TOOL 


other ARMSTRONG TOOLS for you. Day after Lathe andl’ Sire tet HOLDERS, with ARMSTRONG Wrenches, ARM. 


Lathe and Screw Ma- .reY - orm oF “"¢ 
lay. vear afte - = a lh : , chine Tools. “C” Clamps, STRONG “C” Clamps, ARMSTRONG Lathe Dogs, 
day, year after year goes on building up goodwill, ialhe cat Mies te “ARMSTRONG BROS.” Pipe Tools and ARM. 


opening the way for other sales and other profits. chine Dogs, Ratchet aad a ' “aie . : 

That is part of the ARMSTRONG tool story, the Drills. Setting-Up Tools, STRONG Tool Specialties to add profits to profit. 
history of selling over 96°% of the machine shops High yale A > This program has literally multiplied the sales 
and toolrooms ARMSTRONG TOOL HOLDERS. salle on My and profits for many industrial distributors. Any 
and selling them thru the industrial supply dis- ARMSTRONG factory representative can sight ac- 


ki tributors who realizing the potentiality of the oo with — —_ paceennnge  Gimmaee 
; ARMSTRONG following among tool buyers are BROS. without names of course). 
today making sales history by literally multiplying Dies and Stocks, Reced- 
their tool sales and profits ing Type Threaders, ARMSTRONG BROS. TOOL CO. 





®% by standardizing on ARM- Wheehs Pine =. Tine “wee Too! Holder Pospte" 
STRONG all the way. Wrenches and Chain 305 N. Francisco Ave., Chicago, U. S. A. 
Tongs. 


Eastern Warehouse and Sales, 199 Lafayette St., N. Y. 





ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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Where you find speed and friction 
you also find destructive heat. Re 
sult, coolant is in demand. This plant 
found the right answer in rotary 
pumps, each of which serves a bat 
tery of machine tools. 


Once Nelson-Strom, in Racine, Wis. 
ground these rollers on high-cost ma 
chines. Now, through ingenious us2 


f a lathe and grinder, the job has 
been : mplified and made inexpen 
sive. Grinding precision and high 
speed extension quills were necessary 

this economic setup. 


PLANT 


~~ 


) 





This workman quickly took to the idea of 
cleaning his vats and tanks by portable 
electric grinder equipped with wire 
brush. The job is done quicker, easier 
better, 





Aid for the harrassed machinist! This light 
boring tool holder finds wide application for 
small work in most tool rooms. Lends itself 
handily in boring small diameters, threading 


and turning. 
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The rigid test of drilling chrome 
nickel steel brings a real showdown 
on drill quality. The automotive 
industry, steel structure shops and 
general machine shops are all good 
the can 
specify high speed drills that will 
stand up and take it. 


customers of man who 


Soap factories are ace customers 
for pipe, valves and fittings. Miles 
of wrought iron pipe are seen in 
this shot of the Colgate Pa!lmo'ive- 
Peet plant at Jeffersonville, Ind. 





Is the factory floor cold or damp? If so, worker's 
efficiency will be raised by installation of a rubber 
that ventilated foot comfort. Also 


suggested on jobs electric shock hazard is 


mat provides 
where 


present. 
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IT’S one of a complete new line — including 
a tool that exactly fits 





your type of screw 





ies ae oe fi 
driving work—in wood, metal or composition. ue. Jj 





No. 31 Torsimeter (Adjustable Clutch No. 12 Screw Driver and Wrench: No. 22 Screw Driver and Wrench: 
Screw Driver): Made in side handle, end Handles wood screws up to No. 12 x 2”; Handles wood screws up to No. 16 x 314”; 
handle and bonnet grip models; handles lag screws up to '4” x 3”; nuts up to 4%” lag screws up to 5%” x 4”; nuts up to 34” 


screws up to No. 8 Length: 1078”. diameter... coves ccs Rte: BIG". diameter 
I § g 3A 


Carry Samples of these new Electric Screw drivers—demonstrate them wher- 
ever you see hand screw drivers in use on production work—and you'll make 
plenty of sales. For details address: The Black & Decker Mfg. Co., 717 Penn- 
sylvania Ave., Towson, Maryland. A 


” nl 


<a %, ; : _— -_ Vi Sa bo) 7 
- . BLACK & DECKER , 
World's Largest Manufacturer of “= ; _—-4 
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Length: 14%”. 
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(Continued from Page 46) 








a regular schedule, visiting indus- | 
trial customers with distributors’ | 
salesmen to demonstrate portable 
tools. 

Advantages of this method of 
selling are manifold, Mr. Fischer 
declares. First it makes a dramatic 
impression on the customer, am- 
phasizing the completeness of the 
line and suggesting, simply by in- 
spection and demonstration, uses 
for the tools which would not other- 
wise have occurred to the customer. 

Then too, it shows the customer 
that for each individual need he has 
quite a selection of tools to choose 
from, with variations in price, util- 
ity, and operation. Sometimes a 
customer calling for a sander finds, 
upon inspection of the complete 
line, that a portable grinder will do | 


Sander, 2°» for Bim than the | |! NOW.. even the 
Packaging is 


The Capital line in 
cludes such well 
known brushes and 
brooms as: 


“RED CAP" METAL 
CASE BROOMS 


MILL BROOMS 


“LOONTEE" GEN- 
ERAL PURPOSE MILL 
BROOMS 


PUSH BROOMS 


FLOOR BRUSHES 





BENCH DUSTERS 


* 




















Capital 
Goodrich Buys Plant 


In Cadillac, Mich. Modern 
Purchase of a factory site and | 
building at Cadillac, Mich., is an- | Capital Red Cap Brooms 


nounced by The B. F. Goodrich 
Company from its principal offices 


Brooms have made come to you Mn 
in Akron, Ohio. The factory was | : 


news for years with 


formerly occupied by the Acme | the ir ——— HANDY 
Motor Truck Company. | again apita e 

= pooped ong Fis nl Cap Brooms flash a CARTONS 
mately 100,000 square feet of floor | message of  impor- 
space. Work will be started at | Seance all "Ind na * 
once to fit the building for the man- | w - 7 
ufacture of a general line of rubber Brooms in Cartons. 


oods. . ° 
. Here's how you can stock them in your warehouse. It is 


—— a new idea that is appealing to mill supply men everywhere. 
You save valuable warehouse space—as much as 53°/,— 
and are enabled to use this space for useful purposes. 


For nearly fifty years we have been supplying the entire 

Capital Red Cap Line of Industrial Brooms and Brushes to 

| mill supply houses. It is a profitable line to sell—well worth 
your earnest effort. 


| ii Our New Catalog Is Yours for the Asking 


Jae 
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A. L. Diederich, Jr. (right) of Ward Chem- 
ical Co. telling an Allentown (Pa.) indus- 
trial customer all features of his Mulsite 
cleaner, at the Industrial Show of the H. N. 
Crowder Jr. Co. 














FINISHING COSTS 


motor pulley. 





With the New Delta 6” Surfacer 


Finishing, polishing, edging and burring of small parts are all speeded 
up with the new Delta 6” surfacer. Completely flexible in operation, 
this surfacer can be used vertically or horizontally, used with simple stop 
for small work or with accurate 734” x 143,” tilting table and miter 
gauge for precise finishing. 


It is fully enclosed. This makes possible effective dust collection and 
complete safety in operation. Rubberless drums mounted on New 
Departure self-sealed ball bearings, requiring no lubrication. Welded 
steel stand available to make machine completely portable. Can be 
set alongside heavier machines so operator can finish small parts while 
taking cut on heavier machine, thus combining two operations for the 
cost of one. A thoroughly engineered tool at the price of a “cheap” 
surfacer. 


Write us for complete details and prices. 


DELTA MFG. COMPANY 


638 E. Vienna Avenue, Milwaukee, Wisconsin 





$9835 


Belt Surfacer 
only without belt, 
table, motor or 
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In a huddle over technical publicity on a 
new product: J. R. Hemeon, development 
engineer; A. F. Matheis, vice-president, and 
Russell Case, Jr., advertising manager of 
Thermoid Rubber Co., Trenton, N. J. 





Counter Service Improved 
For Industrial Customers 


There is no danger of good in- 
dustrial customers of Johnson- 
Mandeville Co. dashing over to the 
distributor’s retail counter for a 
couple of rush items and failing to 
get the special attention they need. 

F, A. Hubert, sales manager of 
this Newark (N. J.) distributor, 
recently appointed Raymond Jadele 
as floor manager. Mr. Jadele spends 
all his time at the counter, keeping 
his eye peeled for regular industrial 
customers so they will get immedi- 
ate service when they come in for 
rush orders. 


Hayden Joins Hancock Valve 


| 'As Southern Missionary Man 


The Hancock Valve Division of 
the Consolidated Ashcroft Hancock 
Co., Bridgeport, Conn., announces 
the addition of Paul Hayden to its 
corps of field missionary men. Mr. 
Hayden is to be stationed in the 
deep south, and will devote his en- 
tire time to promoting the sale of 
new Hancock valves through dis- 
tributors. 

During the past five months the 
sale of Hancock valves has in- 
creased 400 per cent, according to 
M. S. Palmer, sales manager of the 
Hancock Division. 


New York Belting Appoints 
Biggs-Kurtz Hardware Co. 


The New York Belting & Pack- 
ing Company has announced the 
appointment of Biggs-Kurtz Hard- 
ware Company, Grand Junction, 
Colo., as distributors of the com- 
plete line of mechanical rubber 
goods in that area. 
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WHAT A BELT! 


WHAT A SALES STORY—WHAT AN OPPORTUNITY! 
PORTUNITY ! 


NS AND BEARING PRESSURE BETWEEN 


COMPARISON OF TENSIO 
AND THE NEW GOODYEAR 


ORDINARY RUBBER BELTING 
R 


300 LBS. 
BEARING PRESSURE 


—_——> BEARING 
PRESSURE 


TIGHT SIDE —125 LBS. 


delivers the same 
sion with a reduc- 
elt tension and 
e from 25° to 
on its arc of 
lley 


Q.&:0.— 5-R 
effective ten 
tion in total b 
bearing pressur 
50% depending UP 
contact with driving PY 


5-R 
e 's made in roll lots in 
sizes and widths, squa 
re- 


edge 
ged. Easily applied with 


a 
a standard fastener 
EY.) 3 
made endless 1» << 
on order — s 2, | 
: > "S a - « 
"! 
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Fast sellers because 
they're First Quality 


and brilliantly Trade Marked 


‘High 
Speed 


Steel 
The Bright Blade 










Special 
Alloy 


Steel 
The Red Blade 


Te Tungsten 


Steel 
The Black Blade 


A Complete Line of 
SIMONDS 


| 


HACK SAWS 


In hand or power sizes 


for every metal cutting job 


SIMONDS SAW AND STEEL CO. 


FITCHBURG, MASS 
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How "Dumore Cooperates" 
Told in New Booklet 


“Dumore Cooperates” is the title 
of a new booklet recently issued 
to its distributors and their sales- 
men by The Dumore Company, Ra- 
cine, Wisconsin, manufacturer of 
electric grinders, and other electric 
tools, motors and appliances. 

This is a colorful and effectively 
illustrated summary of the com- 
pany’s distributor policy, sales 
helps and sales plans, covering 
selective distribution, price differ- 
ential, profit margin, missionary 
work, advertising and follow-up of 
inquiries. It concludes with a let- 
ter to distributors from L. H. Ham- 
ilton, president, thanking them for 
their part “in making this past 
year the biggest in Dumore’s his- 
tory,” and asserting: “The year 
ahead promises still more and we 
are prepared as never before to 
help secure real volume for Dumore 
distributors.” 

The new booklet measures 103 
by 84 inches and contains 16 pages 
including cover. 


Horton Machine Works 
Expands Sales Staff 


Two staff additions have just 
been announced by the Horton Ma- 
chine Works, Inc., Elmira, N. Y. 
One is Howard 8S. Kayner, Univer- 
sity of Michigan engineer who will 
devote his time to sale of power 
plant equipment; the other is W. E. 
Clark, graduate of the University 
of Pennsylvania, who will take over 
J. R. Horton’s duties so the latter 
can concentrate all his time on 
sales work. 


Carborundum Co. 
Goes on the Air 


The Carborundum band went on 
the air for its 11th consecutive year, 
last month, over 18 stations of the 
Columbia radio network. The pro- 
gram is broadcast every Saturday 
night at 7:30 E.S.T., telling the 
story of Carborundum products to 
what is considered 42,000,000 
listeners. 





New 12-foot stake truck with 159-inch steel 
base just announced by Dodge. 
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Fifteen years of experience lie behind the lubricating equip- 
ment presented in the new Lincoln Catalog No. 60 (a few 
pages of which are reproduced above in miniature). 

Since 1921, the Lincoln Engineering Company has manu- 
factured more than one hundred thousand power operated 
LUBRIGUNS, countless of thousands of manually operated 
guns, and millions of KLEENSEAL Fittings for the automotive, 
railroad, mining and manufacturing fields. 


LINCOLN 


PIONEER 
GENERAL OFFICES, ST. 


as ie) 


















BUILDERS OF 
LOUIS, MO. 


a comprehensive catalog of outstanding lubrication equipment 


ENGINEERING 


LUBRICATING 
FACTORIES: ST. 
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Years of intensive pioneering and development are clearly 
reflected in the superior features of Lincoln Industrial Lubri- 
cating Equipment. Catalog No. 60 presents this outstanding 
line of Power Operated Lubricant Dispensers, Hand Guns, 
Fittings and Accessories in 28 pages of illustrations and com- 
prehensive description. Lincoln equipment is sold through 
selected distributors inthe U. S., Canada and foreign countries. 


ie) 


COMPANY 


EQUIPMENT 


LOUIS, MO., DETROIT, MICH. 








— don’t pass up 


his orders! 


EVERY day orders from industrial 

organizations for welding equip- 
ment and supplies are going direct 
to manufacturers when they might 
more logically be going to the sales- 
men of supply houses. 

There is no longer any good rea- 
son why even the small supply house 
should not participate in the sale of 
welding and cutting outfits and sup- 
plies. The technique of welding is 
now so thoroughly understood by 
the prospective customer that in 
many instances the selling job be- 
comes mainly a matter of personal 
contacts and writing up the orders. 

If you will investigate tiie possi- 
bilities for increasing your sales of 
items for welding work you may 
be agreeably surprised. There is a 
prospective sale around every cor- 
ner—plants where welding is used 
in maintenance work, plants where 
welding is used for the fabrication 
of finished products and shops that 
handle commercial welding jobs. 

Write for complete information 
about the broad range of Imperial 
welding products. Catalog No. 333-B 
covers torches, regulators, gauges, 
soldering outfits, lead burning equip- 
ment, hose, flux, cylinder trucks, 
gloves, gas and electric rod, and 
other supplies .. . and if you feel 
that you need sales assistance of a 
technical character just mention that 
fact in your letter. 

Distributors and salesmen of in- 
dustrial products are turning in a 
very substantial volume of business 
on Imperial welding products. Why 
not get your share of these orders? 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, III. 


IMPERIAL 
ing Cig 
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WELDING 
OUTFITS 


Imperial 
Welding and 
Cutting Out- 
fits are avail- 
able in vari- 
ous types to 
meet all re- 
quirements, 
The high effi- 
ciency and low cost ot upkeep are reasons 
why Imperial Equipment is so widely 
known and easier to sell. Prices, $45.00 
to $120.50. 


a 


OXY-ACETYLENE 
WELDING ROD AND 
ARC WELDING ELECTRODES 


Imperial rod for cast iron, steel, brass, 
aluminum, etc., and fluxes for different 
metals are made to Imperial’s own formu- 
las. Quantity prices on the total of as- 
sorted sizes of any one type of rod. 


ARC WELDING ELECTRODES—A full 
line of best qual ity wires for general elec- 
tric welding, with either A.C. or D.C. sets. 
Electrodes for cast iron welding, steel, 
brass, phosphor bronze, copper, etc. 

















WELDING ROD MERCHANDISER 


An effective aid in pro- 
moting sales, designed 
to provide a means of 
storing as well as dis- 
playing a complete as- 
sortment of welding rod 
and flux. Labels plainly 
show name and size of 
each rod displayed. Sold 
as complete unit, includ- 
ing Imperial Welding 
Rod to meet all your 
trade requirements, 
Price, $105.85. 
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Gus Sasalaar has been appointed industrial 
supply salesman by Strong, Carlisle & Ham- 


mond Co., Cleveland. He will travel the 
northeastern part of Ohio for the firm. 


Henry C. Atkins Awarded 
55-Year Service Pin 


The Atkins Pioneers, an organ- 
ization of employees who have been 
connected with E. C. Atkins & Co., 
Indianapolis, for 20 years or longer, 
celebrated their 31st annual dinner 
Saturday night, Feb. 6, by present- 
ing a 55-year service pin to the 
president of the company, Henry C. 
Atkins, Sr. Fifteen new members 
were initiated into the 20-year class 
of the group, and a number of 
others awarded more _ advanced 
service pins, emblematic of the total 
years they have been with the com- 
pany. Total membership of the 
organization is 225. 

After dinner and the business 
meeting, musical entertainment 
completed the evening, with a pro- 
gram by the Continental Ladies 
Orchestra and the Foster Hall col- 
ored quartette. 


George Moon Elected 
American Chain V-P 


George C. Moon has been elected 
a vice-president and director of the 
American Chain & Cable Co., Inc., 
and will maintain offices in New 
York City. 


San Francisco Office 
Opened by Russell 


Pacific Coast offices have just 
been opened at 632 Polk St., San 
Francisco, by the Russell Mfg. Co., 
and R. W. Conroy appointed as 
Pacific Coast states representative 
in charge. 
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Frequent Rope Replacements 
Cut Down Production... 


Sify, Rope replacement means more than just the cost of a 

Ss = 

S > new rope. It means lost production as well. And the 
“4S” value of this lost production is directly chargeable to the 


rope. That is one of the things that makes some ropes really costly. 


TRU-LAY Preformed aids production by lasting longer and 
reducing shut-downs. Furthermore, TRU-LAY, is easier to handle 
and therefore faster to reeve. It resists fatigue, kinking, and spools 
perfectly on the drum. 


During the last thirteen years TRU-LAY Preformed wire rope 
sales have increased amazingly because more and more operators 
have found it lasts longer and, therefore, boosts production, American 
Cable pioneered in the development and perfection of preformed 


wire rope. 


AMERICAN CABLE DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, New York, 
Philadelphia, Pittsburgh, Houston, San Francisco 





Gu Teusinese Ger Your Safely 






















A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 
AMERICAN CHAIN DIVISION 


(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 


, Chain © Malleable Castings © Railroad 


Specialties 
AMERICAN CABLE DIVISION 


| Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 


essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 


FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 


MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 


| OWEN SILENT SPRING COMPANY, Inc. 


Owen Cushion and Mattress Spring Centers 


PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape @ Welding Wire 


READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 


READING STEEL CASTING DIVISION 
Electric Stee! Castings, Rough or Machined 


WRIGHT MANUFACTURING DIVISION 





TRU-LAY [fopormred a - 


3 ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE EMERALO STRAND 
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Chain Hoists © Electric Hoists and Cranes 





















Note the publicity given to distributors stocking 
Dumore Tools by listing their names in this ad—appearing 
in the February issues of leading publications reaching your 


trade. 


. This is but one of many ways in which Dumore 


keeps ' ‘plugging away''—developing new contacts, new sales 


opportunities for Dumore distributors. 


story in the new booklet, 


write for it today. 


THE DUMORE CO. 


Dept. 167-C 





Get the whole 
"Dumore Cooperates"—free— 


RACINE, WIS. 
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A Great’ LITTLE 


PACKAGE 
OF POWER 


® Weighing but 1 pound, 10 ounces . 
ating up to 15,000 r.p.m 
it can be handled like a pencil. . 


. oper- 
. so well- balanced 
. the power- 


ful Dumore No. 8 Hand Grinder allows almost 
lathe-like accuracy in finishing small openings, 


correcting inaccuracies, touching up 
sharpening dies, model-making, drilling, sand- 


ing, 


taps, 


a etc. Furnished with 1%” collet 
chuck. A variety of mounted wheels and 


abrasive bands, 34” capacity chuck or No. 0 
Jacobs chuck are available. A No. 8 will find 
daily use on Aundreds of jobs in your shop. 
Call any distributor below for demonstration— 
or write for new Hand Grinder Catalog. 


THE DUMORE CO.., Dept. 167-C, RACINE, WIS 
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Machinest Too! & Supply Co. | 
M.N. Thackaberr: 





THESE DISTRIBUTORS STOCK DUMORE TOOLS 


MOLINE, ILL.—John J. RICHMOND — Smith - 
ROCHESTER my Ny Healy 
MONTREAL Ce ‘anadian Fair- ROCK FORD—Mid- States Indus 


SAGINAW, MICH. — Reichie 


Agr ‘on Hdw. Co 8ST. LO — Colcord Grieht 
Nast WiLL — BatordBros ine Kechine & Supply 
— Abrasive Machi SAN coARC sco — ve 
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wo Steele & Flage SEATTL E—Crag ra & Co. 
NEW, IRLEANS—Oliver H. Seattle Hardware Co 
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NEW" YORK CITY —Morris NaF 
rams 


g darantee Specialty Co 
sen & Yorke Co., Inc 
onLANDY FLA. — Harry P. 


PEC WRIA ‘ouch & Heyle tne. 
Paitabecrain — Maddoc 


South Bend 


Nat 
TORONTO — 








Canadian Fairbanks- Morse 
W. B. Rapp, Machinery TROY.N.Y.—Fred K Blanchard 
PITTSBURGH — Standard-Ma- | TULSA—-Mach. Tool & ly 
chinists Sup. Co wd 
PORTLAND, ORE —J.B.Hesel- | WORCESTER, MASS. — Waite 
| YORK, PA. — York Machy. & 
PROVIDENCE — Belcher & } Supply Co. 


Hardware Co 
anal Machinery Co. | 
Reynolds Machinery 

READING. PA. — Reading Ma- 
chine & Tool Co 


EXPORT DEPT. —Dumore Co. 
' —New York 
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Georgia Supply Salesmen 
Have Instructive Meeting 


Salesmen from both Savannah 
and Jacksonville branches of the 
Georgia Supply Co., industrial dis- 
tributor with headquarters in Sa- 
vannah, convened Jan. 29 at the 
Hotel DeSoto to hear several manu- 
facturers’ representatives discuss 
sales methods, and to lay plans for 
more extensive cultivation of their 
territories. The meeting was di- 
rected by W. S. Blun, president. 

The meeting was addressed by 
Lee S. Wolfe of the Smith Welding 
Equipment Corp. and C. B. Price of 
the Norton Co., the latter showing 
a moving picture covering the man- 
ufacture of emery wheels and other 
abrasive products. Following the 
meeting, a dinner was given by 
Karl Kologiski and George W. Hall 
of the Keystone Lubricating Co., 
and both men discussed their prod- 
ucts. 

Executives and salesmen of Geor- 
gia Supply who attended were M. A. 
Spellman, W. S. Water, J. W. Gugel, 
Wm. W. Weeks, W. S. Blun, Wm. 
W. Wolfe, F. M. Brooks, J. F. Sulli- 
van, R. B. Goggins, P. Linderman, 
P. J. Kavanaugh, Geo. El Lomax, 
J. H. Mulherin, E. I. Thomas, J. H. 
Howarth, A. S. Harris, L. A. John- 
son, C. P. Luke, R. W. Doyle, W. W. 
Crocker, J. H. Johnson, A. T. Flem- 
ing, and M. S. Doyle. 


Standard Equipment to Sell 
Master Electric Vibrators 


Master Electric vibrators for con- 
crete surfacing have been taken on 
by the Standard Equipment & Sup- 
ply Corp. for sale in the Hammond 
(Ind.) territory, according to J. J. 
Badalli, president of the distribu- 
torship. The firm is holding regu- 
lar monthly sales meetings, with a 
manufacturer’s man on the program 
to discuss sales of his product. 





John Day, manager of the mill supply de- 
partment of the John Day Rubber & Supply 


Co., Omaha, turns from his desk to find him- 
self facing a camera. Across the desk from 
him is H. J. Day, president of the firm. 














OUTSTANDING 
COOPERATION 
WITH THE 
INDUSTRIAL DISTRIBUTOR 
IN 1937 












TALKING TO YOUR CUSTOMERS 
IN TERMS OF RESULTS 


This month the Nicholson File Company gives the industrial distributor 
outstanding cooperation in the form of brass tack industrial advertise- 
ments that talk in terms of results to your customers. 

Stressing the point that our new files complete more units of work than 
competing files, this advertising shows specifically why your customers 
ought to give you orders for these three outstanding brands. 

Let the biggest industrial advertising campaign ever released for files 
help you make more sales and profits. Nicholson File Company, Provi- 
dence, R. I., U. S. A. 


A FILE FOR EVERY PURPOSE 





PATENTS PENDING 
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FROM COAST TO COAST, 


progressive distributors are speeding up sales and cutting 
costs by issuing new Donnelley-built catalogs 





WHY NOT CUT YOUR 
OWN COSTS ALSO? 


@Your customers are effecting economies through the use 
of new and improved tools and equipment recommended 
by you. 


You may effect comparable savings in your own busi- 
ness with the help of up-to-date Donnelley-built catalogs. 
Consider how much time and lost motion such a catalog 
will save in the operation of your own business. 


For samples and information, write— 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET. CHICAGO, ILLINOIS 
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| Davis & Kullberg, 
Specialty Distributors 


In the latter part of 1936, Lester 
| Davis and Paul Kullberg, formerly 
of J. E. Haseltine & Co., established 
| a partnership in Portland, Ore., 
| to handle certain industrial lines 
| in welding and shop supplies. Jan. 

1 found them going strong in their 


| well-laid-out quarters at N. W. 


Sixth Ave. and Flanders. 

The new firm will cover the state 
of Oregon and southern Washing- 
ton, and the two principals will 
constitute the selling force for the 
time being, as they have sold 





New distributors in Portland, Ore., Norman 
Burke, Lester Davis, and Paul Kullberg, oper- 
ating under the name Davis & Kullberg, 
have arranged to cover the state of Oregon 
and southern Washington. 


throughout this territory for a 
number of years. The two major 
lines are welding equipment and 
bronze bars and bushings. In the 
| case of the former, they have the 
| Westinghouse franchise for Oregon, 
and the Washington counties bor- 
dering on the Columbia River. The 
welding rod line is that of the 

Paige Steel and Wire Division of 
| the American Chain and Cable Co., 

while the welding cables are those 
| supplied by the Okonite Co. In 
acetylene welding and cutting equip- 
ment, they handle the products of 
| the Modern Engineering Co., St. 
Louis. 

In bars and bushings, the line is 
that of Kingwell Bros. of San Fran- 
cisco, and includes bronze bars and 
finished phosphor bronze bushings. 
This also includes the Chrysler line 
of Oilite self-lubricating bearings. 

Other lines carried are L, 8S. 
Starrett hack saw and blades, and 
Westinghouse Mazda lamps. 

They have a nice store with cor- 
ner location, so that their displays 
of bronze bushings and welding 
equipment show up to advantage. 
Both these men have a wide ac- 
quaintance in the industrial field 
in the territory which they serve. 
They are aggressive and know their 
business and have the respect not 
only of the industrial trade but of 
| the other distributors in Portland. 






































—E C PILLOW 


UNIT TYPE PILLOW 
BLOCKS 











FLANGE MOUNTINGS 


¥ 
* 
7 


TAKE-UP UNITS 





BALL AND SOCKET 
\ PILLOW BLOCKS 








. » «IN DESIGN, IN ECONOMY, IN EFFICIENCY 
AND IN PROFIT POSSIBILITIES 


Now’s your chance to cash in with Ahlberg. Factories everywhere are launching plant 
and product modernization programs which will inevitably lead to substantial power 
transmission equipment sales. With Ahlberg’s new line you can not only offer 
the most complete range of units, but an entirely modernized line embracing the only 
noteworthy advances in Pillow Block construction within the past 20 years. Once you 





















investigate these engineering features you'll want to sell the line rather than try to sell 
against it. Write for complete information about this profit opportunity. 


AHLBERG BEARING COMPANY 


321 East 29th Street Chicago, Illinois 








PILLOW 


In addition to the new CJB Pillow Blocks, 
B LO C K S Flange Mountings and Take-Up Units, The 
Ahlberg Line includes a profitable set-up 
on famous CJB Master Ball Bearings and 
Ahlberg Ground Bearings. Write for cata- 
log and full particulars about our liberal 
franchise 
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BREAD AND BUTTER 


EVEN CAST IRON PULLEYS 
HAVE A SALES STORY 


They are true running .. . they 
permit higher speeds . . . no 
bushings . . . they can't fall 
apart... they don't rattle... 
they look better on most ma- 
chines .. . they can take a lot 
of punishment. 


—and the Jones sales 
story backed by quality 
and service closes a sur- 
prising lot of orders for 
cast iron pulleys. 


HERE is nothing very 

romantic about cast iron 
pulleys, but you can be sure 
of one thing—if you are not 
selling them you are just mis- 
sing out on the bread and but- 
ter that goes with the T-bone 
steak and French fries. 


If you believe that cast iron 
pulleys are as extinct as the 
dodo bird you ought to look 
in on the Jones foundry some 
time. You will see all sizes 
and types in production, for 

actually the sale of Jones cast iron pul- 
leys is going up all the time. 


Along with your other items why not 
try saying in your letters and on your 
calls—"and how about some good old 
Jones cast iron pulleys today.” You may 
not have to sit up until midnight writing 
up the orders, but we do believe that at 
the end of the year the butter may be 
just a little bit thicker on your bread. 


W.A. JONES FOUNDRY & MACHINE CO. 
4411 West Roosevelt Road, Chicago, IIL 


Since 1890 
0) gba 


HERRINGBONE — WORM — SPUR—GEAR SPEED REDUCERS 
CUT AND MOLDED TOOTH GEARS « V-BELT SHEAVES 
ANTI-FRICTION PILLOW BLOCKSe+ PULLEYS 
FRICTION CLUTCHES AND TRANSMISSION APPLIANCES 
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A new, three-story, modern brick factory at 
117 W. Walker St., Milwaukee, has just been 
occupied by the Schaefer Brush Mfg. Co., 
and new production equipment installed for 
the manufacture of industrial brushes. 
Announcement of occupancy of the new 
home was made recently in an attractive 
folder, which included a picture of the 
plant and three inside “glimpses behind 
the scenes." The company was founded 
by Andrew Schaefer, who left Germany 
nearly 50 years ago. One by one, his 
three sons—O. L., Edwin and Leo—entered 
the business and have been important 
factors in its progress and expansion. 


Disston Employees Dined; 
Veterans Awarded Gold Pins 


More than 200 office employees 
and plant executives of Henry Dis- 
ston & Sons, Inc., celebrated attain- 
ment of their 1936 sales quota with 
a dinner, Jan, 22, at the Arcadia 
restaurant, Philadelphia. After the 
dinner, a few brief remarks were 
mad> by executives of the company, 
and .he evening was concluded with 
a floor show by local popular fa- 
vorites and dancing. 

About two weeks later, on Feb. 
3, the firm honored 79 employees 
whose years of service totalled 4260 
years, with a luncheon in the Ta- 
cony plant, and awards of gold pins 
in appreciation of their long terms 
of service. Oldest veterans are five 
(four active and one pensioned) 
who were given 60-year pins, while 
50-year pins were given to 47 active 
and 27 pensioned employees. 

There are 51 active men in the 
company with a record of 50 or 
more years of service, aggregate 
years of service for this group to- 
talling 2,756. 


Canton Supply Adds an 
Engineer 


Harold Anderson, formerly chief 
engineer of the Moly Stark Sani- 
torium Hospital, Canton, Ohio, has 
joined the staff of the Canton Sup- 
ply Co., industrial distributor which 
has also taken on additional office 
space. The company recently started 
a regular program of sales meet- 
ings, every Friday night, with 
warehouse men and truck drivers 
attending. 
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Stock up now— | 


with an adequate line of Brown 
& Sharpe tools so that you can 
give not only “Quick Service” 
but QUALITY service as well. 

Your customers will 
appreciate the importance 


of both. 













Brown & Sharpe Mfg. Co. 


Providence, R. |. 


TTT TTL 
TOOLS 


’World’s Standard of Accuracy” 
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Franklin G. Smith Honored 
At Testimonial Luncheon 


In honor of Franklin C. Smith, 
who had just completed 45 years as 
executive head of the Osborn Mfg. 
Co., business and civic leaders of 
Cleveland last month tendered him 
a testimonial luncheon. 

C. W. Titgemeyer, vice-president, 
spoke a word of appreciation in be- 
half of the company’s employees, 





Franklin G. Smith honored at testimonial 
luncheon; C. W. Titgemeyer (left) and A. 
C. Ernest (right). 


and presented him with a large 
bronze statue “Morgan Stallion” by 
Proctor—a tribute that was par- 


| ticularly fitting because fine saddle 


horses have been one of Mr. Smith’s 
favorite hobbies. 

A. C. Ernst, managing partner 
of Ernst & Ernst, and an Osborn 
director for 30 years, traced the 
development of the company under 
his leadership, from a small brush 
shop in 1892 to its present position 
in the industry. 

Mr. Smith, incidentally, has just 


| been appointed a member of the 


committee of 25 which is directing 
the 1937 Great Lakes Exposition. 


| Paul Beechwood Joins 


Bright & Co., Reading 


Bright & Co., Reading, Pa., has 
strengthened its sales staff with the 
addition of Paul J. Beechwood as 


| supply salesman calling on Reading 
| industrial plants. 


Mr. Beechwood 
was previously connected with the 
Frederick Trading Corp., Fred- 
erick, Md. 


Rich Pump and Ladder Co. 
Fully Recovers from Flood 


The Rich Pump and Ladder Co., 
Cincinnati, has completely recov- 
ered from the recent Ohio River 
floods, according to C. A. Rich, 
president, and is in full operation 
with a dry, clean stock which can 
be shipped immediately. 





eer 


ee 





PN a 








One way to get your 


prospects interested in 
Modern Group Drive 
is to ask them the 
question in the first 
paragraph of this 
March ad. If neither 
you nor they can an- 
swer it your Power 
Transmission Club will 
emissi drive and MD. Po et the answer for you. 
he age rot eine eet Oe Nee 


is a comb 





Look for Modern 
Group Drive ads 
in Business Week 
and 8 other busi- 


ness papers dur- 





ing March. 
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In the cause of safety, your industrial cus- 


SALEIY MELAS = 


tomers train their men to work with knowl- 
edge, caution, and responsibility. You cooperate by 


furnishing safe, dependable materials. But coopera- 


TUIWALD HIGHLEA 


tion for Safety reaches still further back—to the men who 
make those materials. For instance, where Plymouth Ship 
Grand Manila Rope is fabricated, you find skilled rope- 
makers exercising the same qualities of knowledge of their 
work, extreme care in every process, and a responsibility 
toward those who willeventually use their product...Safety- 
minded industrial buyers give preference to Plymouth 


Manila Rope because its uniform, controlled quality means 








greater strength and dependability, and longer life under 


hard use. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. AND WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, 


Chicago, Cleveland, New Orleans, San Francisco. 


waa Celine i a Be can paver 
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Model Sales Presentations 
Feature Hajoca Convention 


Salesmen and managers of the 
Hajoca Corp., manufacturers and 
mill supply distributors, convened 
150 strong with executives of the 
home office in Philadelphia, Jan. 21 
to 23, for their annual industrial 
sales conference under the chair- 
manship of E. J. Ball, vice-presi- 
dent. The company had representa- 
tives in attendance from each of 
its 28 distributing branches, lo- 
cated from Newark, N. < to 
Tampa, Fla. 

Outstanding feature of the con- 
vention was a series of actual sales 
demonstrations, in which producers 


| of some of the industrial supplies 


handled by the company made sales 
presentations to five plant engineers 
and five purchasing agents who 
were good enough to attend the 
meeting for the purpose of being 
“sold” the various items. 

Questions raised by “customers” 
in this phase of the program dem- 
onstrated the best selling tactics 
developed by the five participating 
manufacturers’ men—Chas. Haslup, 
Fairbanks Co.; Jacob Fleming, Na- 
tional Tube Co.; J. V. Carlin, Elec- 
tric Hose & Rubber Co.; Jack 
Gomgler, Beaver Pipe Tools Inc., 
and Samuel Gross, Fisher-Governor 
Co. 

Other outside speakers, repre- 
senting the firm’s major sources of 
supply, were H. M. Reed, president 


| of Standard Sanitary Mfg. Co.; J. 


E. Goble, vice-president of National 
Tube Co.; Herbert Stockham, presi- 
dent of Stockham Pipe Fittings 
Co.; George Naylor, president of 
the Fairbanks Co., and M. J. Beirn, 
vice-president of American Radia- 


tor & Standard Sanitary Corp. 





Hajoca officials appearing on the 
program included W. A. Brecht, 
president; J. W. St. Clair, C. C. 
Lowry, and E. J. Ball, vice-presi- 
dents; while several departmental 
heads presented the sales stories for 
their own departments. 

An industrial show composed of 
20 exhibits was arranged in the 
distributor’s own exhibition hall. 
To familiarize the organization still 
further with details of their lines, 
each salesman and branch manager 
was given a large portfolio contain- 
ing sales catalogs. 

An event on the program which 
was quite unexpected to Mr. Brecht 
was the presentation to him of a 
moving picture camera, complete 
with projector and accessories, as 
a token of esteem from the sales 
organization. 
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N outstanding product is the result of years of experience, progressive 
ness in development and skill in manufacture to assure satisfaction 
In use. 


In the production of EMPIRE Cold Punched Nuts, R B & W practices 
are unique and thorough. By shaping the nut and punching the hole at right 
angles to the flow lines of the steel, instead of parallel to them, the danger 
of splitting and stripping is eliminated. There is an additional R B & W op- 
eration of re-punching which centralizes, cleans out and finishes the hole. 
The principle of tapping developed by our Engineers gives definite accuracy 
in pitch and lead. Burnishing, which was also originated by R B & W, further 
improves EMPIRE Cold Punched Nuts by producing a finer finish and 
actually toughening the skin surface. 

The result of such unusual and exclusive manufacturing methods is a 
truly outstanding product; a skillfully made, honestly finished, true-sized, 
and uniform nut—suitable in appearance for any use and with extreme 
strength and resistance to wrench abuse. 

EMPIRE Cold Punched Nuts are manufactured in American Standard 
light, regular and heavy sizes for every requirement. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
OTN 
EMPIRE 





xP] 





Satisfaction is reflected not alone in an outstanding product, but in customer 
contact and service as well. Since its start in 1845, almost a century ago, 
R B & W has continually built customer satisfaction. Thousands of satisfied 
customers—many regular purchasers of EMPIRE BOLTS and NUTS.for over 
50 years—have found fair dealing, equitable prices, quality products, large 
stocks and good service a guarantee of such satisfaction. 

With pride in such a record for so many years, the R B & W policy today is 
still one of insuring satisfaction based on experience, stability and progressive- 
ness that makes the best use of up-to-date plants and equipment, seeks out and 
applies the newest methods and materials, keeps both operating staff and man- 
agement ever in step with the trend of the times. Small purchaser as well as large 

manufacturer, jobber and retailer—all learn the meaning of true satisfaction 
through continued use of EMPIRE Brand Bolts, Nuts and Rivets. 

Out of long experience, we can make valuable suggestions for standardizing 
and simplifying bolting material, and R B & W Engineers will study your needs 
without obligation. 





BOLTS: Carriage Machine Lag - Plow Stove « Elevator Step + Tap - Wire Wheel & Rim - Battery + U-Bolts 


Semi-Finished - Automotive Replacement 
NUTS: Cold Punched + Semi-Finished Hot Pressed Case Hardened - Slotted « Castle - PINS: Clevis + Hinge 
RIVETS: Standard + Tinners’ - Coopers’ - Culvert SCREWS: Cap - Machine - Hanger - WASHERS: Plate - Burrs 
MATERIALS: Alloys Steels Non-ferrous Metals RODS: Stove - Seat - Ladder 
PLATED PARTS: Cadmium Zinc ° Chromium ° Nickel - Hot Galvanized - Copper ° Tin 


SPECIAL UPSET AND PUNCHED PRODUCTS 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER,N.Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 


CHICAGO * DETROIT: PHILADELPHIA © DENVER * SAN FRANCISCO - LOS ANGELES - SEATTLE - PORTLAND 

















SALES OFFICES: 





RB&W, 





















WHICH TAP? 


Which would you choose? Both are good threading too!s, 


and both would tap a lot of holes. 


ONE, after many close inspections, was approved and 
MARKED WITH THE WINTER NAME. By that simple 
act this tool was stamped as a QUALITY TAP, right down 
to every last minute detail. Some Mill Supply Distributor 
will sell it with the utmost confidence it will give the user 


complete satisfaction. 


THE OTHER was discarded because of differences so 
slight that in the minds of experts it was highly probable 
it would do almost as much work—but the difference was 
there. and WINTER INSPECTORS WON’T COMPRO- 
MISE. Consequently the WINTER name—the hallmark 
of dependable cutting performance—will not be stamped 


on that tool: nor will it be sold. 


The name WINTER on taps means much more than 





the identity of the maker. It is the pledge of the Winter 


Brothers Company; backed by years of toolmaking experi- 


ence that here is a tool of proven worth. 


It will pay you to remember that the next time you 


have a tap order to fill. 


THE 
WINTER BROTHERS CO. 


Dependable TAPS & DIES since 1900 
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Wrentham. Mass. 
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Division of the National Twist Drill & Tool Co., 
Detroit, Michigan. 


NTERTAPS» DIES 
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The basis of 
their High Efficiency 
up to 98 per cent 


ABSOLUTELY 
ACCURATE 
SHEAVES! 


WOOD'S V-BELT DRIVES transmit developed 


power, with minimum loss . . . run smoothly, evenly . . . absorb backlash 
and jerks to prolong the life of the motor. Only sheaves that are 
precision machined, accurately spaced, absolutely true and with side 
walls at perfectly uniform angles can make possible such invariably 
long-lived, economical PERFORMANCE. 

Our Stock Assortment consists of nearly 2800 V-Belt Drives from 
V4 h.p., to 100 h.p., with at least a dozen selections of center distances 
for each drive. This enables us to furnish promptly any Drive, V-Belt 
or Sheave required. 


Sheaves of ~ size or capacity, or of special construction, also can be 
designed, made and shipped in a very short time. 





wooon's PRODUCTS 


Shafting, Hangers, Collars, Pulleys, 
Friction Clutches, Ball Bearings, Flex- 
ible Couplings, Rope Sheaves, Pillow 
Blocks, Belt Contactors, V-Belts, V-Belt 
Sheaves and complete V-Belt Drives. 


some good territory still 
open for progressive 
representation 














T. B. WOOD’S SONS CO. 


CHAMBERSBURG, PA. 387-391 Atlantic Ave. 


50 Church St. 
New York City MEMBER: The Mechanical Power Engineering Associates 
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Plans For Year Laid 


In Duncan Sales Clinic 


Three days of thorough discus- 
sion of sales methods, policies, and 
markets for industrial supplies pre- 
pared the sales department of R. C. 
Duncan Co., Minneapolis distribu- 
tor, for a better year in 1937, ac- 
cording to Russel C. Duncan, presi- 
dent of the firm, in reporting his 
recent sales clinic. Several manu- 
facturers’ representatives took part 
in the affair, presenting the sales 
features of their products. 

Meetings were held in a down- 
town hotel so that the program 
could proceed without interruption 
by phone calls or routine business, 
and every effort was made to keep 
the discussion directed along spe- 
cific lines. 

Before the meeting Dr. Duncan 
had sent each manufacturer par- 
ticipating in the program an out- 
line suggesting that he talk about 
certain specific phases of the prod- 
uct, so that these presentations 
were right to the point. 

A dinner meeting was held one 
evening for all salesmen and male 
employees, a strictly business meet- 
ing in which each department of 
the company was discussed, and 
everybody given a chance to get 
ideas “off his chest.” 


Hibbard, Spencer, Bartlett 
Reports Profit of $595,955 


A profit of $595,955 from 1936 
operations was reported last month 
by C. J. Whipple, president of Hib- 
bard, Spencer, Bartlett & Co., Chi- 
cago. This figure is net, after de- 
ducting for reserves and provision 
for federal income taxes. 

Under the company’s service di- 
vidend plan, whereby employees and 
stockholders divide profits in excess 
of five per cent on invested capital, 
$140,080.90 has been set aside for 
distribution to employees. 





W. A. Phillis, vice-president and general 
manager of Beaver Pipe Tools, Inc., was busy 
dictating when his Chicago district man- 
ager, Bill Andrews, strolled into the office 
to try out a new Rollecord camera. 
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COMPLETE 


We 


25% LESS WEIGHT 


NOW your customers and prospects order 
Johnson UNIVERSAL Bars according to the 
finished bearing size. Complete Machining 
eliminates the excess metal but still allows a 
1-64 inch cut to be taken. In comparison to 
rough or semi-finished bars there is a saving 
in purchased weight amounting to approxi- 
mately 25%. 


NO UNDER SURFACE DEFECTS 


The quality of Johnson UNIVERSAL Bronze is 
apparent. Complete Machining removes the 
excess metal and definitely proves there are 
no blow-holes—sand inclusions, gas pockets, 
etc., so often encountered in unfinished bronze. 
Every Johnson Bar is usable from end to end. 


\ ee ELLIE JOHNSON UNIVERSAL BRONZE f 
The DISTINCT Sales Advantages of 


MACHINING 








The easiest way to sell a Johnson UNI- 
VERSAL Bar is to show it to your 
prospect. Have him look into the In- 
side Diameter. Apparent quality will 
complete the sale. 


IMPRESS THESE FACTS ON Your Customers 
SAVING TOOLS & TIME 


It takes less time to produce a finished bearing 
from a Johnson UNIVERSAL Bronze Bar. Lab- 
oratory control of every step in the manufac- 
turing process gives a uniform metal structure 
with no hard spots or harmful oxides. As a 
result the metal turns easily. The machined 
inside diameter assures concentricity. These are 
mighty important sales points as replacement 
bearings are usually needed in a hurry. 


LARGEST RANGE OF SIZES 


187 Sizes in Cored Bars . . . 33 Sizes in Solids. 
Here is the most complete range of sizes on the 
market. Every bar is completely machined In- 
side diameter, Outside diameter and Ends. 
When you sell Johnson UNIVERSAL you are 
giving your customers the highest quality bear- 
ing bronze available. 


JOHNSON BRONZE COMPANY 


535 South Mill Street 
NEW CASTLE, PA. 


Branch Offices and Warehouses 


in Principal Cities 


Ve BEARING HEADQUARTERS “| 
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FOLLOW SCREWS 


“Right from the Start” 


If your sales-talk is to be right from the start, your product 





has to be also. Elaborating on minor features doesn’t make up 
for a lack of basic advantages. 

Allen screws are MILLED FROM THE BAR — of Chrome-Mo- 
lybdenum steel. The microscopic fibres of the metal are undis- 
torted and unweakened. This gives the right start to the Allen 
product, preparatory to cold-drawing the sockets. 

Then Allen cold-drawing shapes the sockets by drawing the 
metal along the lines of its natural flow. 

Not only does the Allen process preserve the cohesion of 
the fibre bundle. It increases the natural strength of the steel by 
increasing its density through compression. It packs the fibres 
more closely together. 

This is the metallurgical answer to the question, — Why are 
Allens stronger? And why are they IN stronger with your 


customers ? 


THE ALLEN’ MEG.“COMPANY 


Harrrorn, Conn. U.$.A. 
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C. E. "Hocky"” Hockenbrocht, specialty sales- 
man of Geo. F. Motters Sons Supply Co., 
York, Pa., rises to meet the occasion. The 
occasion was the Philadelphia Power Trans- 
mission Club meeting, where Hocky was 
called upon for news of the important in- 
dustrial center he covers. Seated at right: 
Phil Rhoades of J. E. Rhoades & Sons. 


Taft-Peirce to Distribute 
Webber Gage Blocks 


Taft-Peirce Mfg. Co., Woon- 
socket, R. I., has just been ap- 
pointed exclusive distributor of 
Webber gage blocks, according to 
F. S. Blackall, Jr., president. 

The product is a development of 
George Webber of Cleveland, who 


is reported to have improved and enue 
made more economical the methods Fis ge 
of producing lapped and parallel pres 
surfaces. Webber blocks are a spe- fistie 
cial grade of fine alloy tool steel, Cooler 
heat-treated and artificially sea- pressu 
soned. 


Chas. B. Scott Co. Adds 
Rubber Goods Line 
B. F. Ruether, general manager 1 
of the New York Belting & Packing e 
Co., Passaic, N. J., announces the 
appointment of the Charles B. ‘ 
Scott Co., 119-123 Franklin Ave., Servin: 





ee lant | 
Scranton, Pa., as distributors of the ~ we 
complete line of mechanical rubber , ; 
. x ° ° n vari 
goods in the Scranton district. 
Purche 
" Yarwa 
Farr to Represent National a 
Twist Drill in Southeast i te 
custom 
The National Twist Drill and revolu' 
Tool Company of Detroit announces its sup 
the appointment of J. V. Farr of ; Think + 
3irmingham, Alabama, as its sales : sively 
representative in the southeastern ‘ 
states. 


; 
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Dperation: Movement of valve 
F is governed by variations in 
pressure in contro! chamber D. 
fot condensate causes higher 
pressures, closing the valve. 
Cooler condensate causes lower 
pressures, opening the valve. 





138 Yarway IMPULSE Steam Traps 


Serving 42 Government Buildings, Washington's new heating 
plant has employed Yarway Impulse Steam Traps in the boil- 
er plant, in the tunnels carrying the distributing mains and 
in various buildings heated from this single source. 


Purchase after purchase has now brought the total to 138 
Yarway Traps in use in this one heating system. 


This is typical of the way Yarway Trap users become repeat 
customers—and in most cases, standardize exclusively on this 
revolutionary trap design, after they have once experienced 
its superior service on the job. 


Think what this means to Yarway Distributors who are aggres- 
sively promoting steam trap sales. 


YAR WAY IMPULSE STEAM TRAP 


For example, one house reports —“more business in one year 
since we took on the Yarway Trap than we formerly did in our 
trap department in ten years.” 


Why don’t you look into the real profit possibilities in steam 
trap sales when you sell the right trap — the Yarway Impulse 
Trap. Over 100 leading firms in principal centers already 
handle this line — but a few choice territories are still open if 
you act quickly. Write for particulars. 


YARNALL-WARING COMPANY 


Mermaid Place Philadelphia 
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Dodge "D-V’ Drives Cut 
Power Losses. « « « « « 


If you were to make a sum total of the advan- 
tages of Dodge "D-V" Drives, it would read 
“Matched-Quality" ... And rightly so... be- 
cause both sheave and belt emphasize the best 
in design, materials, and construction ... They 
operate in perfect harmony to transmit full 
power continuously, thus insuring against costly 
power loss between source and driven machine, 
whether they are individually or group driven. 
Dodge Sheaves are accurately built, made of 
close grained iron which insures smooth grooves 
- +» There are no rough spots to wear out the 





belts. The Dodge "D-V" Belts are long lived. 
They have concave side walls so that when flex- 
ing over the sheave the sides form a perfectly 
straight surface in contact with the grooves... 
The belt cannot turn or shift as the strength sec- 
tion of cords is in the exact center of the belt. 


Dodge Engineers have incorporated advantages 
in Dodge "D-V" Drives which reflect their inti- 
mate knowledge of power transmission require- 
ments ... They have included a type of "D-V" 
drive for every service. Let Dodge Engineers 
assist you in working out your power transmis- 
sion problems. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S. A. 





tas ot 


MILL SUPPLIES © MARCH 1937 

















Let us send you 
@ copy of our 
catalog which describes 
Dodge "D-V" Drives. 
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YOu USE 


PORTER 


BOLT-CLIPPERS . 


Anywhere around almost any plant, every day in 
the year, there is a cutting job that can be done 
better with a Porter Bolt-Clipper than with any 
other tool. If it involves cutting bolts, rods, 
wires, rivets, wire rope, chain—or removing 
damaged or ‘‘frozen’’ nuts—it’s a job for a 
Porter; and can be done with a Porter in a frac- 
tion of the time, with a fraction of the human 
effort. 

Every production or maintenance executive 
should learn about the many ways in which 
Porter Bolt-Clippers ‘‘Earn their keep”’ in a wide 
variety of industries. 


Tell us what cutting you have to do; we will rec- 


ommend the proper Porter Bolt-Clipper for the 
job, and send our general catalog. Write today. 


K. PORTER, Inc. 


EVERETT, MASS. 
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E. A. Filley Promoted 
By Goodyear Rubber 
Goodyear Tire & Rubber Co., 


Inc., Akron, Ohio, announces the 
appointment of E. A. Filley as 


E. A. FILLEY 


southern district manager of the 
mechanical goods department, with 
headquarters in Atlanta, Ga. 

Mr. Filley has been with Good- 
year for many years, representing 
the mechanical goods department 
in Cleveland, Detroit, Akron, and 
Richmond districts previous to his 
present promotion to the southern 
district at Atlanta. Mr. Filley will 
supervise mechanical goods sales 
in Goodyear’s Atlanta, Birming- 
ham, New Orleans, Jacksonville, 
Charlotte, and Richmond branches. 


“Open House" at New Plant 
of Defiance Pressed Steel 


To give customers, suppliers, and 
old friends an opportunity to view 
and inspect their new plant and its 
facilities for producing numerous 
metal stampings and various com- 
plete welded assemblies, the Defi- 
ance Pressed Steel Co. held “open 
house” on Feb. 11, 12, and 13. 

Thursday, Feb. 11, was reserved 
as “Marion Chamber of Commerce” 
day. About 400 members of this 
civic group, who were instrumental 
in securing this industry for their 
city, subsequent to the fire that 
completely destroyed the former 
Defiance plant, made a tour of in- 
spection. Friday was “Customers 
and Suppliers Day.” Saturday was 
“Citizens Day,” when residents of 
Marion and vicinity were invited to 
visit the new factory. 
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THE LENOX SALES POLICY 


LENOX BLADES are sold only through 


legitimate distributors, with full protection 
and sales cooperation for distributors’ stock- 


AMERICAN SAW & MFG. CO. 
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“WE FIND THIS DIRECTORY EASY TO USE AND 
CONSTANTLY REFER TO IT FOR INFORMATION 
PERTAINING TO INDUSTRIAL PRODUCTS AND 
THE MANUFACTURERS OF SAME"... “HAS A 
PROMINENT PLACE IN OUR PURCHASING FILE” 
THIS IS WHAT DISTRIBUTORS SAY ABOUT THE 
NEW MILL SUPPLIES DIRECTORY ... THE ONLY 
BUYING GUIDE ESPECIALLY BUILT FOR DISTRIBUTORS 














This Mid - December 
Directory Issue _ of 
MILL SUPPLIES is 
part of the annual serv- 
ice to subscribers .. . 
contains product list- 
ings of over 3,009 supply 
manufacturers. 
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YOUR CUSTOMERS 
WANT . 
and >, , se oo@ 


THREE-M-ITE CLOTH oA ! 
GIVES question of balance i 


Minn. Mining & Mfg. Co. 


TAF 





a balanced performance that speeds production and reduces materials cost! 


Every step taken in the manufacture of Three-M-ite Cloth has the 
same definite objective—to produce a coated abrasive which will 
perform to the complete satisfaction of your metal sanding accounts. 
For example: 


The mineral is made in an electric furnace to give it a tempered 
hardness that will resist wear. 


A special crushing process reduces the mineral to wedge- 
shaped grains with extra sharp edges resulting in a fast, sus- 
tained cutting speed in the finished product. 


Scientific control of mineral grading and coating operations 
insures a uniform product at all times which will develop better 
finishes on metal sanding jobs. 

Your customers want what Three-M-ite Cloth gives. 


Available in a full line of grit numbers in rolls, belts, discs, cones, 
sleeves, workshop utility rolls, and sheets. 


Made in U.S. A. by 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 


This Trade Mark Your ae &> *) Guarantee of Quality 
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TEETH THAT BITE! 


@ Nature gives every wild animal strong, sharp teeth, 


firmly set, for a lifetime of effective use. Without them they 
could not survive. 

Atkins spent years engineering a perfect set of saw 
teeth to suit every cutting need in wood, ferrous and non- 
ferrous metal, plastics or stone. Silver Steel, metallurgy’s 
finest saw steel, assures teeth that will stay sharp longer, 


hold their set, cut easy, fast and clean. 80 years experience 


AVIAN 


that bite. — SILVER STEEL 


SAW) 


E. Cc. ATKINS AND COMPANY SAWS, SAW TOOLS, AND 
MACHINE KNIVES, ETC. 
INDIANAPOLIS, INDIANA 


in tooth design, plus Silver Steel, assures 
maximum production with a minimum 


of effort. Atkins Saws have the teeth 
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GEMERAL OF; 


WM. POW! 


Cc 


Flood-soaked, warped, propped up in the 
tear to keep them upright, many an en- 
trance door in the Mill Creek Valley, Cin- 
cinnati, was a distinct problem to visitors 
last month. This doorway to the Wm. Powell 
Co., Cincinnati manufacturer, was com- 
pletely submerged by the flood. 





Evansville Distributors 
Render Flood Service 


Evansville, Ind., one of the Ohio 
River cities which took the brunt 
of flood waters last month was well 
served with industrial distributors, 
according to E. L. Housh, general 
manager of Housh Industrial Sup- 
plies, Inc. 

Although located only one block 
from the river and just a_ block 
from the McCurdy Hotel which had 
two feet of water in the lobby, 
Housh Industrial Supplies is on 
fairly high ground, and kept dry 
except for about four feet of water 
in the basement. Consequently the 
firm was able to render a real serv- 
ice to local industrial plants 
throughout the whole flood, furnish- 
ing pumps, hose, belting, etc. 

As the waters receded and indus- 
trials began to rehabilitate, an ur- 
gent demand developed for leather 
belting repairs and_ regluing, 
which was handled in the distribu- 
tor’s first-class belt shop. 


McGraw Adds Two Lines 


James McGraw, Inc., Richmond, 
Va., has just completed arrange- 
ments to distribute Hewitt mechan- 
ical rubber goods and Gates V-belt 
drives, according to R. E. Pearsall, 
purchasing agent. 
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DIETZ “LITTLE GIANT’ 
Burns 70 HMours 


\, Pics / dil So) 


) _ most lanterns must be 


refueled two or three times a week 
under usual conditions of service on 
contracting work, Dietz "Little 
Giant" will operate for six twelve 
hour periods on a single filling of oil. 


Over week-ends, "Little Giant" will burn 
entirely without attention from a lantern 
tender. When it has to be filled, it doesn't 
smear the hands with sooty grease, as will a 
flare torch. 


Dietz "Little Giant" is the popular "Little | 


Wizard" Lantern with enlarged oil fount. It 
is the finest warning light, from every stand- 
point, that you can sell to contractors, mu- 
nicipalities and utility companies. 





R. E. DIETZ COMPANY 


NEW YORK 
MAKERS OF LANTERNS FOR 
THE WORLD .. . FOUNDED 1840 
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Customers will find every item effectively 
displayed inside the demonstrating trailer 
developed by Gus Fischer, New York man- 
ager of Black & Decker, to cultivate indus- 
trial accounts with his distributors. 

| 


| Industrial Products 
Expands Lines 


| Electric and hand operated lift 


| trucks, manufactured by the Yale 
|& Towne Mfg. Co., were taken on 
Feb. 1 by the Industrial Products 
| Co. of Seattle, Wash. This with 
‘the other Yale hoists they were 
| handling now gives them the whole 
Yale & Towne line except builders 
| hardware. This company also took 
over the Yarnall-Waring line of 
steam specialties. Guy S. Con- 
nolly, formerly with the Tindolph 
Co., is now with the Industrial 
Products Co. 


New Counter Display 
For Eagle Oilers 

A new counter display for ex- 
| hibiting oilers has just been made 
available to industrial distributors 


P.--. 


} va. ooo wall D> 


&—- 





by the Eagle Mfg. Co., Wellsburg, 
W. Va. The display stands 30 in. 
high, and is printed in brilliant 
red, yellow, and black. It holds 12 
popular sizes of oilers. 


Warren & Bailey 
Issues Catalog 

Warren & Bailey Co., industrial 
distributors in San Francisco, have 
just issued their catalog “C” which 
|is being distributed to customers 
|served by their three California 
| stores—in San Francisco, Los An- 
geles, and Fresno. 
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Takes Newspaper Space 
To Celebrate 37th Year 


Mississippi Foundry & Machine 
Co., Jackson, took a large six-col- 
umn advertisement in the Feb. 7 
issue of the Jackson Daily News, 
as it passed its 37th birthday, to 
tell the story of the industrial 
services it provides. The adver- 
tisement contains a picture of its 
warehouse, and stresses a number 
of the leading lines of equipment 
carried, An adjoining editorial ac- 
count relates the growth of the 
company from a small iron foundry 
in 1900 to its present position as 
a leading source of industrial sup- 
plies serving the whole state. 

The company has never missed 
a dividend during the many years 
it has been in the mill supply busi- 
ness, according to George M. Rit- 
termeyer, secretary and acting 
manager, and has continually been 
expanding its lines of products. 
Recent additions include Phelps 
fans, Gardner-Denver pumps, Black 
& Decker drills, and Detroit 
Graphite paints. 


Payne & Waechter, Inc. 
Started in Washington, D. C. 


Payne & Waechter, Inc., has been 
organized at 1145 Bladensburg 
Road, N.E., Washington, D. C., to 
specialize in machinery and cutting 
tools, with four salesmen covering 
the District of Columbia, Northern 
Virginia, and part of Maryland. 
E. W. Waechter, formerly with the 
Standard Automotive Supply Co., is 
secretary-treasurer of the new firm. 

Among the lines handled are 
South Bend lathes, Walker-Turner 
woodworking equipment, Skinner 
lathe chucks, Van Norman milling 
machines, Stanley electric tools, 
Cleveland twist drills, Armstrong 
Bros. lathe tools and wrenches, 
Utica pliers-cutters, Greenfield taps 
and dies, Jacobs chucks, Millers 
Falls tools, Minnesota Mining abra- 
sive products, and Peck, Stow & 
Wilcox metal shears and bending 
machines. 


Stocklin & Herrnstein 
Partnership Dissolved 


The partnership of Stocklin & 
Herrnstein, Chillicothe, Ohio, has 
been dissolved, Mr. C. H. Stocklin 
having moved to East Second St. in 
the same city to operate essentially 
the same business under the name 
Stocklin & Kramer. 





. ———— 
emer 


a ears 

























A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
DOMINION CHAIN COMPANY, itd., in Canada) 
Weed Tire Chains ® Welded and Weldless 
Chain @ Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-LocProc- 
essed Fittings ® Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists @ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope @ ‘“Korddless” 
Wire Rope © Preformed Spring-Lay Wire 
Rope © Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence @ Wire and Rod Products 
Traffic Tape ® Welding Wire 
READING-PRATT & CADY DIVISION 
Valves @ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists ©@ Electric Hoists and Cranes 





PAGE 


HI*TENSILE FF 


SHIELDED ARC 
WELDING 
ELECTRODES 





@ The installation of this ventilating system was made easier by 
welding connections in position. The problems encountered—overhead 
welding and fabricating materials of different gages—were solved with 
Page Hi-Tensile “F’”’ Arc Welding Electrodes. 


You will find Page Hi-Tensile “‘F’’ Electrodes the answer to many 
welding problems. This new Page Electrode is winning favor as an all- 
purpose rod—efficient for production, maintenance or shop welding. 
It is especially effective for high speed single pass welding. It operates 
on straight polarity, has unusually low spatter and slag loss, and satis- 


factorily welds the new alloy steels, such as Cromansil, Corten and 
H-T-50. 


All distributor’s salesmen should have complete information regard- 
ing the technical character of Page Hi-Tensile ‘‘F’’ or Page Hi-Tensile 
“C” and other grades of Page Electrodes. If you do not now have 
this data, write us for selling information. 


PAGE STEEL & WIRE DIVISION 


* AMERICAN CHAIN & CABLE COMPANY, Inc. 
mes MONESSEN, PENNSYLVANIA 


K% | Su eusinese for Your Safety 


PAGE Welding MILT: 
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STOCK 


FINISHED 
BUSHINGS 


For 





SIZES: 





PROMPT 
DELIVERY 


























ELEPHANT BRAND 
PHOSPHOR BRONZE 








Here's SERVICE you can offer on Finished Bushings of standard, 


accepted quality! 


Now, the familiar ELEPHANT BRAND PHOSPHOR BRONZE twelve-inch 
stock bushing bars, which have been furnished for years cast in the rough, are 
offered machined with 1/32” plus O.D. and |/32” minus on the I.D., up to 


and including 3” diameter . . 


. also, from 3” up to 6” inclusive, with 1/16” 


plus O.D. and 1/16” minus on the |.D. Maximum I.D. S-4”. 


There's plenty of stock to machine down to size . . . yet they save tool-upkeep 
and costly waste from machining rough castings. 


Furthermore, orders can be quickly filled 
from 214 stock sizes . . . shipped promptly 

. and the rush requirements of your customers 
met with the efficiency and dispatch that 
builds goodwill and brings more business to 
you. 

Our distributor's proposition is interesting and 
profitable—and there's still some good ferritory 
open. May we send you details? 








In January and February 


Eight sales building advertise- 
ments appearing in— 

The tron Age @ Electrical Manu- 
facturing @ Mechanical Engineer- 
ing @ Modern Machine Shop 
Motor Boating 


Motor Boat e@ 
Rudder 
impressed a sales message on your 
customers 134,359 times! 





THE PHOSPHOR BRONZE SMELTING CO. 


2214 Washington Avenue, Philadelphia, Pa. 
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| Quintuplets? No! But one of the bes! 
| working inside sales gangs you ever saw— 

the store force of The Western Iron Stores 
| Co., Milwaukee. Left to right—Art Ander- 
| son, Henry Glitz, William Saveland, Wilbur 
| Nickel, and F. J. Prince, in charge of the 
| store and stockrooms. 


Army Training Helps Ruby 
Talk Industrial Advertising 


His background as a skilled ex- 
pert in artillery stood George C. 
Ruby in good stead February 12 
when he talked before the Eastern 
Industrial Advertising Association 
at Philadelphia. Mr. Ruby, vice- 
president and sales manager of 
George F. Motter & Sons Supply 
Company, York, Pa., drew effective 
parallel between efficient artillery 
maneuvers and efficient handling of 
industrial advertising through dis- 
tributor outlets. 

“The manufacturer is the ord- 
nance department,” he said, “which 
{furnishes guns and ammunition— 
or advertising. This is prepared 
by a board of strategy, or advertis- 
ing specialist. The gun crew is the 
industrial distributor. The  ob- 
server, who guides or checks the 
results, is the manufacturer’s rep- 
resentative. In sending out the 
advertising matter, the distributor, 
lor gun crew, fires off the ammuni- 
tion—to the target, or the prospect. 
Direct hits are ‘bursts’ and adver- 
tising failures are ‘duds’, but there 
is expense for both bursts and 
duds. Naturally, both the gun crew 
and the ordnance department want 
more bursts and less duds. Aijl 
three factors in the game must be 
on their toes for best results. Manu- 
facturer, distributor and manufac- 
turer’s representative must all co- 
operate to bring about greater ef- 
fectiveness of industrial advertis- 
ing.” 

Mr. Ruby’s listeners showed keen 
interest, especially since the mes- 
sage came from an actual distribu- 
tor who is on the firing line every 
day. Material for the presentation 
was gathered not only from Mr. 
Ruby’s wide experience in mill sup- 
ply merchandising, but through au- 
thoritative references and quota- 
tions contributed to him from a 
| number of important individuals in 
| the industrial, distributive and ad- 
vertising fields. 
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| sell them 


BETHLEHEM BOLTS AND NUTS 


Wauatever his business, if he uses bolts, nuts, 
rivets, or spikes there’s a Bethlehem product that will 
please a customer. Standard bolts and nuts made by 
Bethlehem clinch the good will of customers by the ease 
with which they go together. And Bethlehem makes 
many specialties to handle special tasks. For example, 
the customer may be an oil refiner who is having 
trouble with fittings on his high-pressure stills. Here 
you can confidently recommend Bethlehem bolts of 
Supertemp and nuts of oil-quenched high-carbon steel— 


a perfect combination for temperatures as high as 
1000 deg. F. 


Our Lebanon, Pa., plant makes headed and threaded 
products to meet every condition found in industry. 
Each is accurately made and carefully inspected. Your 
customer will never be bothered by burs or by bolts 
and studs which bind as the nut is spun down. The fit 
of threads on bolts and studs, the points of spikes, the 
quality of rivets all help to make satisfied customers. 

Suggest Bethlehem headed and threaded products to 
your customers and prospects. Point out the A stamped 
plainly on each item—his, and your, guarantee of 
quality. 


BETHLEHEM STEEL COMPANY 
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Preliminary investigation 
by our own men through- 
out industry definitely in- 
dicates widespread sales 
possibilities for the 
“Unshako” Lock Nut. 


Standard Pressed Steel Co. 
Box 519, Jenkintown, Pa. 


Gentlemen: 


We would like to hear more about 


“Unshako” Self-Locking Nuts and 


carry them. 


MR TITLE 
FIRM 


ADDRESS 





why you think it would pay us to 


STANDARD PRESSED STEEL Co. 





SELF-LOCKING NUT 


Mail this coupon and get the details 


SSCS SESE SESE SESS eee eee eee eee, 
‘ 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 


At Last .--.-... 


a really new 
and different 
Self-Locking Nut 
—that’s bound to 


be a real seller 





A brand new product by the makers of the famous 
“Unbrako” line of Knurled Socket head cap screws 
and set screws, and a natural companion to that line. 
It’s very name makes them recognizable at once by 
the countless firms that already know and use 
“Unbrako.” 


“Unshako” is not just another lock nut—it’s really 
different—a new principle holds it tight against the 
worst vibration. It’s self-contained, too, every one 
is a complete self-locking unit. There are no extra 
washers or pins for you to bother with. 


Already an extensive advertising campaign is under 
way in a number of leading trade journals to help 
you sell this line and, of course, our every effort 
will be toward co-operation with dealers. 


Write us for full details and dealers proposition. 


\ Also makers of the famous “Unbrako" Screw Line 
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Spot News from Haseltine 


Two men who have come up 
through the ranks with J. E. Hasel- 
tine & Co., Portland, Ore., have 
been put into sales positions. Mag- 
nus McQuaig will work the Port- 
land area, principally on the auto- 
motive lines. Carl Meyers has been 
sent to headquarters in Medford, 
Ore., where he will be responsible 
for all lines in the territory of 
southern Oregon and northern Cali- 
fornia. 

Harold Cake, in charge of all pur- 
chases and Ralph Beeler, welding 
specialist, got back the first of Feb- 
ruary from a long eastern jaunt 
which took them as far as Boston 
and New York. They traveled to- 
gether but each had his special line 
of study to pursue enroute. When 
they got back they drove right into 
the severest winter and snow tie-up 
that the Pacific Northwest has ex- 
perienced since the weather bureau 
started work in these parts. But 
to counteract that they found that 
the maritime strike had been set- 
tled—better than a 50-50 break. 

A new line has been taken on by 
the company recently: bronze bear- 
ings and bushings of the Johnson 
Bronze Co., Newcastle, Pa. 


Clay Barker Returns to 
Rogers-Bailey Supply 


Clay P. Barker, who started his 
career in the industrial supply busi- 
ness some years ago with the 
Rogers-Bailey Supply Co., Chatta- 
nooga, has returned to that firm, 
having purchased stock in the com- 
pany. In the interim he travelled 
the South for the Chas. A. Schie- 
ren Co. 

As a member of the firm of 
Rogers-Bailey, he is now handling 
the following industrial lines: Na- 
tional twist drills, reamers, and cut- 
ters; E. C. Atkins’ saws and 
planer knives; Gilmer cord and 
V-belts; Macklin grinding wheels; 
Boston Woven Hose & Rubber’s 
transmission, conveyor, and eleva- 
tor belting and hose; and I. B. 
Williams’ leather belting. 


Two New Lines for Woodbury 


Woodbury & Co. of Portland, 
Ore., have added two new lines, be- 
ginning active operations on them 
with the first of the year. These 
are the automatic and pressure reg- 
ulating valves of the Foster Engi- 
neering Co., Newark, N. J., and the 
line of the Goetze Gasket and Pack- 
ing Co., New Brunswick, N. J. 














Here’s why 
you should carry 
and push these 



























SET SCREWS 


stand up under punish- 
ment that wrecks other 
screws. Made of alloy 
steel, heat treated; 
therefore, tough yet 
hard, so points don't 
mushroom, hex dcesn't 





Fig. BE 232 round. 


Knurled “"UNBRAKO" Socket 
Head Cap Screw 


Knurls gear fingers to 
head; fingers, therefore 
have better purchase, 
drive faster and far- 
ther. Pliers bite the 
Knurled "Unbrako,"’ but 
slip on Smooth-Heads. 
Ask how we lock the 
Knurled ‘“Unbrako" 


when countersunk — it's 


NSHAK( 


SELF LOCKING NUTS 


the nut that can't shake loose 





Fig. 1434 
S. & Foreign 


unique. : 
Pats. Pending 




















Something really new and 
different in lock nuts. A 
floating thread or tocking 
ring within the nut provides 
a_ live counteracting force 
within the nut that positively 
prevents the nut from back- 
ing off. The ‘“Unshako"’ is 
self contained, no extra parts. 


Pat'd. and Pat's. Pend’g. 





Write for details and dealers’ proposition 


STANDARD PreEsseEp STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. LOUIS 
INDIANAPOLIS SAN FRANCISCO 





Fig. 754 Pat. Applied For 





“HALLOWELL" 


STEEL WORK BENCHES 





Fig. 732 
Pat'd and 
Patents Pending 


Strong, rigid, with one piece, 
smooth steel top, easy to 
keep clean. Won't sp'inter or 
burn. Shipped from stock, 
knocked down. Drawer not 


included. 


“"HALLOWELL"' 
STEEL STOOLS 


The ‘'Hallowell’ 
Steel Stools and 
Chairs have te 
come most pop- 
ular because 
being welded 
throughout they 
never get rickety 
and wobbly as 
riveted stools 
and chairs do— 
Get our Bulle’in 
Form 506. 





“HALLOWELL" 
STEEL TRUCKS 
non-tilting type; strong, smooth 
one - piece 
top of steel. 
Won't splin- 


ter; no nail 





heads or 


screws to 


ead 


tear or 
scratch. 
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NEW FOAM®BATHS for = 
BEAUTIFUL BODIES 


GAIN compressed air ts 
called upon to perform an important duty in an unusual field. 
Woman's search for new beautifying methods has led to baths of 
milk, wax and foam. Here compressed air is used to help produce 
a fluffy, soothing, emolliating foam that iuxuriously contributes to 
mv lady's aspirations for the body beautiful. 

Here is added proof of the unlimited possibilities of compressed 
air. New inventions, new ideas, new methods suddenly spring into 
being with compressed air a vital part of the operation. And 
Quincy Compressors are consistently chosen to supply low cost air 
for uses both new and old. 


FREE Guide to Increased Profits 


Wherever your territory may be, we can help you to uncove: 
hundreds of places where Quincy Compressors can be sold profitably 
From our sales records, we have compiled a check list of Quincy Sales 
Saves salesmen a lot of foot work-— increases sales with 
a little head work 


ilesmen 


Opportunities 
Obtain one of these Check Lists for each of yout 
Quincy Compressor 
Co., Quincy, Ill. Branch offices 
at New York and Chicago. 


MAIL COUPON NOW! 


Send coupon today for your supply 


UINCY 


Compressors 





Quincy Compressor Co., Quincy, Ill. Dept. M-3 


GENTLEMEN: Please send me copies of 
your “Check List of Quincy Sales Opportunities.” 


Quincy factory men always available 
for sales and engineering assistance 


Name 


Address 


City .. pare State 


Firm Name 
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Lewis Supply Pays Dividend; 
Boosts 1937 Sales Quota 


Payment of a 10 per cent divi- 
dend to stockholders of the Lewis 
Supply Co., Memphis, was voted at 
the annual meeting on Jan. 20, 
and at the company’s sales meeting 
earlier in the month an ambitious 
program was set up for 1937, ac- 
cording to T. W. Lewis, president. 
The company is travelling nine out- 
side salesmen, covering the Mem- 
phis and Helena (Ark.) territories. 

The four-day sales meeting and 
annual dinner dance were attended 
by 92, including 20 manufacturers’ 
representatives who spoke at vari- 
ous sessions to elaborate on sales 
features of the products handled by 
Lewis salesmen. 

Officers elected for the year were 
T. W. Lewis, president; H. E. Ad- 
ams, vice-president; E. E. Clifford, 
secy-treas., and W. M. Cone, treas- 
urer. 

Directors include H. C. Atkins 
and D. H. Potter, both of the E. C. 
Atkins Co., C. O. Zimmerman of 
Graton & Knight Co., Worcester, 
Mass.; H. E. Adams, who is in 
charge of the specialty and engi- 
neering departments in Memphis; 
E. E. Clifford, in charge of the ac- 
counting department; Sam Costen, 
prominent Memphis attorney; T. 
W. Lewis, Jr., city salesman; W. 
H. Howe and E. D. Rhodes of 
Howe Lumber Co.; M. D. Miller of 
the Miller Lumber Co.; H. D. Ste- 
phens, large plantation owner; W. 
M. Cone, manager of the Helena 
branch, and T. W. Lewis, Sr. 


Medart Opens Office 
In Kansas City, Mo. 


Roy C. Kendall, general sales 
manager of the Medart Co., St. 
Louis, announces the opening of a 
district sales office in the Dierks 
building, Kansas City, Mo. The 
office is in charge of W. A. Crooks, 
an experienced power transmission 
engineer, 


Literature Committee Meets 


Preliminary findings of the sales 
and promotion literature commit- 
tee of the American Supply and 
Machinery Manufacturers’ Associa- 
tion were reported in a meeting, 
Feb. 2, in New York. The commit- 
tee is studying the problem of liter- 
ature development and distribution. 
to determine what types are most 
effective in the industrial distribu- 
tion field. 
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dreds of requests for reprints prove it. 


cooperative advertising plans. 











MARCH 


ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Western Construction News 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
Pit and Quarry 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Skyscraper Management 


Wickwire Spencer Advertisements appearing 
in nationally distributed publications are of real interest to rope users. The hun- 


Wickwire Spencer distributors are turning 
this interest to their profit. Write today for the Wickwire Spencer distributors’ and 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 


| Worcester - Chicago - Buffalo - San Francisco 
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Buhl Sons Hold 
Industrial Show 


Buhl Sons Co., Detroit, opened 
their annual Industrial Exhibition 


| on Feb. 25 for a three-day run. The 


{ 


| show was held on the entire admin- 


istrative floor of the distributor’s 
main building at the foot of Adair 
Street. The affair was expected 
to attract 2,000 purchasing agents 
and plant engineers from Detroit 
industries, as well as those from 
such towns as Lansing, Flint, Pon- 
tiac, Saginaw, Jackson, and Toledo. 

Some 150 concerns were asked to 
exhibit equipment in the show, 
many of them setting up animated 
displays and operating demonstra- 
tions. 


Scheduling Missionary Men 
Assures Maximum Benefits 


By arranging to have manufac- 
turers’ representatives travel on a 
regular five-day-a-week schedule 
with his own salesmen, keeping one 
manufacturer’s man in the territory 
every day, F. A. Hubert, sales man- 
ager of Johnson-Mandeville Co., 
believes he is securing the greatest 
benefits possible from this type of 
cooperative selling. 

The manufacturer’s men are usu- 
ally scheduled for a week at a time 
with Johnson-Mandeville salesmen, 
or a week may be split for two of 
them, but in any event one is kept 
in the territory continually. The 
last three months of 1936, when Mr. 
Hubert first put the plan into effect. 
were the best of the year, and 
he attributes this record partly to 
the successful operation of the 
schedule. 





One of the first mill supply houses to inspect 
Gus Fischer's new Black & Decker showroom- 
on-wheels was Topping Bros., New York City. 
Left to right: Al Nilssen, salesman; J. H. 
"Jim" Browning, president; Chas. Passanaut, 
salesman; Geo. Carstens, salesman; Gus 
Fischer: and Geo. Piatt, sales manager. 























SATISFIED 
CUSTOMERS 


An increasing number of mill 

















supply distributors are add- 
ing satisfied customers 
to their accounts by 
selling “National” 
Twist Drills and 


Tools. 


MANUFACTURERS 


of pARABOLIC 


MILLING CUTTERS 





TWIST DRILLS HOBS 
MILLING CUTTERS SPECIAL TOOLS 


DETROIT, U. S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Cleveland, Ohio 







TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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“SELL MORE TOOLS TO MORE 


PEOPLE FOR MORE JOBS” 








No. 124 
Y/,” Drill 


$39.00 


No. 114 
¥,” Drill 


$19.95 
DISTRIBUTOR 





THE STANLEY 
can sELL EVERY print user 


The man who wants a good electric drill for service work will 
be interested in one of these new, low-priced Stanley Drills. 
Designed especially to meet the varying drilling needs of shop 
men, contractors, auto mechanics, plumbers, oil burner installers 
and others. Even at their low prices, “Victor” Drills have many 
exclusive Stanley features. The No. 124-'%” drill will drive 
hole saws up to 31/2 inches in diameter. 


Ball bearings on motor shaft and spindle. 
Strong aluminum alloy housing. 


Automatic release safety switch with 
locking device. 


Combination spade and breast plate 
handle. 


Detachable pipe handle for work in 


close quarters. 


Fits the regular No. 533 and No. 534 
Drill Stands. 





The chuck key is there 


when you want it. 


These inexpensive electric drills offer further proof that dis- 
tributors who stock Stanley Electric Tools can sell more tools 
to more people for more jobs. 


We Are Represented By Selected Distributors 


STANLEY ELECTRIC TOOL DIVISION 


7 A The Stanley Works 
- New Britain, Conn. 
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| Frank Archer Chided 
_ At Birthday Banquet 


To celebrate the 62nd birthday 


| of Frank M. Archer, president of 


the Superior-Sterling Co., Bluefield, 
W. Va., a group of prominent coal 
operators and industrial suppliers 
of Bluefield, headed by Lamar Ep- 
perly, put on a stag dinner Jan. 27 
that was spiced with a highly di- 
verting program largely at the ex- 
pense of Mr. Archer, who accepted 
the merry-making in good spirit. 
Preceding an elaborate dinner 


| served in the club room of the West 


Virginian Hotel, the 28 men gath- 
ered in the bridge room where Mr. 
Archer was placed on mock trial as 
a deserter of his Republican faith 
for New Deal “isms,” and was also 
charged with making himself a pub- 
lic nuisance for ballyhooing the re- 
cent Texas Centennial. 

At every turn, the “Red” motif 
was emphasized, in keeping with 
Mr. Archer’s suspected “leftist” 
tendencies since deserting the so- 
called Grand Old Party to whoop 
it up for Roosevelt and the Texas 
Centennial. All guests had been 
previously provided with red neck- 
ties. C. E. Lilley, vice-president 
of Superior-Sterling, carried this 
effect to even more radical extreme 
with a shirt of light brown. 

Other industrial supply men at- 
tending the party included, besides 
Mr. Archer and Mr. Lilley, E. R. 
Burks, vice-president of the Blue- 
field Hardware Co., and Leon M. 
Rish, president of the Bluefield 
Supply Co. 





The actual path of liquid through a steam 
trap is graphically demonstrated by an ex- 
hibit originally developed for the Power 
Show in New York by Yarnall-Waring Co. 
Philadelphia. The display also included the 
complete line of traps, with some spare 


| parts, and the company's newly developed 


flanged body, bolted bonnet style. 
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its with J&L 


Increase your 


a 


ee 


10,498,731 messages 


will urge your customers 
to buy J&L Steel in 1937 


... this means more business for you as 
a distributor of J&L Products. 





—— .. Stressing the quality and availability of Jones & 
Laughlin Steel Products and their value to the user . . . will come 
to the attention of steel buyers more than ten million times in 1937. 

This helps to bring a wave of inquiries .. . representing demand 
for J&L Steel . . . which you fill at a profit and with rapid turn-over 
when you handle J & L Steel Products. Boiler tubes, pipe, cold 
finished steel, hot rolled bars, shapes, and plates, cold finished 
shafting, wire products ... all are in profitable demand, all are 
being adequately supported by advertising. 

Mill supply jobbers everywhere are cashing in on the quicker 
turn-over and the extra sales value of J&L Steel Products. J&L is 
featuring these profit items in magazines, folders, booklets and in 
other sales building efforts. 


For faster turn-over and greater profits get in touch with J & Ltoday. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 


MILL SUPPLIES ® MARCH 1937 95 





AMEN Xe) :1>, 


DISTRIBUTORS 
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CThetactory behind Milford Blades 
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A modern high speed steel heat treating furnace. Atmos- 
pheric and heat controlled for the heat treating of 
MILFORD REZISTOR blades. 


L&I 
ua ol 


Here is but one example of the type of equipment used in the 
manufacture of MILFORD REZISTOR blades. Specially designed, 
and in many cases, machinery that is constructed in our own factory, 
enables us to manufacture flawless blades with a precision and 
uniformity almost unheard of but a few years ago. 


Industry today demands hack saw blades and band saw blades that 
will cut faster and more accurately than was thought possible in 
years past. This means that every operation now requires accuracy, 
but in some operations must not vary over one thousandth of 
an inch, 


Behind all MILFORD blades is the accumulated experience of over 
60 years devoted exclusively to the manufacture of metal cutting 
saw blades, and the resources of an organization devoted entirely 
to the fabrication of blades of scientific design, precise workman- 
ship and uniform quality. 




















THE HENRY G. THOMPSON & SON COMPANY 


NEW HAVEN, CONNECTICUT 


Saw Makers for over Half a Century 





96 MILL SUPPLIES ®© MARCH 1937 





The well dressed man wore a derby 59 
years ago, just as he does today. Here 
is Alfred M. Maddock (center), founder of 
Maddock & Co., Philadelphia, when the firm 
was known as Powell & Maddock. The pic- 
ture was taken in 1878 by George R. Bailey, 
who is still active in sales work for the 
distributor. 


Manufacturers Supply 
Adds Paasche Air Brush 


Manufacturers Supply Company, 
Grand Rapids, Mich., has been 
named to represent the Paasche Air 
Brush Co., of Chicago, according 
to E. H. Idema, president. 


Takes on Bonney Tools 


Riel Hardware and Mill Supplies, 
Springfield, Mass., recently took on 
the Bonney line of tools. This pro- 
gressive New England house cele- 
brated its thirteenth year in busi- 
ness on February 11, and although 
the last six years were the hardest, 
“our prospects are better now than 
at any time in our history,” ac- 
cording to the word of Arthur R. 
Riel, manager. 


White Supply to Exhibit 


An important exhibitor at the 
Waterbury (Conn.) Progress Ex- 
position will be the White Supply 
Co., of Waterbury, which will pre- 
sent a comprehensive exhibit of its 
various lines. The show, held from 
March 29 to April 3, will be in the 
State Armory. Various manufac- 
turers’ representatives have signi- 
fied their intention of being pres- 
ent. A new line recently taken on 
by White’s is Wright Hoists and, 
according to Linford C. White, 
Treasurer, early sales are most 
promising. 











| 
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NEW YORK + DETROIT «© CHICAGO 
TWIST DRILLS * MILLING CUTTERS « TAPS « DIES « REAMERS 
| DRILL CHUCKS «© WHEEL DRESSERS = SPECIAL TOOLS 
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use 





HO 


Every Hose User i4 a prospect 


TWO HOSE ENDS 


Sizes %, 44, 1 inch 


COUPLED TOGETHER 


Patent No. 1,914,568 


“AIR-KING” 


Quick-Acting 
Universal Couplings 


Here is a Universal connection that fits all customer require- 





ments because it fits all makes of hose. It is strong—air 
tight—coupled and uncoupled by a single twist of the wrist. 
They sell because they mean tight, leakless connections under 
high or low pressure or vacuum. Made of wear-resisting bronze 


or malleable iron rust-proofed with cadmium. 


@ and these couplings are made by 


-— a manufacturer known for hose couplings of dependability 
and performance and a resale policy that means PROFITS 
for distributors. Have your customer standardize on AIR-KING, 
and remember DIXON is back of you with a PRESTIGE that is 
a real sales-builder. The “AIR-KING”, as well as the rest of 
the DIXON line of Hose Couplings ("BOSS”, “DIXON”, 
“KING”) is never sold by DIXON to the consumer.—A com- 
plete line that meets all requirements. 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA 


Birmingham Los Angeles 


Houston 
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Improve Your Distribution 
of Literature, Boyd Urges 


One of the important obligations 
—or opportunities—of an indus- 
trial distributor, in the opinion of 
Vance C. Boyd, vice-president in 
charge of sales for Standard-Shan- 
non Supply Co., Philadelphia, is the 
distribution of manufacturers’ lit- 
erature. 

“First it is essential to have the 
literature arranged in catalog bins 
clearly marked, alphabetically, so 
that the salesman can readily see 
what is available for distribution. 
We have three large racks, or bins, 
with different sized compartments 
for proper storage and marking of 
literature,” he states. 

“We expect our salesmen to dis- 
tribute this literature not only to 
purchasing departments, but also 
to interested executives in the 
shops. 

“In order to keep proper records 
of literature distribution, we have 
sales books in which we indicate 
the literature to be given certain 
accounts—determined by the proba- 
bility of their purchasing various 
commodities. We also keep a defi- 
nite record of 20 of our specialty 
lines, so as to know what results 
are being obtained in our special- 
ized sales activities,” he explains. 

“Off-hand I would say that we 
have imprinted our name and ad- 
dress on the literature of over 
a hundred manufacturers. When 
a manufacturer’s representative 
works with our salesmen, we natu- 
rally concentrate on that line for a 
reasonable length of time, so as to 
afford that manufacturer a maxi- 
mum of cooperation for the expense 
he has incurred in rendering this 
type of assistance. 

“In making quotations we always 
attach a pamphlet for ready refer- 
ence of the purchasing department 
or the shop, and our men always 
carry a supply of literature in their 
cars for distribution to customers 
and prospects. We find that show- 
ing an illustration of a piece of 
equipment to a prospective cus- 
tomer often leads to a demonstra- 
tion,” Mr. Boyd reports. 


Two New Distributors of 
Permite Aluminum Paint 


Aluminum Industries, Inc., Cin- 
cinnati, have just appointed Housh 
Industrial Supplies, Inc., Evans- 
ville, Ind., and Warner Hardware 
Co., Minneapolis, to handle Permite 
aluminum paint. 





. 
























Trimont Mfg. Co. backs your sales efforts by a 


policy of making only the finest wrenches money 
can buy. 


You can always depend upon this organization 
to supply your customers with first quality products. 
Sell Trimo Wrenckes and you sell dependable 


service, strength, safety and economy. Let TRIMO 
increase your sales. 







JED 
(ay 
| Pip ALLOY This Red Tag is al- 

“* K, ways attached to 
iy every TRIMO Pipe 
Wrench. 





TRIMONT MFG. CO. INC., ROXBURY, (BOSTON) MASS. 
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For “LOCK-ON” slip 
socket on square 
drive—hole in line 
with plunger. For 
friction grip, do not 
line up hole and 
plunger. 


HEAVY AND 
EXTRA HEAVY 
DUTY SOCKETS 
IN WIDE RANGE 

OF SIZES 
BOTH DOUBLE 
HEX AND 
DOUBLE SQUARE 


LOCK-ON SOCKETS 
ARE SAFE 








THey Car 
DROP OFF 


LACKHAWK “LOCK-ON” 

sockets are “clicking” in 
many lines of industry—mak- 
ing a big hit with millwrights, 
bridge and building construc- 
tion crews; in shops and fac- 
tories, and on speed production lines. A 
“Lock-On” socket is securely locked on 
handle or extension in a jiffy. Can't drop 
into machinery, gear boxes — or injure 
workmen working from below. Stays on 
until worker wants it off — then exclusive 
Thumb-Release permits removing socket in- 
stantly. “Lock-On” sockets speed up results, 
save time, prevent accidents, help turn out 
more and better work—no matter how dif- 
ficult the position or how close the quarters. 


Ask BLACKHAWK about “Lock-On” Sockets 

and Wrenches — also Box Type and Open 

End Wrenches in the complete line of fa- 

mous Blackhawk Wrenches. ; 

BLACKHAWEK MFG. CO., Milwaukee, Wis. 
Exclusive Canadian Distributors: 


THE CANADIAN FAIRBANKS-MORSE CO., LIMITED 


Branches in All Principal Cities 


BLACKHAWK 


Socket Wrenches 


100 
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W. S. Micheal, veteran salesman, 36 years 
with Globe Machinery and Supply Co., 
Des Moines, la. 


Carter Elected President 
Of Fostoria Pressed Steel 


R. J. Carter was elected presi- 
dent and general manager of the 
Fostoria Pressed Steel Corp., Fos- 
toria, Ohio, at the annual meeting 
of directors and stockholders on 
He succeeds C. D. Pifer, 
who became chairman of the board. 

C. W. McDaniel, general sales 
manager, was advanced to the posi- 
tion of vice-president in charge of 
sales, and will also serve as the 
company’s secretary. E. L. Bates 
was elected vice-president, while 
R. L. Hill, assistant treasurer, was 
named treasurer. 


Specialty Selling Growing 
In Department Stores 

That specialty. selling practices 
are becoming more and more popu- 
lar with department stores for mer- 
chandising of electrical appliances 
was evident in the recent conven- 
tion of the National Retail Dry 
Goods Association. During the 


merchandising session of the con- 
vention, man after man arose to 
testify that specialty selling meth- 
ods had materially increased sales 
volume in appliance departments. 





J. O. SMITH 
Who has just been appointed salesmanager 


| of Western Iron Stores, Milwaukee. 



























































PRODUCTION BEGINS in the TOOLROOM 


TO best assurance of fast, accurate work on jigs, fixtures 


or special gages is a plentiful supply of Starrett Precision 
Shop Equipment Tools. The revised edition of Starrett Catalog No. 
25 EG illustrates and describes over 3000 fine precision tools and 
dial indicators, each one desi gned to bring new speed and accuracy 
to measuring or inspecting operations. Do you need extra copies? . 


THE L. S. STARRETT CO., ATHOL, MASS., U.S.A. 


World's Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled—Steel Tapes, Standard for Accuracy 


PRECISTON SHOP. EaevUlreMEN?: 
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BARNES 





Barnes Blades never let the customer down. 
They‘re good blades because we make them 
carefully, to give the user the maximum num- 
ber of cuts for his money. 


And the House of Barnes is faithful to its dis- 
tributors. We help you select a well balanced 
stock. We help train your salesmen to SELL 
blades—not just take orders. And our own 
factory-trained representatives are available 
to help your salesmen advise your customers 
on metal cutting problems. 


When you sell Barnes Blades you sell a 
worthy line that adds prestige to your name, 
adds good profits to your balance sheet. 


W. O. Barnes Co., Inc., Detroit, Michigan 
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Many a Chicagoan is exposed to this attrac- 


tive window display at the busy corner of 
Wacker Drive and Randolph Street, where 
H. Channon Co. exhibits the flexible shaft 
equipment of N. A. Strand & Co. 


Research Physicist Talks 
On High Arc Temperatures 


Dr. C. G. Suits, research physicist 
of General! Electric Co., presented a 
new picture of the mysterious na- 
ture of the electric arc last month 
before the annual winter conven- 
tion of the American Institute of 
Electrical Engineers in New York 
City. 

Dr. Suits demonstrated new 
technic in electric arc welding, and 
claimed that studies of the in- 
tensely hot discharge produced in 
electric welding, in circuit break- 
ing, and in high intensity arc light- 
ing are leading to substantial im- 
provements in these fields. From 
temperature measurements made 
by observing the speed of sound 
waves in the arc core, he reported 
that the temperature developed is 
about 6,000 deg. C. absolute. 


Sam Clark Sails for 


South America 


S. H. Clark, secretary-treasurer 
and sales manager of Samuel Har- 
ris & Co., Chicago, sailed early in 
the week of February 14, aboard 
the Cunard liner, Aquitania, on a 
six weeks South American cruise. 
He was accompanied by Mrs. Clark 
and the latter’s parents, Mr. and 
Mrs. Grant Ridgway. Sam was 
planning to throw all business cares 
away while visiting Buenos Aires, 
Rio di Janiero and other points of 
interest on the cruise. We almost 
neglected to mention that another 
member of the party will be Sam’s 
piano accordion with which he is 
a master entertainer. 








(Continued from Page 33) 








1. No. 2 is right. 
2. No. 5 is right; final 
































A WORD TO THE WISE 


W: ARE ALREADY WELL ALONG in a sellers’ market, and this trend 


will continue for some time. 


In such periods, our past relations with our suppliers count for much. If we 
have been good, regular customers of a manufacturer—especially if we have been 
buying exclusively from him in his line—-we may be certain that we will be taken 
care of when a scarcity of merchandise takes place. 

In such times as the present, a manufacturer can sell all he can produce—a 
little later on, as the cycle develops, he will have more orders than he can take care 
of. What will be the result? 

The manufacturer will do just what you, Mr. Distributor, are doing; or, at least, 
should be doing—he will segregate his profitable accounts from the unprofitable. 

Those who have been buying regularly, and in volume—those who have been 
paying promptly—in short, those who supported him during the recent buyers’ market, 
are the ones who are now going to receive real service from the manufacturer. 

The law does not allow price discrimination, but it does allow a seller to choose 
his customers—he is bound to choose those who have been profitable to him. 

My advice, if you have not already done so, is to tie up promptly with some 
one, good source of supply in each line-—establish a sound working basis—then stick 
to your contract. You will get more in this way than 
you can possibly get by any other method. 

We are fast approaching a period of scarcity in 
merchandise—you should be prepared. 


CLOVER MFG. CO. 
NORWALK, CONN. 


COATED ABRASIVES AND ABRASIVE COMPOUNDS 
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PRESSED STEE 


HAND TRUCKS 
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Good Hand Trucks Make 


Payroll Produce Profits 


Everyone who buys hand trucks finally 
learns that profits do not come from the 
saving in truck prices but rather from 
the actual ‘“‘trucking’’ each man can 
do day after day. Better trucks—lighter 
trucks— easier handled trucks make it 
possible for less men to do more work. 


The sturdy, tough frames of American 
Pressed Steel Hand Trucks are made to 
“stand the gaff’ anywhere and to build 
good will for the dealer who sells them. 
Models designed for every type of service 
are available. Write for catalog. This 
is a line that offers distinctive selling 


advantages for every salesman. 


THE AMERICAN 
PULLEY COMPANY 
Dept. 2, 4200 Wissahickon Ave.. Philadelphia, Pa. 


MERICAN 






threads are at the center, 
with starting threads on both 
faces, so the die can be used 
either way. 

3. No. 4 is right. 

4. No. 2 is right. They are long- 
handled, flat-ended or chisel- 
ended furnace tools. 

5. No. 4 is right, although No. 2 
is close in most cases. 

6. No. 1 is right. 


HOW SANDY LIT THE WEDDING 





Here’s Sandy’s light arrangement 
diagram. Note that each side of 
the star forms a 4-light line, that 
each point and each joint forms a 
single light, and that there are ten 
pairs, as indicated by the dotted 
lines. 








Hole Smoothers 
(Continued from page 21) 








bled on the job. Inevitably, there 
is some misalignment of holes, so 
they must be reamed before rivets 
or bolts can be put in. The bridge 
reamer has a sharp taper at the 
front end to permit it to enter 
these misaligned holes, the body is 
heavy, and the flutes are designed so 
that it will withstand many regrind- 
ings before it need be discarded. It 
is usually four or five-fluted, with 
either spiral or straight flutes. 
The spiral-fluted reamer acts more 
smoothly, but is harder to feed into 
the work because the spiral, as men- 
tioned earlier, must be opposite to 
the direction of rotation. If the 
spiral is very steep, power feed 
must be resorted to, almost an im- 
possibility where the reamer is 
driven by portable electric or pneu- 
matic drills. Three-fluted reamers 
with the “hand” of the spiral the 
same as the direction of rotation 
are also used. They are sturdy, 
and feed easily, but they have a 
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§ Short Center Drive’ 


_ These two booklets are of the greatest the outstanding characteristics of 
| significance for anyone whose respon- American Tension Control Motor Base 
Drives. Every Short Center Drive has 


its own peculiar characteristics. Eac 
decrease costs on short center drives. ae 
| case warrants individual study. Have 


One covers the engineering of V-Belt all the facts in hand, on both basia 
installations and the applications of methods before making your decisio 
Wedgbelt Drives. The other describes on new equipment. 


| sibility it is to increase performance and 








American 
Tension Contro 
Motor Base 


American 
Wedgbelt Drives 


Better grooving, bet- In its specific range 
ter balance, better of applications there 
bushings combine to make Wedgbelt Pulleys is no more efficient short center drive. In man 


outstanding in their field. They are offered with ©ases it has reduced average belt tensions and 


the definite intention of providing a superior bearing a 50%—with corresponding 
reductions in maintenance and replacemen 


product, based on this company’s two score  cogts. Its superiority is a matter of proven engi 


years of producing quality power transmis- neering fact—its performance can be predeter 
sion products. mined with mathematical accuracy. 






















Send us the facts about any difficult drive. Years of experi- ea Mail this 
ence in engineering power transmission equipment will f at Ang he c a 
enable us to recommend the most efficient type of equipment. FPO Wig Pry iy coupor 

ts) ~ 
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STANLEY 
SCREW DRIVERS 


DEPENDABLE 


From handle to tip these Stanley Screw Drivers are built for long, 


me O0 STC) 


heavy use. Cross-ground tips, fine steel blades, correctly tem- 


pered and locked into tough handles—and a size and type 


for every shop job have made Stanley Screw Drivers 


No. 1006 


“Stanloid’’ — com- 
bines a tip and bar 
of highest quality, 
locked into a trans- 
parent ‘‘Stanloid’’ 
composition handle 
that is practically 
unbreakable. Han- 
dies are tough, 
shockproof, and are 
unaffected by oil and 
water. Four sizes 
4, 6, 8 and 12 inch 
blades. 


the preferred drivers of industry—everywhere! 


No. 25 


The ‘‘Hurwood"’ 
Screw Driver with 
bolster construction. 
Blade tempered en- 
tire length, handle 
deeply grooved for 
secure grip. Eight 
sizes: 2'2, 3, 4, 5, 
6, 8, 10 and 12 inch 
blades. 






































No. 100i 


**100 Plus’’ — the 
strongest wood han- 
died driver made 
Forged blade, oil tem- 
pered entire length 
Heavy wings on tang 
of blade prevent it 
from turning in han- 
dle. Seven sizes: 3, 
4, 5, 6. 8, 10 and 12 
inch blades. 





No. 2502 


New Stanley Screw 
Driver to fit *‘Phil- 
lips’ Recessed Head 
Screws Furnished 
in four sizes to han- 
dle the complete 
range of these 
screws. Send for full 
information on 
these Serew Drivers 
and Serew Driver 
Bits. 


This same advertisement, running in current industrial 


magazines, is selling your customers on the true economy 
of quality tools. Making Stanley Screw Drivers and other 
Stanley Tools easier and more profitable to sell. 





No. 20 


Stanley ‘‘Hurwood”’ 
—the standard driv- 
er for over 25 years. 
Blade, shank and 
head are hot forged 
in one piece. Blade 
is locked in place by 
projecting wings on 
the head and by a 
rivet through fer- 
rule, handle and 
blade. Nine sizes: 
2%, 3, 4, 3, 6, 8, 
10, 12 and 18 inch 
blades. 
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tendency to “hog” into the work 
at the end of the cut, roughing it 
and possibly breaking the reamer 
or jamming it. Two lengths are 
available, the shorter being prefer- 
able if circumstances permit, to 
avoid cramping and provide sup- 
port. 

Before we pass on to speeds, 
feeds, and care, one special type 
of reamer perhaps should be men- 
tioned—the combined drill and 
reamer. Recommend it only where 
holes are to be reamed of a depth 
which does not exceed their di- 
ameter, where time required to re- 
place the drill with a reamer is 
appreciable or costly, or where the 


second operation required addi- 
tional machinery. It is a special 
tool, hence costlier than either a 


drill or a reamer, and is simply a 
short drill (14 to 2 times diameter) 
on the end of a reamer, the drill 
flutes being carried back through 
the reamer, usually with the same 
spiral angle, so that reamer cut- 
ting edges are somewhat irregu- 
larly spaced. The jig bushing is 
made to fit the reamer portion, 
thus guides on the reamer lands 
while the drill starts the hole. The 
point of the drill is through the 
hole before the reamer begins to 
cut, and the latter is then guided 
in the usual way. 


Speeds and Feeds 

Reamers of a given diameter 
should usually be run slower and at 
greater rate of feed than the cor- 
responding drills. High-speed steel 
reamers should run at two-thirds 
to three-fourths drill speed. Too 
slow a speed is costly and does not 
particularly help life; too high a 
speed causes the reamed material 
to cling to edges and lands, causing 
premature dulling and roughing up 
of hole walls. In hard materials, 
a speed even slightly too high will 
wear out a reamer very rapidly. 

Feed should be two to three times 
that of the corresponding diameter 
drill, although both feed and speed 
are affected by the amount of ma- 
terial to be removed —the more 
stock to be removed, the lower 
the feed and speed. Feeds are 
also governed by degree of finish 
desired. Too coarse a feed produces 
revolution marks and rough walls; 
too fine a feed makes the reamer 
idle in the cut, causing undue wear 
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PAINT SPRAYING 
PNEUMATIC TOOLS 
LIQUID AGITATION 
CLEANING PURPOSES 
LIQUID TRANSFER 
OPERATING PRESSES 
WHISTLES AND ALARMS 
STONE CUTTING 
AERATION 

OPERATING CONTROLS 
AIR OPERATED CLUTCHES 





Atlanta Denver Los Angeles Salt Lake City 
Birmingham Detroit Newark Son Francisco 
Boston Duluth New York Scranton 
Buffalo El Paso Philadelphia Seattle 

Butte Hartford Picher St. Louis 
Chicago Houston Pittsburgh Tulsa 
Cleveland Knoxville Pottsville Washington 
Dallas 


365-3 


SALES 


needs compressed air for some purpose. 

Ingersoll-Rand Type 30 compressors are 
just the units you need to sell such cus- 
tomers. They are simple, compact, and 
reliable, and they require no special foun- 
dations. 

Such features as continuous service rat- 
ings, foolproof centrifugal unloader, I-R 
stainless steel plate valves and the inter- 
nationally known Ingersoll-Rand name 
mean satisfied customers and more sales. 

They are available in a complete range 
of sizes to fill usual and unusual require- 
ments. '/4 to 15 hp.— pressures 5 to 1000 
lbs. per sq. in.— capacities 1.2 to 102 cu. 
ft. per min. Quick deliveries from a nearby 
branch warehouse or from the factory. 

The most complete compressor line— 
write or phone nearest branch for an inter- 
view. 


Ingersoll-Rand 


11 BROADWAY, NEW YORK CITY 
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OPPORTUNITIES 
’ FOR TYPE 30 
COMPRESSORS 


@ Every industrial plant on which you call 
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Swiss 


e . e 
Precision Files 
SWISS PATTERN FILES 
MADE IN UNITED STATES 
Their satisfactory performance 


creates repeat orders for the 
distributors who handle them. 
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American Swiss File & Tool Co. 
Elizabeth, N. J. 





in proportion to work produced. 
The best rule is to start from the 
data given, and experiment. 


Care of Reamers 


Remind customers that reamers 
are finishing tools, hence should be 
treated carefully and stored prop- 
erly if maximum working life is 
to be obtained. Reamers should be 
stored so that their edges do not 
strike —in individual cardboard 
tubes or wooden bins, for example. 
Even a light impact against an- 
other similar hard and keen cut- 
ting edge will cause the edge to 
chip. Similar precautions should 
ers to and from the machine at 
which they are to be used, and in 
keeping them at the machine dur- 
ing intervals between use. A rack 
or suitable individual holder is ad- 
visable. When not in use, a reamer 
should be covered with oil, to pre- 
vent rusting at 
even a small 
pit or nick. 
ommend a 
wheel. 
rough 


cutting 
spot 


edges— 
rust creates a 
In resharpening, rec- 
fine but free-cutting 
A coarse wheel produces a 
edge, hence results in a 
rough hole and reduced reamer life. 
Burning of the reamer 
grinding destroys its life. 
One unusual operation being done 


edge in 


more and more with reamers is 
| the reaming of tapered holes— 
holes originally drilled straight, | 


then reamed at one end to produce | 
a uniform taper. The reamer, in- | 
stead of being a finishing tool, be- | 
comes a heavy stock-removing tool, 
cutting throughout its length at the 
finish of the cut and subjected to 
much greater torsional strains. The 
tendency is toward destructive 
chatter, and the greater the taper, 
the greater the chatter. This means 
heavy, sturdy reamers with ade- 
quately backed cutting edges and 

large flutes with well-rounded bot- 

toms. For hand _taper-reaming, 

straight flutes or 10-deg. spiral at 

most should be used; for machine 
tapering, spiral angle can be about | 
45 deg., and flutes from two to five, 
increasing with diameter. 

Material for this article was ob- 

tained from the Engineering Bul- 

letin of National Twist Drill & 

Tool Co., and the Handbook 
Drillers of Cleveland Twist 


for 


Drill 
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be observed in transporting ream- | 
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THE [UFKIN RULE (0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
6 > Lafayette St 
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WINDSOR, ONTARIO 
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WHY DISTRIBUTORS 





CAN 


Go -hecee WITH ELECTRIC HOSE 


7" reason is easily understood. First of all there is 
a hose in the Electric line specially designed and 
built for about any conceivable service that your customer 
may have. And it will be hose built by the HOSE 
SPECIALISTS, a company that concentrates all of its 
thought, all of its 35 years experience to making hose 
that will work better, last longer, and win customers. 
When you consider that in addition to having an 
outstanding line of hose, the distributor has the protection 
and assistance of an established and liberal Policy that 
assures him a fair profit. Read the “Statement of Policy” 
printed here. Coupled with this Policy is a program 
which should prove interesting to recognized distributors 
in certain territories where strong representation is 


wanted. Facts will be given in full to those who write. 


ELECTRIC HOSE & RUBBER CO. 
WILMINGTON DELAWARE 


THE HOSE 








Sttement of. Duley 


On Direct-Selling: It is our fixed objective to sell through our distrib- 
utors, and not to compete for business which they can obtain; further, to 





firmly encourage buyers to place orders through distributors. 


On Selective Distribution: It is our determination to limit distribution 
to a point which assures profitable sales volume for active distributors. 
On Protection of Stocking Distributors: We shall favor and protect 
distributors who adequately stock products in current demand in their 
territory. 


On Profit Margin and Price Maintenance: Adequate margin shall 
be provided, and established prices shall be strictly maintained. 


On Stock Turn-over Problems: Ful! cooperation will be given in an 
effort to maintain rapid turn-over. 

On Sales Cooperation and Promotion: Inquiries and orders received 
direct shall be immediately referred to distributors, wherever we have 
active outlets able to satisfy customers’ requirements. 

The primary function of branches and factory representatives shall be 
to develop new customers and assist distributors in serving present cus- 
tomers. They shall not compete for or handle orders direct which could 
be secured and handled with full satisfaction to the customer through our 
distributors. 


Consistent, intensive advertising and adequate printed matter and sales 


helps will be provided. 
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ASSURED BY ADVANCE 
GUARANTEE OF QUALITY 


Speed, Safety, and economy are sales arguments 
which build volume for Advance Distributors 
and insure profitable repeat business. Sell 
Advance Tools with complete confidence 
in our guarantee of quality. There are 
years of successful manufacturing ex- 
perience back of them. Combine the 
best possible service for your cus- 
tomers with maximum profits 
for yourself, 


The Power King 
is a well known Ad- 
vance Tool. It has 
built up a _ reputation 
for dependability because 
of its strong construction, fast 
action, and ease of handling 
with no lost motion. It has a 
world of power—so husky that it 
will move a locomotive. Has no 
equal for heavy duty work. 


POWER KING 
POWER BOY 
BADGER CAR MOVER 
NEW BADGER CAR 









Let us send you full details on all types 
of Advance Car Movers and the Advance 
Safety Car Wrench. You will make 
money selling these tools! 


ADVANCE CAR MOVER COMPANY 


APPLETON, WISCONSIN 


MOV 
ADVANCE SAFETY 
CAR WRENCHES 





CANADIAN FACTORY—CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONT., CANADA. 


COFFING “oc? HOISTS 


SPUR GEAR @ RATCHET LEVER @ ELECTRIC 














Profitable and 
Lasting Sales - - 


Coffing Hoists bring money sav- 
ing efficiency to a broad variety 
of industrial users. Their econo- 
my in operation is definitely prov- 
en by their quick response to 
every demand, great flexibility, 
smooth operation, low mainte- 








nance cost and extremely long 
life. 


Let these popular Coffing Hoists 
build up a substantial hoist busi- 
ness for you. Tremendous new 
sales opportunities are open for 
Distributors in shops of all kinds 

-garages, railway repair shops, 
automobile plants, oil fields, 
mines, machine shops, utilities, 
airports—in fact users everywhere 
endorse these economical and de- 
pendable hoists. 


t We will be glad to provide you 
with complete information. 


COFFING HOIST 
COMPANY 


DANVILLE ILLINOIS 
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It’s Happened Since 
1929 


(Continued from page 29) 








credit business, but sells strictly for 
cash, some day he will probably get 
the idea that by carrying a bigger 
stock he can do more business. So 
again he will ask the manufacturer 
for credit. 

“What is the manufacturer to 
do? He doesn’t want to refuse Joe 
and so lose him as a customer. But 
Joe ‘hasn’t been in business long 
enough really to prove himself a 
good credit risk. 

“The chances are the manufac- 
turer lets Joe have a little merchan- 
dise on credit, but not enough to 
hurt seriously if anything goes 
wrong. 

“But Joe’s credit is only the first 
problem he left on the manufactur- 
er’s doorstep when he went into 
business. The second problem is 
harder. And the more successful 
Joe is, the harder it becomes. Be- 
cause when Joe works up a good 
trade, some established barbers’- 
supply concern in the city is going 
to feel Joe’s competition. Then, if 
the barbers’-supply industry is like 
most other industries, the manager 
of the concern will go to the manu- 
facturer who is backing Joe and 
complain: 

““Look here, Mr. Manufacturer. 
Our concern has handled your prod- 
uct for years. We have created a 
market for your product. We’ve got 
a big investment. We carry every- 
thing in the barbers’-supply line— 
barbers’ chairs and electric signs 
and soaps and shampoos, and all 
the rest. But now along comes this 
Joe Blanco, who doesn’t even have 
an office, and he goes out with a 
few quick-selling items and sells 
them to our customers. You’re 
letting him handle your product. 
That isn’t fair to us. You'll have 
to decide whether you want to do 
business with us or with Joe Blanco. 
Because we won’t handle your prod- 
uct if Joe does.’”’ 

I think most businessmen will 
agree that the most-unlooked-for 
result of the depression is the in- 
creased business that is being done 
by old-line wholesale concerns 
throughout the country. Not only 





























YOULL FIND THEM 





Ingersoll Shovels are available in 
all types and grades, for every 
purpose, and in a price range to 
meet competition. Round or square 
point shapes, black or polished 
finishes. (The Alloy, A and B 


a 








Made of 


[EM,, CROSS :: 


INGERSOLL PROCESS STEEL 





This Steel used in the manufacture 
of Ingersoll Shovels has an inter- 
locking mesh-grain structure which 
gives unusual resistance to splitting 
and curling. It is surprisingly tough, 
light in weight and holds a cutting 
edge unusually well. 


Send for new Ingersoll Shovel Catalog. 
Distributors are finding the Ingersoll 
Sales Franchise is increasingly valuable. 


Write for further information. Address Dept. MS. 


INGERSOLL STEEL & DISC DIVISION 


BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 


INGERSOLL Shovela 
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YOU'LL NEVER HAVE DRILLS 
TAKEN FROM/A<4_ STAND 





ALL METAL « ATTRACTIVE 


a ae 
PORTABLE 
-pecTRIC DRILL s 





Furnished free with 
an order for one each 


FREE 


OB-8',” light duty, 
OB-4',"” standard TO HELP YOU 
duty and OB-5', 


standard duty drills. 


SELL DRILLS 





The complete Signal drill line is 
constantly on display—which is 
worth dozens of drills out of sight 
on a shelf. Your trade can handle 
these drills, too—another important 
feature in selling drills. The stand 
is attractively finished in bright red 
and black—is 52 inches high; weighs 
374 pounds. Let this valuable 
"salesman" go to work for you at 
once. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Mich. 
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that, but the number of wholesale 
concerns increased during the de- 
pression. 

For a generation, certain econ- 
omists have been saying that it was 
wrong for a middleman to take a 
profit on goods between the factory 
and the retailer’s counter. They 
claimed that the wholesaler was an 
iniquitous load on industry. 

I hope no economist’s feelings 
will be hurt when told that there 
are more middlemen operating now 
than there were in 1929, and that 
they are doing more business. 

Generally speaking, the wholesal- 
ers’ low point was reached during 
the boom times of the 1920’s. Hun- 
dreds of manufacturers who for- 
merly sold their products through 
wholesale houses began to eliminate 
the wholesalers and to sell direct 
to retail storekeepers. It was, in 
many cases, the logical thing to do. 
You were, let us say, a manufac- 
turer and your plant was in Illi- 
nois. To avoid stepping on toes, let 
us say you manufactured silver- 
plated door knockers. You _ sold 
through forty wholesale houses in 
different parts of the country. You 
permitted the wholesalers to make 
20 per cent profit on 
knockers. 

You didn’t begrudge this 20 per 
cent when times were hard and sell- 
ing was difficult. You realized that 
the wholesalers earned their profit. 
But when the boom came along and 


your door 


there was an enormous demand for 
your product, you began to figure 
that you could do business direct 
with retail merchants at less ex- 
pense than the 20 per cent you al- 
lowed the wholesale houses. 

So you organized a big force of 
salesmen and set them out to cover 
every town in the country that was 
important enough to support’a good 
retail store. 

Your saleman went to the town 
three times a year, at an expense 
seventy-five dollars for 
railway fares, hotel bills and salary. 
Your actual selling expense was less 
than 5 per cent. 

It went on that way until 1930. 
Then the small-town merchant who 
had been using $2000 worth of your 
door knockers cut his purchases to 
half that. By the time 1931 rolled 
around, the merchant, perhaps, 
bought only $400 worth the entire 
year. But it cost you just as much 


of about 
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The 
LUBRIPLATE FILM 


Published in the interest of better lubrication 








A TOUGH JOB 








LUBRIPLATE lubricants reduced 
maintenance to an all time low 
and speeded up production on 
these heavy duty toggle presses 
in large asbestos products plant. 
. 
Note mirror finish on toggle joint 
bearing which is made of special 
steel and carries a load of 25,000 
pounds per square inch. 
. 
There is no lubricant job too tough 
for LUBRIPLATE. Write for com- 
plete data explaining how LUBRI- 
PLATE lubricants reduce wear, 
power consumption and upkeep 
costs. 





DISTRIBUTORS—We are extending 
distribution of LUBRIPLATE in cer- 
tain sections of the country. Write 
for our attractive proposition. 








LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Established 1870 


24 STATE ST. NEW YORK, N. Y. 
Piants: NEWARK, N. J. and TOLEDO, OHIC 


























IP just ty 


to find scale, 


inside or out! 


It's difficult to tell just how clean a 
pipe is inside. Only service will tell 
if scale was left in, and then it’s too 
late to avoid trouble. One way of 
being sure there’s no scale is to use 
Bethlehem Pipe. 

During the making of it we use 
two separate operations which remove 
virtually every flake of scale, leaving 


Bethlehem Pipe clean, inside and out. 


—" 
peTHLEHEM 
STEEL 
— 


IMBC A OME, COMPANY 
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There are 66 years of sound 
manufacturing experience back of 
Hayes Quality Files. In many 
places users prefer them because 
of their uniform quality and dependable, 
long lived supply, 
promptly, any standard shape or cut of 
American or Swiss Pattern from our fin- 


service. We can 


ished stock or can make up special 
shapes and cuts for individual re- 
quirements without delay. 


American and 
Swiss Pattern in 
regular and spe- 
cial shapes and 
cuts. 





HAYES QUALITY FILES 


for economical service 
and larger sales volume 








Hayes Quality Files are making money 
for many mill supply men who have been 
alert to the sales and profit opportuni- 
ties the line offers them. Perhaps you, 
too, will want to consider these advan- 


tages. May we send particulars. 


HAYES FILE 
COMPANY 


1981 Franklin Street 
Detroit, Michigan 














You'll find wide acceptance 





@ MICHIGAN LUBRICATORS have 
earned a reputation for quality and de- 
pendability because of the many years 
they have satisfactorily and economi- 
Why let this busi- 


ness go elsewhere when it can be yours 


cally served industry. 


if vou only ao after it? 


@ We make lubricators for every class of 
service. These are the genuine units as 
formerly manufactured by Michigan Lubrica- 
tor Company. They are made from the same 
patterns and special equipment thus assuring 
perfect interchangeability of all parts even 
those in service for years past. Each type 
has distinctive design features. They feed 
the heaviest oil freely and regularly, even in 
very cold weather. 


@ This organization has had more than 
thirty years’ experience in the manufacture 
of all kinds of brass goods. Every lubricator 
that leaves our plant is thoroughly inspected 
and tested—our guarantee is back of every 
sale you make. Build up this end of your 
business and let Michigan Lubricators help 
you to do it. Write us for the facts. 


ESSEX 


BRASS CORPORATION 


2000-2006 Franklin St. 
DETROIT MICHIGAN 
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for these LUBRICATORS 












“CYCLONE” 
LUBRICATOR 


RURAL’ 
LUBRICATOR 


MICHIGAN 
LUBRICATORS 
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to send your salesman to the town. 
If the merchant bought only $400 
worth, your selling expense was 
close to 20 per cent. 


But your troubles didn’t end 
there. When you did _ business 
through wholesalers, you didn’t 


have any credit problems to speak 
of. The wholesalers were strongly 
financed, and generally paid their 
bills in thirty days. When you be- 
gan to sell direct to retailers, you 
had to set up a credit department 
to watch the accounts of merchants 
all over the country, and when the 
depression came on, the credit prob- 
lem became acute, 

No matter how efficient your 
credit department might be, you 
were bound to be caught in a lot of 
bankruptcies. When you added your 
credit losses to your selling ex- 
penses, you might find it was cost- 
ing your thirty cents for every 
dollar’s worth you sold. 

If things reached this pass, you 
could do one of two things. You 
could stick to your direct selling, 
trusting that business would pick 
up enough to reduce your selling 
costs and put you on a paying basis 
again. Or you could scrap your 
direct selling, go back to the whole- 
salers and pay them their 20 per 
cent to take over the selling burden. 

This last is what a great many 
manufacturers did during the de- 
pression. It accounts in some meas- 
ure for the revival of the old-time 
wholesale industry. 

A good many wholesalers have 
told me that they survived because 
they schemed in every way to reduce 
their selling costs. One frequent 
source of trouble and expense for 
the wholesaler in the old days was 
his ambition to cover too much 
ground. Now the tendency is to 
confine operations to a compact ter- 
ritory where it doesn’t cost so much 
to operate. In this article I have 
mentioned 20 per cent as_ the 
profit that a wholesaler formerly 
demanded to distribute a manufac- 
turer’s goods. At present there are 
few important industries where 
wholesalers need 20 per cent to do 
business on. 

Wholesalers are stronger now 
than they were before 1929. They 
are strong enough, in some indus- 
tries, to make a downright stand 
against certain trade practices that 
they consider unfair. The whole- 
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Nextiles 


are 





preshrunk 


Wire rope és preformed / 


@ The preforming of wire rope is the 
same type of basic improvement as the 
sanforizing of textiles. Preforming means 
that each wire and strand in wire rope is 
molded or shaped (77 advance) to the 
exact helical curve each must assume 
in the completed rope. 

Preforming tends to reduce internal 


stress or strain. And ¢hat is the reason 


why preformed wire rope lasts so much 
longer; gives so much better service. 
There are at least a dozen ways in 
which preformed wire rope is superior. 
Ask ustosend youa sample of preformed 
wire rope. Learn all the facts about its 
true superiority. For many wire rope 
applications, preformed rope will give 


you much greater dollar value. 





LICENSEES UNDER PREFORMED WIRE ROPE PATENTS 


Educational Bureau. @ 520 North Michigan Avenue e Chicago, Illinois 








PREFORMED 


NON-PREFORMED 


WIRE ROPE 





for SAFETY > ECONOMY + EFFICIENCY 
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Another Reason Why 
DART UNIO NS 


Are the Best Buy 
For Your Customers 


This is another of Dart’s extra 
manufacturing processes that pays 
your customers dividends in extra 
union service. The large special 
bronze seats, first swedged into 
air-refined malleable bodies, are 
precision machined (as shown), 
then ground on special oscillating 
caiaiies to 2 wide spherical seats 

— that make a full-bearing, true ball 
joint. These extra processes pre- 
clude any chance for leakage, and 
assure long life for Dart Unions. 


It takes 18 operations to make a 
Dart — to give your customer a 
union that protects against break- 
age cost, loss of power and time, 
loss by spoilage due to leaks. 
That’s why Darts are higher- 
priced, more profitable to handle 
—why they have nation-wide 
sales acceptance. Write for 
Dart’s deal today. 





E. M. DART MANUFACTURING CO. 


PROV ECOSBNRCE. 2.8. 


Sales Agents: The Fairbanks Company, New York, 


and all branches 


Canadian Factory Dart Union Company, Ltd.. 


Toronto, Canada 
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saler’s principal complaint is 
against the manufacturer who car- 
ries water on both shoulders—who 
sells his goods to the wholesaler 
and then sells to the wholesaler’s 
customers. 

Wholesalers whom I have inter- 
viewed tell me that, generally, the 
manufacturers who have _ nation- 
wide reputations do not carry water 
on both shoulders. They adhere to 
fixed policies, and everyone knows 
what the policies are. A dry-goods 
wholesaler said: “I have no grudge 
against any manufacturer who 
leaves me out of his calculations. 
If he can do a better job by direct 
selling, then that is what he ought 
to do. What I object to is the man- 
ufacturer who comes to me and gets 
me to put in a stock of his merchan- 
dise, and then quietly goes to big 
retail stores in my territory and 
sells to them at the same price he 
sold to me. That leaves me with 
only the little fellows to do busi- 
ness with, and those who don’t pay 
their bills very promptly.” 

It remains to be seen if the 


wholesalers, with returning pros- 
'perity, hold the gains they have 


made, But anyhow, it appears that 


the corporation president whom I 
quoted at the beginning of this ar- 
ticle was right when he said that 
this is a good time for anyone in a 
commercial business to overhaul his 
operations and see if he is doing 
anything in the same way he did 
before 1929. Because, if so, it may 
need changing. 








Bearing Sales 


(Continued from page 28) 








tact of their surfaces have the least 
friction. 

Consequently, they are widely 
used on machine tools, electric mo- 
tors, line shafting, fans and blow- 
ers, conveyors, woodworking and 
metal working machinery, pneu- 
matic equipment and air compres- 
sors, stokers and oil burners, indus- 
trial gas and electric trucks, etc. 

Practically all standard ball bear- 
ings are made in three series, for 
light, medium and heavy duty. It 
is a good plan to be generous in 
your choice of these, as the heavier 





CUSTOMERS’ 











THIRTY YEARS OF SERVICE 


TO INDUSTRIAL DISTRIBUTORS IN HELPING THEM KEEP THEIR 
GRINDING WHEELS ACCURATE AND FREE CUT- 
TING WITH THE ONLY COMPLETE LINE OF DRESSERS AND CUTTERS 


During this time it has been our pleasure to furnish suggestions 
and advice for better wheel truing and dressing as well as the 
dressers and cutters. We wish to continue to serve our dis- 
tributors in every possible way in this field. 


“rN 





Write us for new catalogs and price sheets on Desmond Dressers and Simplex 
Vises. Most of your customers use these products. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


SIMPLEX i: VISES 





A modern vise built for modern 
requirements The 100% solid 
steel slide gives your customers 
greater strength and service at 
no extra cost 
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LOUDER AND OFTENER. 9 

You don’t know your own selling strength until you've gone after your 0 
1@) 

prospects as a YALE distributor?! x 
Performance! .. . Dependability! .. . Economy!. . . Highest quality and 5 
over half a century of consistent advertising have made them synonymous fe 
with the name YALE. When you sell a YALE CHAIN HOIST, you’re selling > 
nore than a hoist — You're selling a tradition!! ” 5 


Backed up by a tremendous advertising appropriation, the YALE franchise 


~ 
XL 


today means more than ever before! The name YALE is constantly being 


VW93LS 4 


pounded home to your prospects by every available means of promotion!!! 
Magazines... Direct Mail... Broadsides... Folders . . . Catalogs 


Take advantage of YALE cooperation. Have your salesmen analyze the 
hoisting equipment needs of your clients. Then go after them as a YALE 
distributor and see how much oftener you'll ring the bell. 








CAPACITIES: 300 POUNDS TO 40 TONS 
Stress the 10 POINTS of 


SPEED “YA Pe FE -- SAFETY @ Yale Superiority...and @ 
ECONOMY EFFICIENCY watch your sales increase. 


MATERIALS HANDLING 





THIS LITTLE WINCH 


IS A REGULAR HANDY 








It’s a sturdy machine 
—to lift or pull, to 
raise a door or lower 
a basket of material, 
or to move a car. 


It’s so simple that a 
boy can safely operate 
it. So inexpensive 
that anyone can buy 
it. So well built that 
twenty years won't 
wear it out.... You 
get the inquiry—we'll 
help you close it. 


Sold Through Mill Supply Houses Everywhere 


ROBBINS & MYERS we. 


HOIST DIVISION e 


SPRINGFIELD, OHIO 





Address the Factory or Our Nearest 





Warehouse: 
CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . tath & Olive Sts. 
NEW YORK ... . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 









@ Flat, Cone, Dog, Cup, Round—name your type 
of Set Screw needed and we will have it in stock 
in the size and quantity you require, or we will 
make it without delay. Cleveland Cap and Set Screws 
have established an enviable record for constant 
quality—a record which has helped our company to 
enjoy a healthy growth during the two past decades. 
Check them for accuracy of thread and other impor- 
tant features. You will find the quality uniformly high. 
All Set Screws are case hardened by the most modern 
method. Catalog “D” on request. THE CLEVELAND 
CAP SCREW CO., 2931 East 79th St., Cleveland, Ohio. 


CLEVELAND CAP SCREWS 
SET SCREWS © BOLTS AND NUTS 4 | 
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of two possibilities will often pay 
dividends in longer life. 

The single row deep groove ball 
bearing is used in the majority of 
applications, with slight variations 
in such features as the seal, for in- 
stance. It bears both a thrust load 
and a radial load, and at normal 
speeds carries as much thrust load 
as its rated radial capacity. At 
higher speeds its thrust capacity 
drops off to about fifty per cent of 
the radial. Among the variations 
in this type is the double row deep 
groove bearing which is roughly 
three-quarters as wide as two sin- 
gle row bearings of the same bore 
and outside diameter, but has twice 
the load capacity. This one is use- 
ful where heavy radial and thrust 
loads are encountered, but should 
be used only where strictest align- 
ment can be maintained or the 
bearing will be ruined. The usual 
method of locking this bearing is 
by means of a locknut on the shaft, 
which locks the inner race of the 
bearing against the shoulder. 

Self-aligning ball bearings, orig- 
inally developed to handle heavier 
radial loads than the single row 
type, are now widely used wher- 
ever there is a tendency for mis- 
alignment to occur, as in line shaft- 
ing, and blower applications. It is 
also common on electric motors. A 
variation of this type is equipped 
with tapered sleeves for locking the 
bearing to inch dimensional shaft- 
ing. Another method of locking 
self-aligning bearings, popular for 
transmission work, is the use of 
two set screws on an extension of 
the inner race; another is an inter- 
nal shoe or eccentric locking collar. 

The thrust ball bearing is the 
Grandaddy of all, being the first 
type of ball bearing ever made com- 
mercially. Primarily, it consists of 
two plates which may be grooved 
or may not, with balls between 
them. To eliminate internal fric- 
tion a retainer is frequently em- 
ployed. Three common types are 
the flat seat, the self-aligning type 
with spherical seat on one plate and 
an aligning washer to match the 
seat, and a double direction type 
which consists essentially of two 
flat seat types. Thrust bearings 
are useful for turntables, worm- 
shafts, drill presses, clutch throw- 
out bearings, and other equipment 
with a considerable thrust load. 


























S POINT 


MERCHANDISING 


POLICY 


Sales—thru Ex- 
clusive Franchise 








Resale —thru 
Strictly Main- 
tained Resale 
Schedules 


Factory Cooper- 
ation—thru Defi- 
nite, Systematic 
Factory Helps 


Consumer Ad- 
vertising—Con- 
centrated in Dis- 
tributors Market 


Quality Products 
—Highest Stand- 
ards Constantly 
Maintained 


















































ut yourself 
in this Picture ---- - 


IT ISN'T the frame that counts, it's what's on the canvas. When you take a 
SUPER-DUTY franchise and “put yourself in the picture’ you get more 
than a quality product—important as that is. 

You get the definite assurance of partnership cooperation, thru a printed 
and published merchandising policy. A policy that specifies manufacturer's 
obligation to distributor and requires the strict operative carry through and 
fulfillment of every promise. 


You'll profit with a SUPER-DUTY Franchise! 


Write today for details. 


Cleveland, Ohio 


QUALITY FILES SINCE 


A QU AGE Y 2 a i) i Ce) 


1899 


2 ee Oe a en 
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AUTOVENT 


"The Complete Line” 


* FANS x BLOWERS 
*xUNIT HEATERS 


Why depend on several different firms to 
supply you with many, varied types of heating 
and ventilating equipment when your customer 
requirement can be filled by AUTOVENT! 
Every product backed by 25 years’ experience. 
AUTOVENT Engineers are ready to assist in 
the selection of equipment best suited to 
specific requirement. 





Autovent ‘31 Series” Propeller Fans 
Th «+ s " f entila 
’ a” r } 3! ynd oi ra 
the et popula mand i 
} a” st v atior t ms very 
w Rug i“ j ted Capacities 
fr 00 + 001 Ww Bulletins 
200, 20 + 202. 


All mean big orders will be placed this 
year for Fans, Blowers & Unit Heaters. 
Your customers look to you to supply 
their every need! Why not serve them 
with “The Complete Line” of Ventilating 
Equipment as well! You will find AUTO- 
VENT products highly profitable as well 
as a source of added satisfaction to your 
customers! 








“BW” (Bucket Wheel) Pro- 
peller Fans. <A _ slow speed 
operating fan Provides effi 
cient ventilation for unlimited 
uses, from 500 to 40.000 efm 
Sturdily constructed mini 
mum power, available at low 
quiet operating speeds. Write 
for Bulletin No. 202 
Autovent “V" Belt Driven 
Unit Blowers. Compact ven 
ilating units equipped w 
standard stock motors and 
driver Suitable for any 
general ventilation job 
either supply or exhaust duct 
job Sturdily constructed 
Much less expensive than 
slow speed direct connected 
blowers Write for Bulletin 
No. 300 
Autovent Uniblade Volume 
Blowers. Motor driven—uni 
versal discharge for dust 
removal, grinding machines, 
fume hoods chemical labs 
processing, drving, foreed 
draft, ete Also heavy duty 
belt driven blowers Write 
N 





for Bulletins Os 0 1, 
2 


Autovent Super-Type Steam 


Unit Heaters. This sus- 
= pended type heater forces air 
circulation and directs warm 


air to lower part of room 
Fans have non -overloading 
Motor fur 
ree rauireme “nt Also 
Unit Heaters. Special 
ion = for hazardous 
Write for Bul 


power feature 
nished to 
Electric 
const ruet 
operation 
letins Nos 


101 & 400 


AUTOVENT FAN & 
BLOWER COMPANY 


1817-23 N. Kostner Ave., Chicago, Ill. 
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Flood Service 


(Continued from page 24) 








Sinton Hotel, where they were for 
two weeks. They handled all their 
mail business and got out emer- 
gency equipment right through the 
thick of it—even inveigling the 
Coast Guard to help them several 
times. Big demand at that time 
was for pumps, hose, rope, and 
later for brooms and shovels. 

With the new floor down, they’re 
going along merrily—even have 
the switchboard operator at her 
temporary switchboard, wearing 
big white workgloves and what- 
ever clothes she can pile on, a 
blanket over her feet and old pic- 
tures and displays piled around to 
cut out drafts. 

Howard himself, is looking at 
things with a rheumy eye—he has 
had a bad dose of grippe. 





Mechanical Supplies Company— 
A year ago, J. B. Miller moved 
from his old building down on 
Vine to a building on the corner 
of Pearl and Vine “to avoid any 
flood.” Well, his friends have 
been kidding him a bit, because 
“J.B.” had 8 feet of water on his 
first floor. When the flood began 
to threaten, he and Kenneth, his 
son, came down to look things 
over, and decided the water 
couldn’t possibly reach them, so 
went home and to bed. At 2 A.M., 
the watchman phoned, and when 
“J.B.” and his crew got there 
about 3, the water was lapping the 
doorstep and rising 6 inches per 
hour. Nine hours of work got the 
$8,000 to $10,000 stock off the first 
floor. It was supplies normally 
kept on the second floor, but “J.B.” 
keeps them on the first for adver- 
tising. 

Well, during the continued rise, 
“J.B.” thought he might have to 
abandon the second floor—and his 
next higher neighbor offered to let 
him punch a hole through the di- 
viding wall to get his stock out. 
But he didn’t have to do that. 

Now he’s busy planning redeco- 
rating. 


Manufacturers—All along Mill 
Creek Valley, the manufacturers 
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CHICAGO 
RAWHIDE 4. 


Mechanical 


Leather 


PACKINGS A 






CHICAGO 
RAWHIDE 
quality 
assures 
repeat 
business 


Because technical knowledge of leathers 
and tannages is not general you must 
assume responsibility for the quality 
of the packings you sell. Because 
leathers vary in characteristics much 
like steels, your safest rule is to 
standardize on C/R Packings. 


Chicago Rawhide Packings are made 
only from Mechanical Leathers . . . 
special hides brought from all parts 
of the world, specially tanned to de- 
velop their individua! mechanical char- 
acteristics of hardness, resiliency, 
tensile strength, heat resistance, flex- 
ibility, wear factors, etc., etc. 


Backed by two generations of special- 
ization, research and experience in the 
development of Leathers and Leather 
products for industrial use, Chicago 
Rawhide Packings are certain to be 
correct in size and in shape and ex- 
actly suited to their purpose .. . are 
certain to give a close seal, reduce 
| leakage and end power losses . . . 
to give complete satisfaction and 
build repeat business. 






Write for Catalog 
Chicago Rawhide Mfg. Co. 


1290 Elston Ave. 
Chicago, U.S.A. 


Branches 
New York Pittsburgh 
Cleveland 


Boston 
Philadelphia roit 
Cincinnati a) ae | 


ouls 
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MAXI” Opens 
ew Uoors — 


Increasing demand for "Maxi" tools means greater 
profits for distributors. "Maxi" taps, "Maxi" 
reamers, and "Maxi" twist drills have already 
established new standards of production efficiency 
—have proved themselves the greatest advance 
in production. tool improvement since high speed 
steel. 

A special surface treatment is the secret of 
"Maxi's" longer life. ‘'Maxi" tools last longer 
without wearing undersize or getting dull. They 
can be easily identified by their distinctive jet 
black finish. 

"Maxi" tools, being production items, sell in 
real volume and open up new doors to profit on ° 
the whole "Greenfield’’ line. The ‘Greenfield’ 
representative in your territory can give you full 
information. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort Street 


Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 
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STER ges 
are Facts 


Our Jaws GRIP 
| \Z OQURTOOLSTEEL) (LooKATOUR 
pom yg UNE AGRIZZUY) «) \J Jaws covERTHE | | SOLID STEEL 
: (es THE VISE and ARE 


RENEWABLE (SUPERIOR. 


Toor srect-\__- ENTIRE TOP OF BAR SLIDE. 
PINNED ON- 
4 SERIES, 


Next 
Month! 


THESE WELL BUILT VISE FACTS 
ARE THE EFFICIENT LOW COST 
SERVICE POINTS THAT HELP YOU SELL 





THE CHARLES PARKER CO. 


MERIDEN—CONN.., JU. S. A. 














Valves 


you can conscientiously 
recommend ... 


because Kennedy Valves are 
skillfully designed and hon- 
estly made, with distinctive 
features that are not merely 
sales points but service 
points. 





Kennedy Valves aré sold 
to industrial plants only 
through supply houses, and 
are backed by 59 years 
of square dealing with dis- 
tributor and user. 


Write for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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took a wetting, including Wm. B. 
Powell Company, Warner Elevator 
Company, F. H. Lawson Company, 
Lunkenheimer, etc. 


Louisville 

Graft-Pelle Company — This is 
the Louisville company that really 
took a beating —5 feet of water 
on the first floor, and most of the 
stock below that level. When the 
flood began all stock was moved 
to a level above that of the highest 
previous flood—but as so many 
people discovered, that wasn’t 
enough. (The flood had to beat 
all previous records by 5 feet even 
to reach the first floor.) Stock in- 
cluded Independent pneumatic 
drills, Tagliabue, Crosby and Cash 
instruments, Powell valves, Arm- 
strong traps, etc. Henry Pelle 
told me that as soon as possible 
they reordered everything, ex- 
plaining the situation to manufac- 
turers, asking only that they be 
permitted to return what they 
couldn’t sell. To prove they 
“weren’t sitting on their fannies 
and waiting” they leased the 
empty warehouse back of them 
and also a temporary office on 
Main Street, and with the new 
stock, are meeting deliveries. They 
even supplied Waterside generat- 
ing station, nearby, with the llg 
unit heaters they needed so badly 
to dry out their equipment. And 
at that time it took four or five 
hours to get a local call through! 
Graft-Pelle got the local repre- 
sentative of American Steam 
Pump Company out of bed at 2:30 
A.M. to put in a rush order for 
gasoline-engine-driven pumps. 


Tafel Electric Company—Paul 
Tafel told me none of their stock 
was damaged by water. They 
have, nevertheless, put in a com- 
plete new stock of pipe, valves, 
fittings, hose, motors, starters, 
control apparatus, lighting fix- 
tures, conduit, wire, safety 
switches and fire extinguishers to 
meet flood emergencies. Their 
main basement had 5 feet of water 
and the Murrell Court warehouse 
8 feet, but the previous Friday, 
they moved out 10 carloads of mer- 
chandise to temporary warehouses 
at 308 West Main and 236 West 
Jefferson Street and to their own 
upper floors. The only stock that 
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The advertisement at the left was 
designed to show that there are 
756 points of distribution for 
“Cleveland” Twist Drills and 
reamers throughout the United 
States, with more than 1,000 
individual distributors. 


ne een ee 
ar cae ye UTTE® 


wee 


N a recent letter to 1500 users of small 
cutting tools, we asked them to tell us 
what were the most important reasons that induced them to buy certain products. 


A considerable number replied “All Things Equal—I prefer a nearby source.” 


More than 50 years ago, this Company realized that most human beings preferred 
to deal with their neighbors, rather than with a distant organization. So it set out 
to place “Cleveland” Distributors all over the United States in locations where 


they would be able to service their customers promptly and effectively. 


It occurs to us that this may be the reason why we are today the leading manufac- 
turer of Twist Drills and Reamers in America—and the world. 


* TWIST DRILL 


COMPAN Y 
vw 1242 EAST 49" STREET 
CLEVELAND 


TRADE MARK REG. U. S. PAT. OFF ANDO FOREIGN COUNTRIES 
30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD.. DETROIT LONDON - E. P. BARRUS, LTD.- 35-36-37 UPPER THAMES ST.,E.C.4 
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ROVE to yourself that 
Key Graphite Paste is 
the most efficient sealing 


compound you can buy. 
Just put a little on the end 
of a stick and heat with a 
match. This will show you 
how it expands and fills 
every crevice on high tem- 


perature services. 


Then put a small quan- 
tity of Key Graphite Paste 
on your hand and try re- 
moving it with gasoline or 
other petroleum oils. At a 
glance you can see that it's 
leak-proof against oils, 
acids and gases which tend 
to penetrate through ordi- 
nary oil-mixed compounds. 


Sold 
jobbers 


through reputable 


everywhere, or 
write us for a test sample. 





2621 McCasland Ave., East St. Louis, Ill. 
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Tafel Electric nursed this one-lung light- 
ing plant to see while at work. When 
this coffee-roasting plant blew up as the 
waters went down, it took out most of 
Andrew B. Cowan's windows and dumped 
bricks on his desk. But three men stayed 


on the job day and night for 12 days. 





got wet was 500 feet of 8-to-12- 
inch pipe. 
The store was reopened January 


| 28 (closed January 23) to give 24- 


hour 
centers, etc. 


service to utilities, relief 
When I was there, 
they were operating at 75 per cent, 
and the following week expected 


to be normal again. To provide 


| lights, they have hooked up a “one- 


lung” gasoline engine to a small 
generator. 


Andrew Cowan & Company, Inc. 
—Water, though it flooded the 
basement, caused little damage. It 
was the aftermath that hurt. Mr. 
Cowan took me back to his office 
at the rear of the building, and 
there we looked out on what was 
once the Hancock-Ballinger Coffee 
Company, now just a heap of 
bricks. Apparently a gas explo- 
sion, by gas escaping from a serv- 
ice pipe snapped by floating de- 
bris, had leveled the building and 
broken windows for blocks around. 
The side wall of the building fell 
against the Cowan building break- 
ing out all windows on three floors, 


MILL SUPPLIES ® MARCH 1937 





even including two big windows 
and two transoms in front, and 
rained bricks all over Mr. Cowan’s 
desk. 

Mr. Cowan was busy on relief 
work all during the emergency, 
but J. W. G. Hughes (vice-presi- 
dent), George Evans (in charge 
mill supply sales), and Erbe Sipes 
stayed at the office from Saturday, 
January 24, to Monday, February 
1, getting supplies first to Govern- 
ment and relief agencies, then to 
utilities and industries, by truck, 
boat, or however possible, working 
all the time without electricity or 
heat. They were so busy that 
they didn’t enter a charge or 
check an invoice the whole time— 
in fact no mail was received be- 
tween January 24 and February 
2. However, temporary offices 
have been set up in the United 
Trust Building, and records now 
are being brought up to date and 
bills paid. 


Belknap Hardware & Manufac- 
turing Company—8 feet or more 
of water in the plant (see aerial 
photo). 


Erdman-Oglesby—3 to 4 feet of 
water. 


Jos. W. Greathouse—This com- 
pany, handling some lines of mill 
supplies, had 22 feet of water, 
which spoiled much of the stock. 


E. D. Morton & Company— 
About 7 feet of water in the base- 
ment, ruined about $5,000 worth 
of bolts, firebrick cement, etc. Also 
ruined elevator and this handi- 
capped company in serving cus- 
tomer. 


Neill-LaVielle Supply Company 
—Water in the basement ware- 
house caught shafting and pipe too 
heavy to move quickly. 


Todd Donigan Iron Company— 
Everything was moved out of 
range of the water except some 
galvanized-iron pipe. The water 
just reached the first floor. Some 
of the stock, moved to another 
warehouse, got 8 inches of water 
there, causing total damage of 
about $4,800. The company lost 
a week’s business due to water. 


Albert B. Crush & Company— 
Also a wet cellar. 

























Complete satisfactory performance under the severe conditions imposed by 
high pressure and high temperature service—This is the record of W-S 
Forged Steel Fittings, attested to by the increasing number of users and 
the rapidly growing list of distributors who are stocking and selling this 
quality product. 


These easily applied rugged fittings can be relied on for better, longer, more 
dependable service and assure lower costs in pipe line maintenance. 


The Watson-Stillman liberal distributor policy makes this a profitable 
line for you to sell; it offers (1) A price basis making possible aggressive 
competition with reasonable profit; (2) A complete range of sizes, insur- 
ing prompt delivery of requirements; (3) Sales assistance and protection on 
other products we manufacture; (4) Promotion of sales through recognized 
distributors. 


Investigate the W-S line and the profit possibilities it offers. 


THE WATSON-STILLMAN CO. 
ROSELLE, NEW JERSEY 
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DEMING 


WATER SYSTEMS 


ENGINEERED TO 
STAY SOLD! 








Deming Water Systems have sales 
features that not only “land the 
business” but protect your profits 
against servicing “come-backs.” 













FIG. 2090 “MARVEL” 
FOR SHALLOW WELLS 


Capacities: 275 to 600 gal- 
lons per hour... Timken 
Roller Bearings on crank- 
shaft... Ball Bearings 
on crank end of 
connecting rod... 
These and many 
more features con- 
tribute to QUIET 
operation...low 
cost maintenance 
..and long life. 


FIG.562 “WORM DRIVE” 
rOR CEE? PELE Ss 


Capacities: 105 to 1140 
gallons per hour... 
QUIET operation (so 
quiet you can't hear it 
run)... All working parts 
fully enclosed and flood- 
ed continuously in a bath 
of oil... Hardened 
steel worm. 
Phosphor 
bronze 
worm gear. 
Ball Bear- 
ings on 
crankshaft 
and worm- 
shaft. These 
and more 
features 
help make 
Fig. 562 a 
“bestseller.” 


GOOD PROFITS FOR DISTRIBUTORS 
SELLING THE DEMING LINE 


The complete line of Deming 
Pumps and Water Systems meets 
an exceptionally wide scope of in- 
dustrial, commercial and residen- 
tial requirements. ...Write for a 
complete explanation of how 
YOUR organization can accumulate 
profits selling the Deming line. 


THE DEMING COMPANY 


SALEMeOHIO 
PUMP MANUFACTURERS SINCE 1880 
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15 Ft. of Ohio River 
Visits Johnston 


“We have just completed a big 
moving out job,” writes H. H. 
Johnston, of the William T. John- 
ston Co., Cincinnati. “Fifteen feet 
of Ohio River has finally been 
moved off our first floor. Allow us, 
through MILL SUPPLIES, to thank 
our many factory friends for their 
kind letters and generous offers of 
help. Their assistance certainly 
was appreciated when the flood was 
at its worst.” 

Mr. Johnston declares that busi- 
ness was going at an unusual pace 
just before the flood hit, but, al- 
though artificially stimulated dur- 
ing the cleanup period, will not be- 
come normally good for another 30 
or 60 days, since many of the firm’s 
customers will not resume opera- 
tion until that time. A peculiar 
new breed of chiseling appeared 
after the flood, he said—some 
wanted extra discounts, claiming 
material to have been flood-dam- 
aged when it was actually 40 or 50 
feet out of the water. 


Manufacturer Loans Motor 
Boat for Use in Flood 


James R. Coffing, sales manager 
of the Coffing Hoist Company, did 
his bit toward relieving flood dis- 
tress by shipping his motor boat 
from its “quarters” on Vermillion 
lake in Danville, Ill., to the stricken 
area for use in rescue work. 


Lunkenheimer Operating Again 
After Record-Breaking Floods 


Manufacturing and shipping fa- 
cilities of the Lunkenheimer Co., 
Cincinnati, have been restored fol- 
lowing the disastrous Ohio river 
floods of last month, according to 
reports from the firm. 

Like other Cincinnati manufac- 
turing plants and_ distributors 
which were generally believed to be 
outside the dangerous flood area, 
Lunkenheimer’s Fairmount plant 
was inundated when the flood 
reached the unprecedented crest of 
79.99 ft. First floor offices, the 
shipping department, and part of 
the stock department were flooded, 
and operations suspended. 

As quickly as the waters receded, 
however, all available man-power 
was put to work cleaning up, so that 
stocks of valves, boiler mountings, 
and lubricating devices are again 
available, and shipments are going 
forward promptly. 
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Jack L. Johnson, president and general man- 
ager of the Intermountain Belting & Packing 
Co., Denver, sits in at an editor's desk dur- 
ing a recent visit to Mill Supplies’ office in 
Chicago. But Jack still thinks he prefers the 
supply business. 


New District Managers 
Appointed by Crane Co. 


Two new sales. districts—the 
East Central and the South Eastern 
—have just been established by the 
Crane Co., and placed in charge of 
C. S. Pitkin and J. G. Johns re- 
spectively. Mr. Pitkin has been 
manager of the Pittsburgh branch 
since it was started in 1922, while 
Mr. Johns has been manager at Bir- 
mingham since 1920. 

H. M. Moss, sales manager at 
Pittsburgh, succeeds Mr. Pitkin as 
branch manager, and F. D. Mor- 
rison, assistant manager at Bir- 
mingham, becomes manager, suc- 
ceeding Mr. Johns. 


Hawley Hardware Issues 
30th Anniversary Catalog 


Mill supplies from A to Izzard— 
or rather from abrasive bricks to 
zig zag rules—are listed in the new 
catalog of the Hawley Hardware 
Co., Bridgeport, Conn., issued to 
commemorate the 30th anniversary 
of the distributor’s founding. Bound 
in an attractive bright orange 
cover, the new catalog contains 234 
pages of mill and contractor sup- 
plies, with emphasis on abrasive 
products, transmission equipment, 
and small tools. Practically every 
item is illustrated and thoroughly 
described, and a number of lines 
get extra attention through the use 
of colored inserts. 


J. E. Hess to Sell For 
Tulsa Distributor 


J. E. Hess has become connected 
with the Machine Tool & Supply 
Co., Tulsa, Okla., as outside sales- 
man covering the southern portion 
of the firm’s territory. 






























@ Faster than other chain | | 
hoists, and geared to meet 


| 
t 


modern plant requirements, | 
the Wright Improved High 


FOR FAST ACTION YOU 
WANT A WRIGHT 
HIGH SPEED HOIST! 





6 





Speed Hoist offers distinct 
sales advantages to industrial 


equipment salesmen. 














Here is a modernized chain 
hoist possessing major improve- 
ments found only in the Wright High 
Speed Spur Geared Hoists. Only a Wright 
Hoist has the zinc coated weatherproof finish, 





precision ball bearings at two key points 
for fast operation and easy handling, and 
safety load chain guard. No other chain 
hoist provides the salesman with so many 
impressive sales features. 


The new Wright Catalog describes the 21 
ty features of the Wright Improved High Speed 


Hoist. It contains an engineer- 






ing section which the alert 
salesman can use to good 
advantage in selling. If you 
haven’t seen this new cata- 
log, write us at once. 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 
YORK, PENNSYLVANIA 


In Business for Your Safely 





BACCO 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings @ Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings ® Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines @ Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope @ “Korodless” 
Wire Rope © Preformed Spring-Lay Wire 
Rope @ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists @ Electric Hoists and Cranes 






















WRIGHT mpraree Specd HOISTS 
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ELL 


Complicl® 


ROPER PUMPS 


GENERAL USE 





for handling any 
clean liquid in fac- 
tories, cold storage 
plants, chemical 
plants, dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 
POWER 
TRANSMISSION 
for hydraulic 
automobile lifts, 
elevators, presses, 
tok snow 
7 plow etc. 
(Write for Bulle- 
tin MSR-5). 





MACHINE TOOLS 


for handling cut- 
ting compounds and 
lubricating liquids 
on metal working 
machines. (Write for 
Bulletin MSR-4). 





GASOLINE 
AND OILS 
especially suited 
m for transferring 
petroleum prod- 


ucts in bulk sta- 
tions, refineries, 
etc. (Write for 





Bulletin MSR-7) 


HAND TRANSFER 


rotary 
type, 


gear or vane 
for handling thin 
Attach 
type container, 


for Bulletin 


or thick liquids. 
to any 
(Write 
MSR-2). 





HEAVY LIQUIDS 


steam jacketed for 
handling asphal- 
tum, creosote, glu- 
cose, molasses, tar 
and viscous 
liquids. (Write for 
Bulletin MSR-9). 


GEO. D. ROPER CORP. 


Rockford, Illinois 


other 
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Barrett Transferring Distributing 
Activities to New Location 
The Barrett Hardware Company, 


| Joliet, Illinois, has purchased the 


property formerly occupied by the | 


Bates 


Manufacturing Company, | 


tractor builder, at Henderson Ave. | 


and Jackson Street, and will soon 
be housed in its new quarters. 

This important announcement, 
made by Charles J. Shaw, general 
manager, was coupled with the news 
that all industrial distributing and 
wholesaling activities will be con- 
ducted from the new location, which 
is several blocks from the business 
section, and that a separate corpo- 
ration under another name will be 
formed to operate the retail hard- 
ware business at the present loca- 
tion, 113-117 North Ottawa Street, 
in the heart of Joliet’s downtown 
area, 
the Barrett Hardware Company 
with 75,000 square feet of floor 
space on the ground floor. The 
property includes the main office 
and plant, 100 by 280 feet, which 
will be used for offices, service coun- 
ter and the stocking of smaller 
supplies, equipment and tools: and 
another brick structure, 100 by 210 
feet, which will be used for the 
storage of steel, pipe and other 
heavy materials. In addition, there 
are three buildings of light steel 
construction, with a total floor area 
of 26,000 square feet, which can be 
occupied if and when the occasion 
demands. The Barrett Company 
will erect a brick structure, 50 by 
200 feet, which will connect the two 
large buildings and will be used as 
a loading platform and_ truck 
garage. 

The newly acquired property in 


ground which is 
buildings. 
with a factory fence. A railroad 
siding runs the full length of the 
property at the rear, and there is 
a private service drive for cus- 


unoccupied by 


tomers’ convenience. 

Acquisition of the old Bates prop- 
erty is a result of the constant ex- 
pansion of Barrett’s industrial sales 





Partial view of main building at Barrett | 


Hardware Company's new location for mill 
supply and wholesaling activities in Joliet, Ill. 
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_ ARRO EXPANSION 
cludes a considerable amount of BOLT COMPANY 


It is entirely enclosed Merion 
J 





100% Sales Increase 
The old Bates plant will provide Proves the Arro Line | 


Is EASY TO SELL! 


® HERE’S PRUOF of Customer 
Demand: Arro sales in Janu- 
ary. 1937, were 100% above Arro 
sales in January, 1936. 


An amazing record, but there are 
very good reasons for the advance. 
More customers are specifying Arro 
Expansion Bolts. More jobbers are 
stocking them. Why? Because Arro 
Expansion Bolts are accurately de- 
signed, made of finest materials, 
finished with rust-alkali-and-corro- 
sion-resistant CADMIUM PLATING. 


You'll find it easier to sell the fastest 
selling line on the market. Write to- 
day for complete catalog and attrac- 
tive jobbers’ proposition. 









Ohio 


Originators 
Cadmium Plated 
Expansion _ Bolts 
and Toggle Bolts 


“~~. “Ey 
Pep 
ang? a 


ya“ 





= 


REG. US. PAT. OFF. 


BOLTS 
And Allied Products 
SOLD ONLY THROUGH JOBBERS 























New 





































@ Not only cutting speed, but safe cutting speed 
plays a large part in your small tool satisfaction. The 
ability of Morse Tools to maintain high cutting speedg 


safely and economically is one of the reasons um 


difference.” 


What assures this 


S$d311ND-SHINVIH- 





A conveniently located Morse Dis- 
tributor assures prompt service. 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD... MASS., U.S. A. 


% 


New York Store: 130 Lafayette St. © Chicago Store: 570 West Randolph St. 
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‘CM’ PULLER 


pulls and lifts 
AT ANY ANGLE 


A compact, mechanical power unit which en- 
ables one man to pull or lift up to 12,000 Ibs. 





For pulling wires and cables—stretching fence 
—trench work—mine service—construction— 
general maintenance, and many other applica- 
tions in every industry. 


In the tool room or service truck, a “CM” 
PULLER pays for itself in a very short time. 


Easy to handle and operate. } ton weighs 


only 17 Ibs, and 43 Ibs. effort pulls } ton load. 
“HERC-ALLOY” double duty chain cannot 
kink in service or storage. All bearings and 
working parts are enclosed. Gear reduction 
on all sizes. Drop forged gears, shafts and 
lift wheel. No lubrication. 


APPLY FOR BULLETIN NO. 134 


3 TON Ask your distributor to demonstrate % BND 153 TON 








Charles J. Shaw, general manager of Barrett 
Hardware's mill supply department, which 
has just been moved into larger quarters. 


| activities. The Barrett Hardware 
| Company was founded in 1850 as a 
| retail hardware store by W. F. 
| Barrett, father of E. C. Barrett, 
| who has been secretary-treasurer of 


the organization for many years, 
and grandfather of W. Franklin 
Barrett, present president. The 
founder was succeeded as president 
by another son, John O. Barrett, 
who was active until his death in 
1928, when W. Franklin Barrett be- 


| came president. E. C. Moore, vice- 
| president, has been with the com- 


| pany for more than 50 years. 


CHISHOLM-MOORE HOIST CORP. 


(Division Columbus-McKinnon Chain Corp.) 


TONAWANDA, NEW YORK 








A NAME THAT ASSURES QUALITY 


When you sell CARD TAPS you can assure excel- 
lent quality. Time tested and time proven. CARD’S 


63 years’ experience in making screw cutting tools ‘ 





plus their complete manufacturing equipment and 


complete research department back you up. 


S. W. CARD MFG. CO. 
DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 


TAPS 


STORES: New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit: 6540 Antoine St., San Francisco: 


121 Second St. 
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Industrial activities began in a 
small way in 1900, but it was in 


| 1908 that the company really com- 
| menced developing this phase of its 


operations seriously under the di- 
ection of Mr. Shaw, who had joined 
the organization in 1907, going to 
Joliet from Pittsburgh, where he 
had been in the retail hardware 
business. Today industrial sales 
constitute 75 per cent of the com- 
pany’s volume. 

Barrett’s quarters were destroyed 
by a disastrous fire in 1908 and the 








company went into temporary quar- | 


ters while it was building the North 
Ottawa street structure, which it 
occupied in 1909 and which con- 
tains 50,000 square feet of floor 
space, The company also has a steel 
warehouse directly in rear of the 


| Ottawa street address and a tem- 
| porary warehouse which was 
| erected in 1936 on a railroad sid- 
| ing two and a half blocks from the 


Ottawa street store. 

Mr. Shaw will henceforth devote 
his time exclusively to the indus- 
trial and wholesale activities of the 


| company. Occupancy of the new 


quarters began March 1, and the 
industrial and wholesale divisions 
will move in as soon as certain re 
modeling has been completed. 


Getting Out New Catalog 


A new 1,000-page catalog is be 


ing prepared by Hagerty Bros. Co., 
| Peoria, Ill., for early distribution 


to their customers. 
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t 
1 
l- 
a 
n 
1- 
ts 
i- 
od 
to 
he 
re 
es Coal is given a long, easy ride at the Dorrance Colliery 
~ erm of the Lehigh Valley Coal Co., Wilkes-Barre, Pa. Here is 
SRA PRogy > 
ed | oe x a 7-ply conveyor belt, 630 feet long and 43 inches wide, 
he - which daily carries hundreds of tons with little sign of 
T- 
“a abrasion or wear. 
it Lee a - —— It's knowing how and why that enables Thermoid to build 
st ; ; 
or nt ae . vo ene products that do the job, no matter how tough, and do it 
e following standar es 
eel 9 . ¥P well. Thermoid has learned how in the factory and why 
= Conveyor Belting in the field during 56 years of hard-earned experience. 
pe Toesmmtesten Belting Thermoid products have been carefully engineered for a 
id- Grader Belting ; ; 
he Canners Belting wide variety of industrial needs. Our engineers are con- 
Bucket Elevator Belting stantly available for the solution of unusual problems. 
ote Grain Elevator Belting 
“a Agricultural Belting THERMOID RUBBER 
o Endless Thresher Belting Division of Thermoid Co. 
the Oil Country Belting TRENTON, NEW JERSEY 
ons Hog Scraper Belting 
re Axle Lighting Belting 
7 
For more detailed information on 
Thermoid Industrial Rubber Prod- 
ucts, refer to Sweet's Catalog File. 
Co., 
tion 
BELTING - HOSE -: PACKINGS -: BRAKE LININGS 
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Heavy Duty Condenser 


1 A new improved extra heavy 

duty condenser effectively re- 
moves oil and water, which finds its 
way into the air line, by a baffle ar- 
rangement within the condenser and 
pair of filter pads conveniently lo- 
cated in such a way that they can 
be removed and replaced without dis- 
connecting the condenser from the air 
line. The condenser is recommended 
for efficient operation at a maximum 
air delivery volume of 75 cubic feet 
per minute or less. Air inlet and 
outlet are both in the top cap which 
is fastened to the body of the con- 
denser by means of a companion 
flange. This permits removal of the 
body of the condenser without dis- 
turbing the air line. The filter pads, 
which fit snugly around the inlet tube 
and interior wall of the condenser 
tube, stop passage of any oil, water 
or dirt, and remain effective up to 
the point of saturation. The aver- 
age life of these pads is approxi- 
mately three months. A drain valve 





on the bottom of the condenser per- 
mits drainage of accumulated con- 


densation. Condenser is 4 ft. 8 in. 
long, has a tube diameter of 6 in., 
takes a 2 in. pipe thread on inlet 
and outlet tubes, and has a net weight 
of 140 Ibs.—Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, foreman, chief 
engineer and master mechanic.—The 
DeVilbiss Co., Toledo, Ohio.—MILL 
Suppuies, March, 1937. 


Hydraulic Punch Press 


9 This press may be stopped at 

any point of the stroke in 
either direction at the will of the 
operator. A hand lever turns the 
trick. Press is cast of special hy- 
draulic semi-steel and equipped with 
Steel piston and three cast iron rings, 
sealed with chevron type packings. 
The ram is alloy steel, heat treated 
and ground. A 3 hp. motor and pump 
are mounted on opposite sides of the 





mainhousing and pump is connected 
between a 20-gallon sump in the base 
and the control valve which is hand- 
operated. At the top of the cross 
head is a knockout adjustment that 
controls length of return stroke. The 
press is furnished so that ram is con- 
trolled down or up by hand lever. The 
cross head is machined to fit the steel 
ways which are accurately in line 
with ram, and both the steel ways 
are adjustable to compensate for 
wear.—Primary buying officials to be 
contacted in introducing this product 
are superintendent, chief engineer and 
master mechanic.—Greenerd Arbor 
Press Co., Nashua, N. H.—MILL Sup- 
PLIES, March, 1937. 


Belt Surfacer 


3 Designed to handle a wide 

range of sanding, surfacing 
and finishing operations, a new 6-in. 
belt surfacer recently marketed has 
several unique features. It can be 
used as either a horizontal or vertical 
sanding machine for surfacing or 
shaping wood parts. When in the 
horizontal position it may be fitted 
with a tilting table that permits a 
wide variety of angular shaping and 
sanding. Versatility enables it to be 
used not only in the finishing of metal 
parts with aluminous-oxide and sili- 
con-carbide belts, but also in the sur- 
facing and finishing of parts made of 
bakelite, catalin and other plastics, 
bone, tile, asbestos and many other 
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materials. The machine is completely 
equipped with self-sealed ball bear- 
ings, lubricated at the factory for 
their entire life. Drums carrying the 
sanding and finishing belts are de- 
signed to eliminate the necessity of 
rubber coverings which require fre- 
quent replacement. A distinguishing 
feature is the complete enclosure of 
every part of the belt and drive mech- 
anism, which not only makes the ma- 
chine conform to safety requirements, 
but also enables an efficient dust-col- 
lecting system to be added to it. It 





may be mounted on a steel stand to 
make it completely self-contained, if 
required.—Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, maintenance 
superintendent and foreman.—Delta 
Manufacturing Company, Milwaukee, 
Wise.—MILL SupPLigEs, March, 1937. 


Valves Stress Toughness 


4 The completion is announced 

of 14 in., 14 in. and 2 in. 
sizes in globe and angle patterns of 
bronze Hancock valves. This new 
line is distinguished by the excep- 
tionally hard stainless steel seats and 
discs with which they are equipped. 
The trim in these valves is heat 
treated to a hardness of 500 Brinell 
and then machined on a Diamond Bor- 
ing Machine. The makers claim that 
this remarkable hardness’ enables 
these valves to smash paper clips, 
nails, pipe turnings, boiler scale and 
sand without leaving a trace of a 
mark on either valve seats or discs. 
The illustration shows a steel nail 
which the makers state was crushed 
between the seat and disc of the 2 in. 
valve pictures. It is further claimed 
that this unusual hardness gives these 
new valves added resistance to wire 
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EALERS who stock the Bond 

Line don’t “carry” casters 
they sell them. Big demand in 
many fields takes Bond Casters off 
Often 


they are the wedge that opens new 


the books and into service. 


accounts. Every industry needs truck 
casters and Bond gives them a wide 


choice of long lived, “built for the 


job” equipment. Try Bond on 
hard-to-break customers — satisfac- 
tion may lead them to include 


other items in their second order. 


Write us for the facts. 


BOND FOUNDRY & MACHINE CO. 


MANHEIM, LANC. CO. PA, 


PHILA. OFFICE 
617 ARCH ST. 
N.Y.C OFFICE 
30 CHURCH ST. 


Bond 23-A 
Series 
Caster 


(Patented) 





ith 
few carry overs @ 
tors have Machinery. 


pistrib™ ver Transm 


tting 


Bond Pov 
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Truck 





| drawing and steam cutting and thus 
lowers maintenance costs. Other ad- 
vanced features of design and metal- 
lurgy are fully explained in a new 
bulletin available from the manufac- 
turer.—Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, chief engineer, master me- 
chanic.—Consolidated Ashcroft Han- 
cock Company, Hancock Valve Divi- 
sion, Bridgeport, Conn.—MILL Sup- 
PLIES, March, 1937. 





Thorite Mallets 





5 Thorite, a new composition 
of rugged strength, 
fected by age, grease or oils, is the 
material used in this new mallet 
| which will find many uses in indus- 
try. It is suggested to be used in- 
stead of raw hide, copper, lead, wood 
or rubber mallets, and thus effect a 
saving. Thorite mallets are of vari- 
| able concentration, weights and hard- 
| ness without loaded cores.—Primary 
| buying officials to be contacted in in- 
| troducing this product are superin- 
tendent, maintenance superintendent, 
foreman, and master mechanic.—The 
Forsberg Manufacturing Co., Bridge- 
port, Conn.—MILL Supriies, March, 
1937. 


Turret-Type Welding Shield 

6 A new line of turret-type arc 

welding helmets and hand- 

shields has been developed to meet the 

demand for an absolutely safe, shock- 

| proof, sanitary protective welding de- 
vice that is light in weight yet capable 

| of withstanding the severe service to 
| which this type of equipment is sub- 
| jected. A_ rivetless face piece is 
formed from one seamless, heavy 

gage fibre sheet, eliminating the pos- 

sibility of electric shock through the 

shield. It permits easy and complete 

sterilization and cleaning. The tur- 

ret-type construction allows the use 

of heavy gage fibre without increasing 

the weight, and insures exceptionally 

long life. A unique lens holder made 

from special oil resisting rubber com- 

pound, highly resistent to flying 

sparks and hot metal particles, is so 

designed that light cannot penetrate 

to the interior of the shield. The 

clear cover plate is easily and quickly 

| changed from the front side without 


| disturbing the more costly colored 
filter lens, a feature which will re- 
duce expense due to breakage. This 


lens holder also acts as shock absorber 
should the welding shield be dropped 
accidentally, and is removable with- 
| out tools for sterilization. All hel- 
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ERE in reduced size is the ad- 
H vertisement which will repre- 
sent you in March. You will find it 
appearing in Business Week, Pur- 
chasing, Mill and Factory, Iron 
Age and Factory Management and 
Maintenance. 

This is going to stop 100,000 lead- 
ing industrial executives and officials 
... 50,000 plant operating executives 
and department heads. . . 10,000 pur- 
chasing officials. ..and 5,000 dis- 
tributor executives and salesmen as 
| they read their trade papers. It will 
tell them how your service will save 
them work...worry...money...why 
they should increase their purchases 
from you. 

Get the advantage from this ad- 
vertisement... make sure that you 
let the world know you are one of 
the distributors indentified with the 
N.1.D.F. ... wear the little emblem 
} | on your lapel...If you haven’t or- 
dered your emblem pin, do so now 
... If you haven’t even subscribed 
to N.I.D.F. get busy and send your 
subscription without delay. 

A quantity of the March advertisement 
will be supplied you for use as enclosures. 
Make sure you get them and send them out 
to your customers. Tie in with the Cam- 


paign in every possible way and get the full 
benefit from it. 


NATIONAL INDUSTRIAL 
DISTRIBUTORS’ FOUNDATION 


of the Industrial Supply Research Bureau, 7th & Bain- 
bridge Sts., Richmond, Va.; an activity of the National 
Supply & Machinery Distributors Assn.; Southern Supply 
& Machinery Distributors Assn.; and American Supply & 
Machinery Mfrs. Assn. 
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Are you wearing the N.I.D.F. Pin? 


BUYERS WILL BE LOOKING FOR IT 
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4% of 1936 sales of 


HARRINGTON 
Hoist Products 


came from open 
territory without 
solicitation. 


MAYBE YOUR DISTRICT 
IS IN THIS 
OPEN FIELD. 


Would You Like to Sow 
Harrington Seed Now 


for a Fall Harvest 


THE HARRINGTON COMPANY 


17th & Callowhill Sts. 
PHILADELPHIA, PA. 


? 
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The UPSON 


-WALTON 


line is a real profit maker 


Check the U-W sales 

opportunities in your ter- 

ritory. U-W quality is in 

demand wherever wire 
rope, steel products and tackle 
blocks are used: 


Rai'roads Mines 

Shipyards Utilities 

Dry Docks Machinery 

Locomotive Works Manufacturers 

Steel Fabricators Car Builders 

Bridge Builders Foundries 

Boiler Manufacturers Stee! Erectors 
Factories now Plow 

Mi'ls Manufacturers 
Steamship Lines Elevator Manufacturers 


Every type of Contractor 

Agricultural Machinery Manufacturers 

Contractors Equipment and Road Building 
Machinery Manufacturers 

Dock, Cofferdam, Subway and Foundation 
Contractors, Crane, Derrick and Shovel 
Manufacturers and Operators. 


SEND FOR CATALOGUE 





1106 WEST 11TH STREET 
CLEVELAND, OHIO 
ESTABLISHED 1871 
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WIRE ROPE—AIl grades and construc- 
tions — standard hoisting ropes; extra 
flexible ropes; haulage ropes, elevator 
cables, airplane cable, tiller ropes, and 
sash cords. 


‘ 


OEE 


TURNBUCKLES AND FITTINGS — Drop 
pattern turnbuckles 
and complete line of fit- 


forged hexagonal 


tings for wire, chain, and 
manila rope. 


TACKLE BLOCKS—"U-W" 
blocks and 
are built for 

quality and service. 


tackle sheaves 
maximum 
The 
line is complete in all types 
and for wire and 


manila rope. 


sizes 
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mets are furnished with adjustable 
headbands equipped with detachable 
head pads, which are also replaceable 
without tools. Handshields are fur- 
nished with corrugated fibre handles 
allowing the welder to obtain a firm 
non-slip grip.—Primary buying offi- 
cials to be contacted when introducing 
this product are purchasing agent, 
superintendent, maintenance superin- 
tendent, master mechanic, safety en- 
gineer and welding foreman.—C. H. 
Dockson Co., Detroit, Mich.—MILL 
SUPPLIES, March, 1937. 


Variable Speed Transmis- 
sion 


7 A new type of variable speed 

transmission in compact hous- 
ing approximately motor size furnishes 
any desired output speed from half 
motor speed down to zero and reverse. 
This wide range is obtained through a 
single turn of a control wheel. The 
unit is self contained, running in oil, 
has only five major parts, and is sim- 
ple in both construction and operation. 
While dispensing with belts, and us- 
ing metallic rolling contact instead, 
it still retains the load-limiting fea- 
tures of most belt-driven units and 
also supplies inherent overload pro- 
tection without damage to the trans- 
mission unit or connected equipment. 
Gear tooth contact is especially quiet, 
since the internal gear is made from 














Our testing Laboratory .. . the finest in the 
industry ... helps to give Parker-Kalon 
Distributors a better product to sell. 


This complete research and metallurgical laboratory . . . equipped 
with every modern device for scientific testing of materials and 
finished product . . . is just one evidence that Point No. 1 of the 
Parker-Kalon Policy means exactly what it says. 

The Parker-Kalon salesman has an advantage over competition. 
He has better products to sell, because we maintain better facilities 
to control and improve their manufacture. Add this to the other 
advantages that Parker-Kalon offers, and it’s easy to understand 
why the best distributors in the country represent Parker-Kalon. 
PARKER-KALON CORPORATION, 192 Varick Street, New York, N. Y. 








°° 


THE PARKER-KALON POLICY 





PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c} To maintain 
the highest standards of quality in every Parker-Kalon Product. 


2 SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support 
PROFIT MARGIN: To provide an adequate margin of profit 

for our distributors, 


PROTECTION AGAINST PRICE DECLINES: To do everything 

reasonable to protect our distributors against losses 
through price changes, 

PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 

against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 


PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market, 


PROTECTION AGAINST NON-STOCKING DISTRISUTORS : To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 


our distrib s by i y work in the field. 





10 ORDERS AND WQUINIES: To refer to our distributors orders 
and inquiries received direct from users and prospects. 





PARKER-KALON \ Hloden FASTENING DEVICES 





SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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SINGLE-CYLINDER HORIZONTAL 
COMPRESSORS 
Capacities to 2042 cu. ft.; Pressures to150 Ib. | 


| 


| 
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THREE-CYLINDER AND SiX-CYLINDE 
ANGLE COMPRESSORS 
Capacites to 445 cu. ft.; Pressures to 125 Ib. | 





Pad 





TWO-CYLINDER ANGLE “COMPRESSORS 
Capacities to 45 cu. ft.; Pressures to 200 Ib. 





: 








‘SINGLE-CYLINDER VERTICAL COMPRESSORS 
Air-Cooled and Water-Cooled 
Capacities to 67 cu. ft.; Pressures to 250 Ib. 


HESE units are representa- 

tive of acompleteline...from 
which you can meet each of 
your customers’ individual 
conditions...without prejudice 
or compromise. 


@ Send for the 
WORTHINGTON DEALER PLAN 


2 - = = 

ORTHINGTON PUMP AND MACHINERY CORPORA’ 
Generei Offices; HARRISON, NEW JERSEY 

iaiiatnese td Bepreceataties te Prienipal Citicy Grougheut Se Woe 
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non-metallic material. Transmission 
is bi-directional, operating equally 
well in either direction of rotation. 
It can also be driven from the output 
end, where a slow-running line shaft 
must supply power at variable speeds 
to a high-speed machine. Motor can 
be built-in, or connected to the trans- 
mission by a flexible coupling, motor 
and unit being retained on a common 
bed plate. Unit may also be driven 
from a line shaft or other source of 
power, in which case the motor is 
omitted and a high-speed shaft exten- 
sion provided. It is so designed that 
a geared head can be incorporated at 
the output end, without greatly in- 
creasing overall length. The geared 
head provides a reduction up to 7 to 1 
or a step-up as high as 1 to 4. With 
the latter arrangement a top speed 
as high as twice motor speed can be 
obtained. Transmission available 
in three standard sizes with a range 
of capacity up to 74 h.p. and in two 
speed ranges, normal and extreme.— 
Primary buying officials to be con- 
tacted in introducing this product are 
manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer and 


is 


| Speed 


Fast Cutting 


master mechanic.—The Fellows Gear 


Shaper Company, Springfield, Vt.— 
MILL SuppPuiges, March, 1937. 


Adjustable Diameter Pulley | 


beMin.PitcH DuMeTer=| 


| | 

















A new adjustable diameter 
pulley has been developed for 


8 


single V-belt drives, permitting a speed 
variation accomplished by means of a 
single, simple adjustment. Thus, it is 
possible to quickly determine exact 
speed requirements to conform to the 


best production. The pulley takes 
only a moment to adjust, the workman 
merely loosening a set-screw and giv- 
ing a turn to the outer flange, pro- 
ducing a new pitch diameter. This 
easy adjustment feature is especially 
desirable and adaptable in the adjust- 
ment of speeds on grinding machin- 
ery, to induce better finish in machin- 
ing and to produce the best perform- 
ance in all types of V-belt driven tex- 
tile machinery along with countless 
other applications where speed con- 
trol an important factor. They 
are also particularly adapted for in- 
stallations where the load is small 
and the speed not changed frequently. 
Pulley has a range of speed variation 
of about 25 per cent and is available 
in capacities from fractional horse- 
powers up to 14 h.p. Double groove 


is 
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Unbreakable 





MARVEL 


High-Speed-Edge 
HACK SAW _ BLADES 


Positively 


These patented 
posite blades are the 
only blades that can 
be both strictly High 
and positively 


Unbreakable. 


com- 


Long Lasting 


they surpass all other 
blades in these two 
features that every hack 
saw blade buyer is seek- 
ing. A_ genuine high 
speed steel cutting edge 
that is certain to serve 
its full cutting life be- 
cause it is supported by 
a tough alloy steel body. 





Tough 

Alloy 

Steel 

Body 
18% Tung- 
sten High 
Speed Steel 


Cutting Edge 

















Patented Integral 
Weld 






Fast Selling 


Because they offer the 


finest edge, are safe, 
shatter-proof and _ eco- 
nomical because 


they make practical in- 


creased speeds, feed 
pressures and_ blade 
tensions, these blades 


are preferred wherever 
introduced. Because 
they have no equal or 
substitute, they sell, re- 
peat and build profits. 


Write for Catalog 


Armstrong-Blum 
Mfg. Co. 


“‘The Hack Saw People”’ 


353 N. Francisco Ave. 
CHICAGO, U.S.A. 
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AND RIVETS 
__._ Standard and Special — 


Their 83 years of LEADERSHIP assure your 
trade bolt satisfaction. That assures you 
repeat bolt business. 


83 years of effort—holding to high ideals 
—using the best of materials—demanding 
fine workmanship—by CLARK BROTHERS 
BOLT CO. enable you to sell quality bolts 
and build satisfied customers. 


SELL CLARK'S 


Crank Bros Pout (h 


MILLDALE, CONN. 





Sell 
Taylor-Made 
CHAIN 


Safety is the most important 
factor your customers look for 
when they buy sling or crane 
chain. 






Taylor chain can be sold for 
safety because it is made from 
the best grades of material, 
with workmanship based on 64 
years’ experience. 

















Our distributor policy is worth 
looking into. We shall be glad 
to furnish complete details. 
e 


"Best by Test Since 1873" 








G. INDIANA 
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pulleys are also being made available. 
—Primary buying officials to be con- 
tacted when introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer and 
master mechanic.—The American 
Pulley Co., Philadelphia, Pa.—MILL 
SUPPLIES, March, 1937. 


Highway Flare Torches 





Gg A new addition has been add- 

ed to a familiar line of high- 
way flare torches. The new member is 
a strong, dependable torch of self- 
righting, spherical type, with weighted 
bottom, and has a burning capacity of 
24 hrs. It has a new and efficient wind- 
proof burner with fixed rain shield. 
Kerosene or light fuel oil is burned, 
operating with a §-in. round wick. 
Finish is red enamel. The torch is 
competitively priced and meets the 
low cost requirements of all types of 
users.—Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer and 
master mechanic.—The R. E. Dietz 
Co., New York City—Mr_L SuPPLiEs, 
March, 1937. 


Short Coupled Machine 
Lamps 





10 Where space for attachment 

is limited, the short coupled 
localized lighting unit shown here is 
found to be both suitable and efficient. 
The reflector is joined permanently to 
the socket holder, preventing the socket 
from pulling apart. Unit is attached 
to a stamped base with two 11/32-in. 
holes for mounting, spaced 2-in. cen- 
ter to center and assembled to a short 
tube, 3-in. from base plate to center 
of the ball socket. This model is 
assembled complete with key socket, 
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© PSA AK EASBEY & MATTISON 
best in asbestos COMPANY ameter, Penna. 


The K &M Line is complete: 








Asbestos Gaskets and Packings 


Hovecything you demand in Asbestos 


‘ ' Asbestos Pipe Insulation in sections 
and Magnesia Products of merit, you obtain 


, Asbestos Insulation in sheets and blocks 
in Keasbey & Mattison insulations and pack- 


Asbestos Insulating Cements 
ings. The line is complete... specialized for 


“Featherweight” 85% Magnesia 


every need... and is always sold only through Pipe Insulation, Blocks and Lagging 


established channels of distribution. K & M Refractory Cements, dry and plastic 


products are backed by 60 years’ pioneering Asbestos Paper and Mill Board 


in the development of insulation materials. Welding Electrodes (Celto) 


MILL SUPPLIES ® MARCH 1937 141 








Capacity— 
No. 8”x8 


or 5”x10” flat. 


This is a WELLS 


METAL CUTTING BAND SAW 


It is the perfect all-around saw for cutting metal—in any 
shape. It cuts duplicates with precision. Handy—fast— 
can be moved around the plant to wherever it's needed. 
An inquiry will bring more details of Wells Band Saw Ad- 
vantages. Add this fast selling saw to your regular line 
—it will make money for you. 


WELLS 


MFG. CORP. 
THREE RIVERS, 
MICHIGAN 


























TOOLS 


ARE THE finest THAT MONEY CAN BUY 





ANOTHER BONNEY PROFIT-MAKER 
Bonney ‘CV’ Chrome-Vanadium Steel Box Wrenches, for industrial 
use. Long handle, offset ends, double-hexagon openings. Write for 
details and Catalog “IW” showing complete line of Bonney Tools. 


Bonney Forge & Tool Works, Allentown, Penna. 
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4-ft. underwriters’ approved rubber 
cord and plug. Colors, either dark 


| green or machine grey.—Primary buy- 


ing officials to be contacted when in- 
troducing this product are the pur- 
chasing agent, superintendent and 
chief electrician. — The Fostoria 
Pressed Steel Corp., Fostoria, Ohio.— 
MILL SuPPLIES, March, 1937. 


Electric Drill 


1] A new 3-in. electric drill has 

been designed to meet the re- 
quirements of contractors, automotive 
mechanics, plumbers, oil burner in- 
stallers and other service mechanics 
for wood and metal drilling. Features 
include specially heat treated nickel 
steel gears and a universal motor 
mounted on seal type ball bearings. It 
has a strong aluminum alloy housing 
and a three-jaw chuck. A built-in 
pocket on the housing holds the chuck 
key securely where it can be located for 
use readily. The drill has a combina- 
tion spade and breast plate handle 
and a pipe handle that may be de- 
tached for working in close quarters. 
It has a no load chuck speed of 500 





Fifteen and a half 
long, the drill weighs 124 lb.—Pri- 
mary buying officials to be contacted 
in introducing this product include 


r.p.m. inches 


plant manager, purchasing agent, 
maintenance superintendent, foreman, 
master mechanic.—The Stanley Elec- 
tric Tool Works, Stanley Electric 
Tool Division, New Britain, Conn.— 
MILL SuppLiges, March, 1937. 


Dumping Shovel Scoop 
Truck 

12 One of the latest electric in- 

dustrial truck developments to 


meet the demands of industry is illus- 
trated. This truck is capable of shov- 
eling into a pile of sand, glass batch, 
coal and other miscellaneous loose ma- 
terials, picking up 10 to 15 cu.ft. at 
one shot for transportation to desti- 
nation where the load can be elevated 
and dumped at any height, in keeping 
with operating requirements. The 
design of this complete unit is such 
that it will maneuver in close con- 
gested quarters and as an example, is 
capable of scooping up materials from 
the inside of a freight car for trans- 
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THREADING EQUIPMENT 


WILLIAMS 


@ It’s a wise supply-salesman who keeps OSTER DIE- 
STOCKS in mind as he makes his rounds. 


®@ For example, there is one utility company in the east 
which has 310 OSTER tools of a single type in use today 
. . « « not ordered all at once but from time to time as 
needed. That kind of business is worth getting started 


your way. The OSTER BULLDOG 


The tool with “5 BIG FEATURES”— 
a self-locking, self-adjusting die-stock 





@ And here’s another reason why it pays to concentrate with simplified twelever contrel. 
on OSTER Die-Stocks and feature them at every oppor- 
tunity. 


®@ The four styles illustrated here enable you to meet any 
prospect's requirements with a tool exactly fitted to his 
requirements. It’s not a matter of trying to convince 
him to change from one style to another . . . . when 
you sell the OSTER line you always have the type of 
tool your prospect wants. 





@ Have you the necessary literature? Drop us a line The OSTER LEADER 
and we will see to it that you are properly supplied. For the man who prefers receding 
i : dies . . . Oster furnishes a stock with 


a perfected non-clogging leader-screw 


THE OSTER MANUFACTURING COMPANY = ™ = 


Sales Office: 2041 East 61st Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 


Threading Headquarters Since 1893 





Bonen a; ip COANAALCL (OSTER 
The OSTER CHIP CHASER 


In a “Chip Chaser” you change the size design with the adaptability of adjust- 
but not the dies.” The compact carrying- able dies. Its popularity is increasing 
case is, in itself, a sales stimulator. every year. 


The OSTER BULL PUP 


Combining the simplicity of solid 
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‘‘How Can We Attract More 
New Customers?’’ 


By attractive presentation. By showing new and improved 
products— 


Giving a customer what he ealls for 
does not always mean that you are serving 
him with what he really wants. He wants 
the best. Often he has not heard of the best 
in this or that line. You know more about 
more things than he does. Tell him and 
you'll sell him. Tell him about 


SalretyN Belt 


REG US PAT OFF 





Hooks and Lacers 


Show him why they are better. 
He will buy and you will make 
more money. Any buyer will sit 
at attention when shown the im- 
proved principle of Safety Belt 
Hooks, with their waste-prevent- 
ing Steel Binder Bars, and 
Safety Vise and Portable Lacers. 
Write for our cooperative dealer 
set-up. 


SAFETY BELT-LACER CO., Toledo, Ohio 











JAWS 

AND 

HANDLE 
NOW ALLOY 


GUARANTEE 
That Cuts Your Wrench Repairs 


759% 


And that adjusting nut spins freely in open housing in all sizes, 6” to 60”. 
The replaceable jaws are non-slip non-lock, made of chrome molybdenum 
alloy with handy pipe scale on the hook jaw. Try one and you'll see why 
FRIED is the most popular make in the world. 

Ask your Jobber 


THE RIDGE TOOL CO., ELYRIA, OHIO, U. S. A. 


A Fe LG ILb PIPE Toot 
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portation to point of usage, with 
speed and great flexibility—Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, maintenance 


| superintendent.—The Yale & Towne 


Mfg. Co., Philadelphia, Pa.—MILL 
SUPPLIES, March, 1937. 


Sprinkler Valve Heater 


13 Freeze-ups in valves on dry 


pipe sprinkler systems can be 


| prevented by a new automatic electric 


space heater in each valve house, the 
manufacturer of this new product 
claims. It is also suggested for other 
uses such as heating insulated wall 
boxes containing soda and acid extin- 
guishers which are kept in unheated 
buildings, electric pump houses, iso- 
lated pipe enclosures, etc. The heater 
consists of a heating element, control 
thermostat, thermometer pilot light, 
and a 3-in. outlet box mounted on a 
rigid pressed steel frame. The heat- 
ing element is protected by a perf- 
orated pressed metal guard. Only 


| four screws are required to fasten it 


to the wall of the valve house, and 
since it is completely wired, only one 
electrical connection needs to be made. 
The thermostat can be adjusted to 
operate between any selected temper- 
ature range from 35 to 60 deg. F. 
Where unusually large compartments 
require heating, two or more heaters 
can be installed.—Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, super- 
intendent, maintenance superintend- 
ent, and master mechanic.—Rockwood 
Sprinkler Co., 38 Harlow St., Worces- 
ter, Mass.—MiILL Suppuies, March, 
1937. 


Self-Sealed Ball Bearings 


14 Self-sealed precision _ ball 

bearings are announced in 
two new types, the 9000-D series with 
a single side shield, and the 9000-DD 
series with two side shields. They 
employ inwardly extending, c'osely- 
fitted flanged shields which do not 
rotate or contact the rotating seal 
parts. The manufacturer claims that 
they are equally effective in retaining 
grease in a horizontal or a vertical po- 
sition. The metal seals clear the 
recess on the inner ring, obviating 
the possibility of drag or frictional 





am) HOW TO HIT THE 
* BULL'S EYE of PROFIT 


By itself, an arrow is of little value ... Neither is a bow...You 
need both to do a good job of hitting the bull’s eye... Like- 


wise, you need both a Complete Line of Mechanical Power 








Transmission Equipment AND a Policy that will direct your 
sales effort to the bull’s eye of profit... Medart Distributors 
know the dollar-and-cents value of this truth... They are mak- 
ing money, because: Ist, Industry is sold on Medart Equipment. 
2nd, The Medart Line is Complete. 3rd, The Medart. Policy 


Assures a Profit Incentive. 


weenie es POHICY ...+.+. 


1. The Medart Policy is definite—it works. more than only “once in a while’... 








2. It recognizes the economic function of the Distributor... 3, He ts given 
the sales rights to a trade area in which to sell Medart Products...4, He can 
meet all customer requirements—from stock orders to engineered jobs—because . 

. 5. The Medart Line is Complete... 6. He can extend service to his cus- 
tomers because he gets service from Medart... 7, He has the benefit of the 
Engineering Sales assistance of a thoroughly qualified Engineering and Sales 


Organization... 8. New Catalogs! —-—,- 


a a a a a a a a 


“-MEDART )— 


THE : COMPANY « 3500 DEKALB STREET © SAINT LOUIS, MISSOURI 
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Need Any Nice 


“Ox” 


CHAINS ? 


“O-X” stands for ox—the draft animal that is 
so popular in Porto Rico, where McKay A-No. 1 
quality is just as important as in other parts of 


the world. Whether it’s ox Chain or just plain 


proof-coil Chain, we're mighty proud of our 


Quality—constantly assured by “McKay’s 50 


years of knowing how.” 


For quality Chain, better line up with 


THE McKAY COMPANY 


McKAY BUILDING 


PITTSBURGH, PA 





Formerly U S. Chain & Forging Co 








Pa 
leather belt 
pulley 24°'—driver pul- 
ley 
R.P.M.—24 ft. centers. 
Note slack operation 
made 
Cling-Surface. 


Because 1t's Cling-Surface Protected! 
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double- 
driven 


medium 
7’"—I15 H.P.—750 


possible by 


This belt treatment does not stay 
on the surface like ordinary “belt 
dressings.”” It quickly penetrates 
belts, surrounds every fibre with 
protective lubricant that keeps out 
dust, prevents drying or cracking, 
maintains the easy pliability that 
means extra years of service. Be- 
cause of this extra value in Cling- 
Surface, one user reports a reduc- 
tion of 60% in belting costs and 
actual cash savings as high as 
$7,000 annually. 

Cling-Surface is the only belt treat- 
ment which both preserves drive 


Yer,, CLING-SURFACE 


Preserves Power Belts 






wi BEL 


belts and stops slipping so com- 
pletely that belts can be run easy 
(slack) and still deliver full loads. 
If you do not stock it, investigate 
this scientifically-manufactured belt 
“food” whose performance is so 
superior to the ordinary by-product 
“belt dressing.” Distributors who 
change to Cling-Surface report 
larger sales and profits as a result. 
Available in bar form—or liquid 
in tubes or tins. Write for prices 
and complete information. Cling- 
Surface Company, 1017 Niagara 
Street, Buffalo, N. Y. 


Prevents Slipping 
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resistance. In the 9000-DD type, the 
bearings are totally sealed against the 
entrance of dirt or foreign matter 
during assembly, operation, or disas- 
sembly, providing absolute cleanliness 
at all times. This new series is avail- 
able in a full range of sizes, and is 
interchangeable with single felt seal 
bearings of the wide outer ring type 
from 6 to 26 mm. bore.—Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, superintendent, maintenance 
superintendent, and master mechanic. 
—Norma-Hoffman Bearings Corp., 
Stamford, Conn.— MILL SUPPLIEs, 
March, 1937. 


Box Car Loader 





15 Development of a new type 

of inexpensive box car loader 
is of interest for handling bulk ma- 
terials, according to the manufac- 
turer, without creating a lot of dust 
or degradation in the loading opera- 
tion. The anti-friction belt conveyor, 
constituting the loading element of the 
machine, is supported on a horizontal 
boom arranged so it can be racked 
back and forth, or rotated 360 deg. 
by hand on the castor-mounted truck 
supporting the boom. The convevor 
is operated at a comparatively slow 
speed, and has a discharge height of 
5 ft. Mounted on four large swivel- 
ing castors, the loader can be moved 
into and out of cars by three men. 
When it is in service, the service of 
but one man is required.—Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 


| ager, superintendent, and purchasing 














agent.—Link-Belt Co., 307 N. Michi- 
gan Ave., Chicago, Ill—MILL Sup- 
PLIES, March, 1937. 


Threading Machine 


16 This new 2-in. threading ma- 

chine incorporated several 
improvements applying both to the 
belt and motor-driven machines. The 
belt-driven machine uses, instead of a 
cone pulley, a system of tight and 
loose pulleys mounted on the main 
drive shaft, to be driven directly from 
a line shaft. It is provided with a 
belt shifter for starting and stopping. 
Speed changes are effected through a 
pick-off gear box on the headstock, 
the machine being supplied with gears 
for a speed range from 31 to 118 





r.p.m. The motor-driven machine (il- 
lustrated herewith) has a motor 
mounted on a plate at the top of the 
headstock, and connected to the gear 
box by a silent chain drive. Bed of 
the machine has been strengthened, 
and heavier reinforcing webs em- 
ployed. The headstock is mounted di- 
rectly on top of the bed, adding to 
the rigidity of the machine. While 
the new machines are somewhat heav- 
ier than previous models, they require 
practically the same floor space.—Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, superintendent, and chief 
engineer. — Landis Machine  Co., 
Waynesboro, Pa.—MILL SUPPLIES, 
March, 1937. 


Barrel Packer 
a 






-@ 


17 An electric vibrating barrel 

packer with a low head, and 
high claimed capacity (up to 800 lb. 
gross) has been announced. The main 
frame is cylindrical, and into it are 
built four powerful stators which 
drive vertically. Conforming to the 
main frame, the head is circular, 30 
in. in diameter, and provided with 





MILWAUKEE INDUSTRIAL BRUSHES 


USER SATISFACTION MEANS 
PROVEN ECONOMY ---- 
QUALITY PAYS DIVIDENDS 














STURDI-BILT CIRCULAR 
WIRE CUP BRUSH 





MONO-BILT ROTARY WIRE 


WHEEL BRUSH 








HERE ARE YOUR 
MILWAUKEE 
MARKETS 


Steam and Electric 
Railroads 

Marine Industry 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 

Chemicals 

Ceramics 

Glass 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Metal-Working 
Industries 

Textile 

Wood Industries 











Brushes, like any other tools, are judged 
by the service ihey give. User satis- 
faction guarantees repeat business and 
profitable brush sales. 


MILWAUKEE Industrial Brushes have a 
reputation for doing the work right... 
they insure maximum service which 
means pronounced savings in produc- 
tion costs because brush experts make 
them right. 


The increasing demand for brushes in 
modern industry offers sales opportuni- 
ties daily and provides a ready market 
throughout the year. Every ‘industrial 
plant is a prospect for new brush busi- 
ness. Every prospect becomes a satis- 
fied customer only when proven economy 
has been demonstrated. 


Wide-awake distributors are reaping 
dividends by concentrating on MIL- 
WAUKEE quality and MILWAUKEE 


service. 


The MILWAUKEE line includes all types 
of hand and power brushes—wire, 
bristle, and fibre. Our up-to-date cata- 
log presents classified groups of popular 
selling numbers which will enable you to 
make your selection easily. Write for 
a copy now. Your brush sales can be put 
on a "dividend" paying basis. 


* 























BRISTLE ROTARY BRUSH 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 





WIRE DISC BRUSH 


MILWAUKEE, WISCONSIN 
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Standard 
Shaft 
Extension 
Pedesta 
Grinder 
12”—14” Wheel 


VALLEY 
ELECTRIC CORPORATION 


4221-27 Forest Park Blvd. 
ST. LOUIS, MO. 


The Famous A REGULAR MARK-UP 
“ATLAS” 


The "One-man" car mover. 


Saves time and money in spotting 


freight cars. 


Is recommended for its superior 
and 


power, speed, dependability 


efficiency. 
Sold by reliable distributors. 
Specify "ATLAS" when ordering. 


APPLETON - ATLAS 


CAR MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
(Formerly located at APPLETON, WIS.) 
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PERFORMANCE 


—an obvious reason 
for the success of 
VALLEY 


DISTRIBUTORS 






It's not difficult to see the reason 
for the success of VALLEY dis- 
tributors. They win customers and 
keep them because Valley Ball 
Bearing Grinders enjoy a well- 
earned reputation for unexcelled 
performance. 


Valley Grinders are Valley powered 
—ihey are driven by Valley mo- 
tors. Every unit is built to a single 
high standard of quality, pro- 
tected by the Valley Guarantee. 


Let us give you prices and data 
on the complete line of Valley 
Grinders. Sizes available are from 
V4 hp. Bench to 5 hp. Pedestal. 


a regular mark-up 


are nationally known. 


They sell 


and stay sold—because they give 


dependable service. 


An important model in the C & L 
line is the 325 heavy-duty torch. 
This popular tool has gained wide 
popularity in the industrial distri- 


bution trade. 
Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 
Makers of world’s largest-selling firepots 
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Because of the reputation for qual- 
ity that has surrounded the C & L 
name for years, this company can 
suggest resale prices on mechanics’ 
grade tools that give the distributor 
- an assured 
profit on every sale. C & L torches 





either a ring or lugs to fit any con- 
tainer up to its maximum diameter. 
The stators are energized by pulsating 
direct current, allowing adjustment of 
the intensity of vibrations to give 
maximum speed and density of pack- 
ing for any given material. As it 
can be installed water-tight by use 
of a rubber skirt connecting the peri- 
phery of the head with the edge of the 
pit.—Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
and chief engineer.—Jeffrey-Traylor 
Division of the Jeffrey Mfg. Co., 
Columbus, Ohio.—MILL SUPPLIEs, 
March, 1937. 


Jackhamer 


18 A new light-weight air drill 

for a multitude of jobs such 
as light rock drilling, blockholing, 
trimming, scaling, holes for conduits, 
pipes, railing, foundation bolts, main- 
tenance and demolition work has just 
been placed on the market. Known 
as the “JA-30 Jackhamer,” the new 
drill is claimed to have a high drilling 
speed and a low air consumption. It 
weighs 30 lb., and is about 194 in. 
long.—Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, and master mechanic. 
—Ingersoll-Rand Co., 11 Broadway, 
New York, N. Y.—MILL SUPFLIEs, 
March, 1937. 


Am 


Utility Knife 


19 For cutting plaster board, 

belting, linoleum and a wide 
variety of other commercial and in- 
dustrial uses such as opening card- 
board cartons, etc., a new general util- 
ity knife has just been introduced. 
The product has a guard so that it 
can be carried in a workman’s pocket. 
It is equipped with five double end 
aluminum alloy steel blades (one in 
cutting position, the extra four in the 
handle).—Primary buying officials to- 
be contacted in introducing this prod- 
uct are purchasing agent, foreman, 
maintenance superintendent, and mas- 
ter mechanic.—Gerard Mfg. Co., 
Dickson City, Pa.—MILL SUPPLIEs, 
March, 1937. 











Belt Hooks 


20 A new line of Wiregrip 

carded belt hooks has just 
been announced. They are mounted 
on special processed cards that hold 
the hooks firmly in the card, according 
to the manufacturer, strengthening 
them, and making it easy for the 
workman to cut off the desired num- 
ber of hooks without destroying or 
disturbing the others. The hooks can 


be applied with any standard lacer, or. 


with a Wiregrip belt lacing machine. 
—Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
maintenance superintendent, and mas- 
ter mechanic.— Armstrong-Bray & 


Co., 308 N. Sheldon St. Chicago, Ill.— | 


MILL SUPPLIES, March, 1937. 


Floor Sander 


91 Many new features have been 

incorporated in this efficient 
floor sander, making possible better 
finishing of floors at lower cost. Suf- 
ficient weight (138 lb.) is provided 
in the unit for fast, accurate sanding, 
eliminating the need for manual con- 
trol or addition of weights to keep 
the drum in constant contact with 
surface of the work. 
sanding motor produces an even flow 


The powerful | 


of power insuring fast work on the | 


toughest jobs. The V-belt drive is 
quiet in operation, having no loss of 
power in slippage. Frame is one 
piece steel construction, without bolts, 


nuts or rivets to loosen and cause |: 


vibration. All parts making up the | 


sander are built to this frame, insur- 
ing rigid construction throughout the 
unit. Sanding drum is 7 in. wide by 
6% in. diameter. Drum is covered 
with a resilient sponge rubber pad 
which prevents pitting on the floor. 
A patented vise-like grip holds the 
sandpaper to the drum. No wedge is 
required to hold paper in position. 


Dust collecting is effected by the use | 


of a separate vacuum system, mounted 
integral to the frame, independently 
motored by a universal motor. This 
dust collecting system is said to be 















In the Hands 


of Mechanics 


Victor "Moly" Hack Saw Blades reduce metal sawing costs 
because they cut faster, truer and stay sharp longer. Users 
ask for them by name and know them by their distinctive 
gold-colored finish. 
Victor hack saw blades are sold only through estab- 
lished distributors under a policy that protects their 
market and your profits at all times. 


VICTOR SAW WORKS, INC. 
MIDDLETOWN, N. Y. 








‘OVM CLEANING UP WITH THESE 





iii are jumping at Wilbur & 
Williams paints And no wonder. With 
tondlite, Totalbrite, Totalume and Caustic 
bond you have four paints that solve prac 
tically all of the toughest painting prob 
lems—paints that will bring in a large 
industrial business. 

And the beauty of it is, you don't have 
to carry a large stock For only a few 
gallons of Wilbur & Williams paints give 


you the equivalent of the most complete 
paint stock in town. Bondlite, the oil base 
paint, can be mixed for flat or eggshell 
finish and tinted any color. Totalbrite, the 
casein paint, is mixed with water and also 
easily tinted. Thus you have one can of 
paint taking the place of several Send for 


details of our jobber policy and merehandis 
ing plans 


Cash In On This Unusual Offer 


To help you prove to your customers the 
exceptional value of our new paint Bond 
lite we make this special concession. Offer 
4 gallons of Bondlite to your customers. If, 
after trying one gallon, they are not satis 
fied they simply return the remaining three 


THE WILBUR & WILLIANS CO. 
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WILBUR & WILLIAMS 
a AES 


. . . and I’ve got the 
smallest stock town 









in 
gallons and their bill is cancelled. 


for the gallon used. You lose 
Write for full particulars, 


We pay 
nothing. 


if your customers have paint problems show them this 
chart 


when 


you want to paint 


Ee Le 
* over calcimine and whitewash Vv 


* over water stains V 
* over rough concrete or brick 
* over outside masonry 
‘* «to prevent rust 
+ to avoid paint fumes 
: «to cut paint costs in half 


to protect metals under water 


« to hide in one coat 


PARK SQUARE BUILDING 
BOSTON, MASSACHUSETTS 
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EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 





100 per cent efficient, picking up dust 
on both the forward and backward 
strokes. The dust intake aperture 
extends the length of the sanding 
belt, thus collecting all dust as it 
leaves the drum. Handle of the unit 
is adjustable to the operator. The 
switch has 100 per cent overload ca- 
pacity to insure freedom from fre- 
quent replacement. All moving parts 
are mounted on grease sealed ball 
bearings. This sander can be used 
profitably by contractors who do their 
own surfacing work, and should prove 
profitable in maintenance in large 
industrial plants, schools, institutions, 
ete.—Primary buying officials to be 
contacted when introducing this prod- 
uct are purchasing agent, maintenance 


superintendent, superintendent and 
plant manager.—Skilsaw, Inc., Chi- 
eago, Ill—Mrm. Suppwies, March, 
1937. 


Asbestos Cord Steam Hose 


22 which is claimed to provide 
outstanding service in superheated 
steam service is made with four as- 
bestos cord plies, wound spirally in 


alternating directions around a steam | 


and heat-resisting tube, embedded in 
rubber. Its ply construction elimi- 
nates the possibility of shearing ac- 
tion when the hose expands or is flexed 
in service. The 


specially compounded for this type of 
service. The asbestos cords will not 
char under high temperatures, and 
the black heat-resisting cover is spe- 
cially compounded for this type of 
service. The hose is comparatively 
light in weight, flexible, and easy to 
handle. The spiral cord construc- 
tion results in a smaller outside diam- 
eter than ordinary four-ply asbestos 
carcass hose, the maker claims. It 


can also be furnished with a special | 


non-static feature built in. Comes in 
the following sizes: 4, 3, 1, 14, and 
14 1.D., accommodating 


ing on the size. 
are 50 ft.—Primary buying officials 
to be contacted in introducing this 


| 
product are plant manager, purchas- | 


| ing agent, and maintenance superin- 
tendent.—New York Belting & Pack- 
ing Co., 1 Market St., Passaic, N. J.— 
MILL SuPPLIEs, March, 1937. 





Ball Bearing Rollers 


93 Two new ball bearing rollers, 

both suitable for heavy duty 
service, have just been 
The incorporated self-contained double 
seals which protect the ball bearings 
and ball raceways from foreign mat- 
| ter such as dust, dirt, and grit. Hexa- 
| gon axles are employed, thus prevent- 


ing the inner ball raceway from rotat- | 
ing on the axle, which is held sta- 


tionary in the conveyor frame. Frame 
rails of various shapes are available, 
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A new hose of asbestos cord | 


asbestos cords will | 
not char under high temperatures, | 
and the black heat-resisting cover is | 


| 
| 
| 
| 
| 





pressures | 
| ranging from 175 to 200 lb., depend- | 
Maximum lengths 


announced. | 











WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- 
tects fingers. 


Applied with WIREGRIP or 
other lacing machine. (Pat. 








LACING 


STEELGRIP is a stronger lacing 
for all power and conveyor belts. 
Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins. 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People” 
310 N. Sheldon St. Chicago, U. S. A. 

















DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


TIME in daily oiling 

COST of lubricant and replace- 
ment 

LOSS in power from friction 

There is no question but what 


experience a quick consumer interest in their 
superior qualities. And that means sales be- 


you will 


cause pulley replacements are badly needed 


in industry today. 


Ask for our profitable distributor terms and 
for information about the engineering assist- 
ance we will give you. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St., CHICAGO, ILL. 




























WORTHAM POWER 
Manager 
Mill Supply Departme 


THE MURRAY COMP 
Dallas, Texas 


Advertising in FACTORY saves our time... 


The Murray Company, of Dallas, Texas, is one of the "It is a well known fact that advertised products sell more quickl, 
and easily than those which are not known. Every day we see ex- 


i 


leading industrial distributors in the area it covers— 
that included within a 250-mile radius of Dallas. 


amples of how advertising helps to speed up our sales to manu- 
facturing plants. 


In its sales work, this company is in constant touch with “Those lines for which we have the most active demand are nearly 
, : p all advertised extensively, but even on the lines which are advertised 
industrial plants, mills and shops of all types throughout only to a limited degree we find we can get more ready acceptance 


its territory, and is looked upon as a most reliable source because our customers have been made familiar with them through 
advertising. 


of supply by all its customers. 
"The main thing seems to be to have the advertising reach the right 
Being an aggressive sales organization, this company people. 


appreciates the importance of effective advertising by "Advertising in FACTORY on many lines we carry is going to the 
its manufacturers to the important buying a right people. It is read by a large number of the operating officials 
, of plants to which we sell. We are very sure this advertising 


hundreds of institutions it sells. Hence, the statement in FACTORY helps us and saves our time.” 

“il on | 
of Mr. Wortham Power, Manager of the Mill Supply That is what Mr. Wortham Power, Manager of the Mill Supp'y 
Department of the Murray Company, that "Advertising Department of the Murray Company, Dallas, Texas, said on look- 


ing over a copy of FACTORY. And that is what we think you will 
say. Send for a copy of a recent issue. We will be glad to supply it 
people"’ carries the weight of impressive experience. to you free of charge if you write to us on your business stalionery. 


in Factory on many lines we carry is going to the right 
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VINCENT | 
HUNTINGTON 


&very 
FOR 








Cutter 





Has 18 
Teeth 
Count 


faa PROFITS 





VINCENT 
SALES 
AND 


Vincent - Huntington 
Grinding Wheel 
Dressers and Cutters 
are standard equip- 
ment in many of the 
largest industrial 
plants in the country. 
They are 
preferred be- 
cause they are efficient, long 
lived, and correctly designed 
for every requirement. 
Distributors who sell the 
Vincent- Huntington line of 
Dressers and Cutters know that 
they will give the best pos- 
sible service because they are 
heat treated uniformly by our 
"Vincent Process” which as- 
sures the exact degree of 
hardness to give consistent 
and maximum efficiency in 
service. You make satisfied 
customers with every sale and 
build up repeat business with 
good profits for yourself. 

Shall we send you our useful 
catalog sheets giv- 
ing detailed in- 
formation on sizes 
and types of Vin- 
cent - Huntington 
Grinding Wheel 
Dressers and Cutters 
— also information 
on replacement 
parts? Drop us a 
line. 





















THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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| screw. 


with rollers either above or below top 
of frame, as required. The type illus- 
trated above is built in 4, 43, and 44 
in. 4500 lb. When used in level lines 
these ratings step up to 3500, 4500 
and 5000 lb. respectively. The other 


| 














@ The multiple spline, 
Engineering’s most effi- 
cient principle of power 
transmission, is used in 
all Bristo Socket Cap 
and Set Screws. 
The Bristol Company 
Mill Supplies Division 
Waterbury, Conn. 


BRISTO 


TRADE MARK REG. U. S. PAT. OFF. 


CAP AND SET SCREWS 














_MR. DISTRIBUTOR: 


new type is applied for both power- | 


driven and gravity applications. It 
is made in a 5 in. diameter, in lengths 
to suit, and has a continuous load rat- 
ing of 8000 lb. per roller.—Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, maintenance 
superintendent, and master mechanic. 
—Mathews Conveyor Co., Elwood 
City, Pa—Mitut Suppuies, March, 
1937. 


Protected Screw Takeup 


24 


takeup has just been placed on the 
market. It has an adjusting screw 
which is protected from dust and dirt 
by an inverted U-shaped shield which 
extends from end to end of the take 
up frame. The sliding base casting, 
which carries an adjustment nut of 
bronze, is cored out in such a way 
that it slides freely over the shield, 
thus relieving the shield of any func- 
tion other than of protecting the 
As the adjusting screw does 
not travel but remains inside the 
frame, it is protected from damage at 
all times. The screw is also pro- 
tected from operating strains and 


For use on conveyor$§ and ele- 


vators, a new protected screw | 


Put this up to YOUR 


Customer— 







“MARVEL” 
Ball Bearing 
Portable 
ELECTRIC BLOWER 


our ELECTRIC MOTORS and WOOD- 


e 
Xt and OTHER MACHINERY free from 


WORKIN 


| dust, dirt, chips and sawdust, greatly reducing your 


motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 

Order one on 10 DAYS’ TRIAL, and test It in 
omer i plant. Give VOLTAGE of your Lighting 
Circuit. 






Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 


Model No. 2, $35.00 
(Reduced from $45.00) 


ts id 
larger size. e' 
for $50.00 


I Vacuum 
Cleaner Attach- 
its, $10.00 ad- 
In daily 
use in more than 
8.000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


shocks, in fact relieved of all load, for | 
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| 352 ATLANTIC AVENUE 


BOSTON 9, MASS., U.S.A 




















NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 
Simply pull the thin shim stock through 
the slot and cut it off!" 

These handy cartons of thin brass or 
steel shim stock will save time and 
trouble AND PREVENT WASTE in every 
tool room, maintenance and repair shop. 
Precision shim stock . . . thicknesses from 
001” to .015”; strips 6” x 100”. 

(Shim brass and steel also supplied in 
rolls 6” wide and sold by weight.) 


SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
LONG ISLAND CITY 


INC. 
NEW YORK 
743 

















TRUE SQUARED 


True squared under the head, 
TRIPLEX Carriage Bolts fit snug. 
Faultless cut or rolled threads, 
electric heat-treated, quenched 
in a special rust-preventative— 
a lot more for your money. 


Send for samples, catalog 
and latest price list. 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


: COMPLETE LINE OF CAP AND SET 


SCREWS, BOLTS AND NUTS 


(29 


| wire coil truck. 





after adjustment, the bearing is rig- 
idly clamped to the rugged steel 
frame.—Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, maintenance 
superintendent, and superintendent.— 
Jeffrey Mfg. Co., Columbus, Ohio— 
MILL SUPPLIES, March, 1937. 


Wire Coil Truck 


Development of a new truck 
especially designed for wire 
coils was recently completed, and the 
product introduced as the “Clark” 
It is intended for 
use in plants handling wire, wire 
goods, screw machine products, ete. 
The end plate is only 1% in. from the 


floor, permitting the operator to roll | 


coils onto the platform from the rear 
—or it can be loaded from either side. 





The truck is 56 in. long overall, 30 
in. wide at wheels, weighs approxi- 
mately 140 lb., and has a capacity for 
2500 lb. of material. Wheels are 8 in. 








| in diameter, and are equipped with | 


roller bearings, hardened axles, and 
grease fittings. It will operate with 


| any lift jack of this same manufac- 


turer.—Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, and maintenance su- 


| perintendent.—All Steel Welded Truck 


| Corporation, 


Rockford,  [].—MILu 


SuPPLIES, March, 1937. 


| Dinner Given for George Smith | 


Friends and associates of George 
A. Smith, assistant manager of me- 
chanical goods, Hudson St. branch, 
United States Rubber Products, 


Inc., gave him a dinner in the Hotel | 
Lafayette, Friday night, Jan. 29, | 
in recognition of the 50 years of | 


service which he had just completed 
with the company. 
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The 





Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties— dependability 
throughout the years. 





Model WT Today there are highly 

Safer Valve Profitable possibilities 
y : 

with the LONERGAN LINE 

anywhere in the Nation. 


You are wise in rec- 
ommending Loner- 
gen Pop Safety and 
elief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 
Write for Catalog, 


Prices and complete 
information. 


SPECIALTIES for 
POWER PLANTS 
Standard Since 1872 


J. FE. LONERGAN CO. 


213 RACE ST PHILADELPHIA. PA 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


A complete 192 
page manual that solves your customer's 


Not a mere catalog. 


caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 


diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICACO, ILL. 
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BELTING 





One user tells another of the 
performance and service of 
Victor Belting . . . initial 
orders are thus prompted 
. . . repeated orders insured. 
Write for information on the 
most complete line of de- 
pendable and _ economical 
textile belts in the country * 
. . . for transmission, convey- 
ting and elevating. 


VICTO een AND TEXTILE 
BELTING COMPANY 
oo ee a oe ce ae Ane 


345 West 
FACTORY 


Hubbard Street 
EASTON 


Chica 
PENNSYLVANIA 


go 











CESCO RESPIRATOR No. 82—For use in 
extremely dusty atmospheres Knitted 
cloth facelet insures comfort Exhaled 


t be reinhaled. 


CESCO 


} 
} 








Trade 
Literature 








MATERIALS HANDLING EQUIP- | 


MENT —A small, colored folder, No. 
321, has just been issued by Lewis- 
Shepard Company, for handling 


barrels, drums, carboys and car- | 


tons. The booklet contains many 
illustrations of Lift Trucks, Lift 
Truck Platforms, Floor Trucks, 
Stackers, Portable Elevators, Drum 


| Drain Stands, Barrel Racks, and 


| Carboy Pourers. 


Requests may be 


| sent to Lewis-Shepard Company, 





RESPIRATORS | 


Selection of the right type will 
make a considerable difference 
to the comfort, health and ef- 
ficiency of the wearer and to 
the right side of the distrib- 
utor's ledger. CESCO Res- 
pirators have no unnecessary 
weight or bulk. They are 
scientific products, designed 
after years of special research. 
Write for the whole story. 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd. 
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Chicago, Ill. | 
ee | ete lines: Standard General Serv- 


175 
Mass. 


Walnut Street, 


HAND GRINDERS AND ACCES- 
SORIES —A 32 page catalog, includ- 
ing covers, on “Hand-ee” and “Hi- 
Power” grinders, and accessories 
for grinding, drilling, polishing, 


| sanding, sawing, carving and en- 
graving, as well as complete sets. 


Thoroughly illustrated throughout, 
including numerous application pic- 
tures. Incorporates descriptions, 
specifications and prices. Chicago 


Wheel and Manufacturing Com- | 


pany, 112 South Aberdeen Street, 
Chicago, Illinois. 


AN "ALBUM OF FAMILIAR BELTS", 
a folder containing 25 reproductions 
of photographs taken in the field 
and in the factory, shows interest- 
ing and unusual installations of 
Transmissions Belts in a variety of 
industries. The pictures give read- 
ers an abbreviated but highly in- 
structive tour of this modern belt 
factory. Photos by Margaret 
Bourke-White give added pictorial 
value. United States Rubber Prod- 
ucts, Inc., 1790 Broadway, New 
York City. 


JACKBITS—JACKRODS—A recent- 
ly issued booklet, No. 2304, ‘covers 
the characteristics and uses of Jack- 
bits for drilling rock. It also gives 
dimensions and prices of Jackbits 
and Jackrods. A copy may be se- 
cured by writing Ingersoll-Rand 
Company, 11 Broadway, New York 
City. 


POWER PUMPS — Characteristics 
and applications of power pumps 
are discussed in detail in this Bul- 
letin Number 6160. These duplex 
power pumps, with self-oiling 
power end and valve deck type 
fluid end, are offered in two com- 
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Watertown, | 


| 


‘OTTEMILLER 


| 





ALWAYS 
100%, 

| DISTRIBUTOR 
COOPERATION 








. 
The Wm. H. 


COMPANY 


YORK, PA. 
WE ALSO MANUFACTURE DARDELET THREAD SCREWS 











SURE-GRIP 


HOSE CLAMPS 


(Standard and Special Sizes) 


Will hold 
any pres- 
sure the 
hose will 
stand 


Made of fine quality steel. The clamp, 
nut and bolt are galvanized separately 
after all machining is finished, preventing 
all raw edges that could rust or corrode. 


More than 100 sizes will meet every need 
of your customers for plant maintenance 
as well as for their manufactured products. 


Sure-Grips are sold only through 


regular jobbing channels. Write 
for prices. 


J. R. CLANCY, INC. 
SYRACUSE, N. Y. 











BALDOR 


formerly named "HANDY" 


BALL BEARING 


GRINDER 
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BUILT FOR HEAVY DUTY 


ITWON'T 
BURN OUT 


No. 3240 % h.p. Capacitator type, ball-bearing BAL- 
DOR Motor. Stands repeated over-loading; 3450 r.p.m. 
60 cy. single or 3-phase (not furnished for D.C.) 7” 
wheels, 1” face; heavy shaft; %” arbor; 
closed guards. 1-YEAR GUARANTEE 


It will sell—and stay sold 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 16 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 


sya a OL O} > GRINDERS 

















Your customers need the 
security provided by 


JACKSON BELT 
FASTENERS... 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. © Used 
by your customers wherever a de- 
pendable heavy duty fastener is 
needed. 

® Recognized as the standard belt 
connection thruout the world. 


Do you havea ISAAC JACKSON 


BELT FASTENER CO. 
18 VESEY ST., NEW YORK 


full supply 
of descriptive 
literature? 











| ice and Heavy 


Duty. 
General Service pumps are avail- 


Standard | 


able in sizes of 24 to 3 inches by 4 | 


inches and 24 to 6 inches by 6 
inches, with capacities to 215 gal- 
lons per minute at pressures to 250 
pound. Heavy Duty pumps with 
sizes of 24 to 34 inches by 4 inches 
and 3 to 4 inches by 6 inches have 
capacities to 93 gallons per minute 
at pressures to 500 pounds. This 
bulletin contains diagrams and ex- 
cellent photographs. Fairbanks- 


Morse Company, 900 South Wabash 





Avenue, Chicago, Illinois. 


HYDRAULIC POWER CONTROL— 
“Race Horse Speed with Draft 
Horse Endurance,” is the theme of 
a new 12 page Book Number 1795 
picturizing the advantages of hy- 
draulic power control of the me- 
chanical operations of crawler 
shovels, draglines and cranes, as 
compared with the laborious manip- 
ulation of conventional long-throw 
mechanical levers. Speedier opera- 
tion, greater output, elimination of 
operator fatigue, are features 
claimed for the new control. A 
copy of this book may be ob- 
tained from Link-Belt Company, 
300 West Pershing Road, Chicago, 
Illinois. 


OXYGEN LANCE—An 8 page 
booklet with diagrams and pictures, 
puts into convenient form much 
valuable information on the oxy- 
gen lance. The steel industry has 
adopted the oxygen lance as a 
standard tool for the accomplish- 
ment of many key jobs impossible 
to execute with the same speed 
and economy by any other process, 
this company maintains, and this 
booklet should prove of value to 





anyone working with heavy sec- | 


tions of metal. 
request. Write the Linde Air 
Products Company, 205 East 42nd 


| Street, New York City. 





| DIESEL ENGINES — This attractive 


booklet describes present models in 
diesel engines in the complete line 
of this company, and in an intro- 
duction traces briefly the develop- 
ment, uses and operation of diesels. 
Along with illustrations and discus- 
sions of operating features of the 
various models, are given applica- 
tions in marine, stationary and 
portable service; in some cases 
typical installations are pictured 
and described. Further informa- 
tion may be obtained by writing for 
this booklet to Fairbanks, Morse 
and Company, 900 South Wabash 
Avenue, Chicago, Illinois. 
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It will be sent upon | 












pOrN 
By any test you 
supply your cus- 
tomers the great- 
est “Perform- 
ance - Dollar 
Value” in 


OHLEN- 
BISHOP 
SAWS 


Made of SPECIAL ANALYSIS 
STEEL. They create for you 
the MOST PROFITABLE 


Business in saws. 


Sold Only Through Distributors 


“HLEN-BISHOP CO. 
: COLUMBUS OHIO 


Sows 5 « 1852 


1905 (Strand 1937 


Flexible Shafts and 


Machines 


IT'S A GREAT FEELING 
OF SATISFACTION 
WHEN YOU HAVE SECURED 
AN ORDER BASED UPON 
QUALITY 


SELL YOUR CUSTOMERS 
"STRAND" 
Flexible Shafts and 
Machines 
OF HIGH QUALITY 
Vg to 2 H.P. 


The: 


Monuwfacturers f Fine 














MANUFACTURED BY 


N. A. STRAND & CO. 
500! NO. LINCOLN ST. 
CHICAGO 
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LOWER COSTS 


are made possible by the use of 
Gardiner Flux-Filled Solder. Its 
uniform high quality and perfect 
flux save time and material. En- 
ables both expert mechanics and 
inexperienced help to do faster 
and better 


work. 


Made in 
both acid 
and rosin- 
core in va- 
rious alloys 
and iin 
| gauges as 

i small as 
> 1/32 of an 
inch. 








Available in 1, 5 and 
20-Ib. spools. 

Due to 
modern methods and volume pro- 
duction Gardiner Solder costs less 
than even ordinary solders. 


We also make solid wire, and bar 
solder and babbitts. 





, 
——> 


rdiner 
of 
4833 So. Campbell Ave., Chicago, Tl. 











ECONOMY 


HOLLOW SET 


SCREWS 


sCQMOMT 
Satety Set Gerews 








MADE OF ALLOY STEEL 


There's an old adage about fine Goods 


coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 


HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS mad> of 
alloy steel “The Economy Way”. 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE.. CHICAGO 











n 
| 
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PILLOW BLOCK -—Complete speci- 
fications and installation data on 
six types of pillow blocks, includ- 
ing a new universal-position model, 
are contained in the 1937 catalog 
issued by Randall Graphite Prod- 
ucts. Five of the bearings are of 
the self-aligning type. Of these, 


the Standard and Pedestal models | 


have single reservoirs, while the 
double reservoir oil return feature 
is offered in three models, the 
D.R.O.R., the D.R.O.R. Flange type 
and the D.R.O.R Universal. There 
is also a D.R.O.R. rigid pillow 
block. The description of each type 
of bearing is accompanied by de- 
tailed specifications. Also included 
are descriptions of oil cups, bronze 
safety collars and fibre washers 
and insulated mountings. The cat- 


alog is especially designed for the | 


convenience of engineers, superin- 
tendents, shop foremen and others 
responsible for the design and 
maintenance of machinery and shop 


| equipment. Randall Graphite Prod- 


ucts Corporation, 609-613 Lake 
Street, Chicago, Illinois. 


PRECISION LATHE—A new 24 page 
catalog announces the 1937 model 


9-inch Workshop Precision Lathe, | 


illustrates the many new styles, 
features, and applications of the 
new  back-geared, 
lathe. 


screw cutting | 
A number of pages are de- | 


voted to the various features of the | 


lathe, with pictures showing meth- 


| ods for obtaining and testing the 


high degree of accuracy for which 
these lathes are noted. Sixty-four 
major tests are made to insure ac- 


| curacy in the alignment of all parts 


to within .001 inches. Improve- 


| ments on the back-geared head- 


stock are illustrated, including a 
twin gear reverse for right and left 
hand threads and feeds, large spin- 
dle bearings adjustable for wear, 
ball thrust bearing on the head- 
stock spindle, take-up nut for elimi- 
nating end play of headstock spin- 
dle, hollow headstock spindle ma- 
chined from a solid bar of alloy 
steel. South Bend Lathe Works, 
425 East Madison Street, South 
Bend, Indiana. 


SOLVING METAL PROBLEMS — A 
48 page book describing the solu- 
tion for scores of metal problems 


| as encountered by the engineers 


has been issued by the Interna- 
tional Nickel Company. Primarily 
a guide book to Monel and other 
non-ferrous nickel alloys in the 


| fields of engineering applications, 
| it also covers the corrosion resis- | 
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THE BEST 
HIGH PRESSURE 
COUPLINGS 






\' ‘e i an 


SHERMAN 


Unexcelled for heavy-duty service 
on steam, air, and water hose— 
Sherman high-pressure —- 
and clamps are made of heavy 
cast brass, with cadmium-plated 
bolts. They fill every demand 
made by high pressures and heavy- 
duty service. 


DETAILS ON REQUEST 
Sold by Jobbers 








H. B. SHERMAN MFG. CO. 
MICHIGAN 


BATTLE CREEK 


ve 








It 


A good deal 


When You Buy Fitler Rope 


The shrewd buyer specifies 
Fitler for superior Manila 
Rope—and receives a good 
deal of extra service and 
economy. 









Look for the 
Blue & Yellow 
Trademark Reg. 
U. 8. Pat. Of- 
fice No. 245091 






==———_ 
—_—_— 


A Rope For Every Requirement 


Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 
Drilling Cables 


THE EDWIN H. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 

NEW YORK NEW ORLEANS 

CHICAGO HOUSTON 





























~* GLOBE 
PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 


Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 


. 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 


BUFFALO NEW YORK 





Salesmen— 
Business is 
readily de- 
veloped for 

BRASS 

BRONZE 


Copper 


























Everdur 
Monel 
Stainless 


Bolts - Nuts - Screws 
and Washers 


Hex. Hd. Cap Screws 





Carriage Bolts 


Flat Hd. Cap Screws Set Screws 
Machine Bolts Studs. 
Lag Screws Washers 


Dozens of Other Items 


Large, complete Harper stocks enable 
you to provide immediate shipment on 
all standard items. Prompt service on 
special orders. Prices that are right. 
A liberal profit margin. 


Write for Complete Catalog 


The H. M. HARPER CO. 


2622 Fletcher St. 








tance and other properties of these 
metals. There are 20 sub-divisions 
each devoted to specific problems 
in fields from hydro-electric and 
steam power plants to highway 
maintenance, refrigeration and au- 
tomobiles. Some of the newer 


forms of this alloy are described | 








YOUR BELTS... 


and the non-magnetic forms of the | 


metal are also covered in a special 
section devoted to airplanes and 
the like. Inconel, the high nickel- 
chromium alloy, is another sub- 
ject covered. Special items 
cluded are those dealing with me- 
ters and other regulating equip- 


ment, sewage disposal, pump main- | 


tenance and other items of general 
interest. This booklet is avail- 
able without charge to members of 
the engineering profession. The 
International Nickel Company, Inc., 
67 Wall St., New York City. 


| AIR-LINE PRODUCTS — In a han¢- | 
yellow 24-page | 


some blue and 
book this company goes into con- 
siderable detail, both of technical 
information and photographs, de- 
scribing their automatic air-line lu- 
bricators, reducing and regularing 
valves, diaphragm relief valves, 
automatic gas _ regulators, hose 
strainers, blow valves, air vents 
and other equipment.—Norgren 
Pneumatic Products, Denver, Colo- 


| rado. 


V-BELT DRIVES—The Rockwood 
Manufacturing Company recently 
issued two handsome catalogs, clev- 
erly incorporating the cover design 


| with the subject matter, in catalog 


| single groove drives. 


No. 782 and No. 783. The first de- | 


scribes with detail and data tables, 
the multiple groove drives. The 
second is devoted to fractional hp. 
Jointly, they 


| cover from 4 to 500 hp. This new 


descriptive literature should be of | 


inestimable value to dealers inter- 
ested in power transmission.—The 
Rockwood Manufacturing Company, 
Indianapolis, Indiana. 


MECHANICAL RUBBER GOODS 


| —Here we have a book of 115 pages 
| of interesting and practical infor- 
| mation on belting,—transmission, 


| for sixty-three years. 


| interest 


conveyor, elevator, issued by a firm 
which has specialized in these lines 
There is a 
short history of the firm in the be- 
ginning of the book, and of especial 
to engineers and _ mill 


| wrights are the formulas, hp. tables, 


charts and helpful suggestions that 


| will enable the consumer to esti- 
| mate accurately his requirements. 


Chicago, Ill. | 


—The Whitehead Brothers Rubber 
Company, Trenton, New Jersey. 
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THE HEART OF 
PRODUCTION! 


Our definite claim is that Cantol 
_ treated belts have a belt EFFI- 
CIENCY AND ECONOMY un- 
equalled by any other treated 
belts. 


tain an effective tension. 


Belts run slack and main- 


| This means longer belt life 


_ and economy all down the line. 
For 23 years Cantol has been 
_ doing this, unadvertised, and its 

praises unsung. Let us send you 


_a free sample to prove the above. 


CANTOL WAX CO. 











| Bloomington Indiana 
| everlasting 
L-R FLEXIBLE 
| COUPLING 
| TYPE 

| 3/16” to 

2%,” bore 





Patented 


TIME-TESTED and 
WIDELY PREFERRED 


Countless users have found that this 
| coupling is a worry-and-money saver. 
It dampens and absorbs shock, vibra- 
tion, starting torque and overloads. 
Redoubles the life of bearings. 
Effects smoother machine perform- 
ance. Simple—just three parts. No 
| lubrication required. Everlasting. 


Literature on request. 


Distributors, write for new 
distributor plan. 


| LOVEJOY FLEXIBLE COUPLING CO. 
| 4955 W. Lake St. CHICAGO 
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BACKS YOU UP! 


For fast-cutting abrasives, delivered 
fast, stock JEWEL! You clip “red 
tape” and delays from deliveries; you 
get action when your order hits our 
shipping desk, whether its require- 


ments are standard or specialized. 


It’s news to abrasive users when you 
can offer a package like the JEWEL 
“Masterpak”! An exclusive develop- 
ment by Abrasive Products, Inc., it 
prevents “collision” damage to edges 
and corners of sheets; keeps out mois- 
ture and other elements. “Masterpak” 
assures your customers that all of the 
JEWEL abrasives they buy will be 


usable. 


JEWEL ABRASIVES ARE BEING 
ADVERTISED TO YOUR CUSTOMERS. 
WRITE FOR DETAILS OF THE 
ATTRACTIVE DISTRIBUTOR FRAN- 
CHISE. Abrasive Products, South 


Braintree, Mass. 


Inc., 


ABRASIVE 
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